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A Question of Good Faith 


N old, old problem in the shoe trade will come 
A to the front just as soon as there is a decided 
start downward in shoe prices. It is a problem 
that in times past has affected all branches of the trade. 
It involves simply the question of good faith and the 
keeping of business promises. There was a time some 
years ago when it appeared that agreements of any 
kind among shoe manufacturers were only scraps of 
very useless paper. Solemn promises regarding style 
restriction were violated as fast as they were made. 
It seemed to be the general idea that all binding 
principles of business ethics and commercial honor 
were null and void among’ shoe manufacturers. 
Despite treaties of peace, they fought each other on 
the style question, to their mutual damage and to no 
good purpose whatever. That has been greatly 
modified within a few years and “‘gentlemen’s agree- 
ments” are kept as gentlemen ought to keep them. 
This looseness of bond affected the retail trade in 
some localities. Retail merchants would agree to 
reasonable and fair, schedules of price,, or time of clos- 
ing, or some other detail of local trade, and about the 
time arrangements weré working properly someone 


would break faith and. cut loose like an Ishmaelite, 


with “His hand raised against. every. man,”’ “ the 
whole arrangement would. be broken up. 

In this branch of the trade, also, there has Minit a 
vast amount of improvement in the last few years. 
This has come about largely through the good effect 
of the personal meeting of the retail shoe merchants 
in the local associations. It, is hard to meet a man 
face to face over the social sacrament of bread and 
salt and then turn round and violate an agreement 
with him. “ Decent mien cannot stomach that sort of 


thing; and the vast majority of shoe merchants are 
entitled to at least that good a rating. 

There is coming a time when the date of special 
clearance sales in each locality, and the depth of the 
cut to be made in such sales, will be matters of local 
concern to every store in town. It is more needful 
than ever before that good faith be observed by all 
concerned, in any reasonable agreements that are 
made in these details. 

There should be no reckless stampeding in regard 
to prices or dates, in case a downward tendency should 
develop in the shoe market. Every effort should be 
made to make only such orderly recession as a broad 
view of the situation demands. Don’t rock the boat! 
The water may not be as fine as you think. 

High prices have improved the public habit of shoe 
buying. People have come to see the advantage of 
paying a fair price for shoes that are well made and 
well fitted. Don’t spoil all this improvement by 
loading up the public with junk, at a price, nor even 
with high value shoes. poorly selected and poorly 
fitted to the individual who is to wear them. Such 
tactics are a damage to the consumer. 

All shoe men will agree to these principles, and will 
agree among themselves. that they: ought to be en- 
forced. Let such agreements be kept in all-honor and 
i" faith. 


" Phaiis of the Market Situation 


URING. the last two weeks there has been 
much talk of cheaper leather. . This has come 
about chiefly as a result of a dull market, tight money, 
the depression of foreign exchange and the decline 
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in hide and skin values. Perhaps the tightening 
of credit should be mentioned first. To what extent 
any reaction will go and how much manufacturing and 
retailing of footwear will be affected is what our 
readers will want to know. 

Unfortunately, whatever fluctuation becomes cur- 
rent in the daily press its sensational side is played 
upon to arouse the consumer. If a slump in hides 
occurs, when the poorest take-off of the year is coming 
in, as at present, whether there is any buying or not, 
the public is led to believe that cheaper shoes should 
be on the dealers’ shelves next day. No account is 
taken of the fact that shoes and leather now in stock 
or being made were produced from raw material 
secured at or near “‘peak”’ prices. 

The orders being placed for shoes, or which in the 
natural order of events will be placed soon, for next 
Fall and Winter, are another matter: Some shoe 
manufacturers are arranging for new leather supplies 
and some are well ordered up on upper leather. This 
must be used, likewise the leather in process of manu- 
facture into which went high-priced hides and skins. 

It is foolish to suppose that retail shoe prices should 
fluctuate up and down in concert with the hide 
market. The retail shoe merchant knows better. It 
takes a long time for cheaper raw material to reach 
the public in lower prices for the finished product. 


March 20, 1920 


No one in the trade, certainly, wants drastic and 
sudden drops, for the reaction would be disastrous to 
all. 

Deliveries are steadily being made of shoes for 
Spring and Summer sale; many are already in the 
hands of retailers. These were made from high- 
priced stock and made under the highest production 
costs on record, and should sell at approximately last 
season’s prices. Nothing has happened to warrant 
cutting these values to consumers, where quality 
has been maintained. 

As to the goods now to be ordered, the shoes for 
next Fall and Winter, the market is too unsettled to 
know just what it will cost to produce shoes. En- 
couraging phases of the outlook are: Speculation in 
leather bids fair to be at an end for the present; hide 
and skin merchants do not look for as high a plane of 
values this year as last; and there is a smaller exporta- 
tion of leather, which will leave more for this market. 

The demand for lower cost footwear is likely to 
bring a return to medium grades which, while durable , 
would be of satisfactory style and which would not 
make such a drain on the most expensive and highest 
cost leather. Too many people have insisted on the 
finest quality when a medium grade produced from 
a domestic skin would have answered the purpose 
just as well. This demand for the most expensive 





Important Research Work 


Harvard Bureau of Business Research Asks Co-operation of Merchants 


The Bureau of Business Research, Harvard University, is continuing its study of the retail shoe trade, 
and is now sending out blanks for the collection of operating figures for the year 1919. When the state- 
ments are received from the individual retail merchant, they are carefully checked, percentages are 
worked out for each item of expense and profit, and a copy is returned to the merchant submitting it for 
his own use. The individual reports are kept strictly confidential, and only the summary for the trade 
as a whole is published. 

It is doubtful whether the average retail shoe merchant, busy with the problems that confront him 
today, realizes the importance of this research. This work is of the greatest service to every member of 
the trade as well as to the industry. 

If any member of the retail shoe trade has not already received one of the Bureau’s blanks, he is urged 
to write for same immediately, addressing letter to the Bureau of Business Research, Harvard University, 


Cambridge, Mass. 
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raiment, has applied to most other things as well as 
footwear. Our finest raw calfskins come from the 
countries on which we depend the most for our sup- 
plies. These go into shoes to retail at $18 and up- 
ward, but that doesn’t mean that the shoe trade of 
America is on a $20 or $25 basis. 

The current opinion is that the hide and skin market 
has reached bottom, to be followed by a gradual up- 
ward tendency, with more active buying by tanners. 
What advantage will be taken of weakened leather 
values remains to be seen, but it is apt to be dangerous 
business to delay placing orders, banking on something 
that has not happened. 

The best solution appears to be to buy according to 
needs, but not to over-buy. The factory equation is 
one to figure on carefully. The productive unit is 
not so great per man as formerly, and there is no 
outlook for cheaper labor or a greater supply of 
skilled labor. Shoe manufacturers are proceeding 
on the basis of filling their needs as they get to them, 
and retail shoe merchants who order on the same 
basis are not likely to engage in a losing game in buy- 
ing for Fall and Winter. 

This is not a case in which a program is definitely 
laid down. All we have to go by in judging the 
future is the market and state of business today, and 
it is our province only to state the facts as we find 
them. ; 


BOOT AND SHOE RECORDER 





| 
M7. 


The “Recorder’’ does not wish to be understood 
as discouraging lower prices, for the sentiment of the 
country and our trade is for a gradual reduction of all 
living expenses, but we counsel against a sudden 
change which would come so in the nature of a shock 
as to adversely affect one or all branches of the in- 





We'd Just Love to 
- See This Tried Out 


. It seems up to some enterprising mer- 
chant to sell a few million of those old- 
fashioned bicycle clips, for fastening flap- 
ping arctics about the ankles. Reports 
are yet to come in from the insurance 
companies about the number of accidents 
caused by unbuckled flaps. 











dustry. On the other hand, a duty falls on the public 
in recognizing that the termination of war does not 
end the need for conservation and thrift, and that 
those who demand the finest, brought from the 
farthest quarters of the globe, should refrain from 
complaining of high costs and profiteering. 





Read the “Recorder” and pass it around your 
store, so that your salespeople, as well as your 
store managers, may read the interesting and 
instructive deliberations of the two big State 
Conventions held this week. 


Fill out the blank herewith and pass the 
“Recorder” around your store. This method of 
“round-table discussion” of our authentic and 
expert information will benefit you and your 
co-workers. 





Read the “Recorder’’ 


and Pass It Along 





























Note carefully Articles Advt. 
Mr. 
i i iS si SRT reich when 


circuit is completed, with comments or sug- 


gestions, if any. 
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ENGLISH VISITORS 


To Be Entertained by New England Shoe and 
Leather Association 


F. J. Marquis, secretary of the Incorporated 
Federated Association of Boot and Shoe Manufac- 
turers of Great Britain and Ireland, who arrived in 
this country a couple of weeks ago on an official 
fraternal visit to the American shoe and leather 





Allied Council Meeting 


Special Conference to Be Held March 23, 
10 a. m., at Hotel Astor, New York 


Chairman A. C. McGowin has issued a 
notice to members of the Allied Council 
of a special meeting to be held in Hotel 
Astor at 10 a.m., Tuesday, March 23, to 
consider the public’s attitude in general 
to the shoe business, induced primarily by 
the Government’s activities and by publi- 
city decidedly adverse to the retail shoe 
business. 

Events of the past six or eight months 
have been cumulative to the point where 
retail volume, which is unalterably bound 
up with the welfare of the wholesaler, 
manufacturer, tanner and all other branch- 
es of the shoe and leather industry, is 
seriously threatened. 

A definite plan to remedy the situation 
will be considered at the meeting. 











trade, expects to come to Boston, March 21, to re- 
main here about.a week. 

Mr. Marquis is accompanied by Rex D. Cohen, 
managing director of Lewis, Ltd., of England, and 
both gentlemen have recently been in Rochester, 
Cleveland, Chicago and other Western and Middle 
States cities, inspecting shoe factories and other 
industrial plants. 


At Shoe Trades’ Club 
Messrs. Marquis and Cohen while in Boston will 
be-the recipients. of special courtesies. from the New 
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England Shoe and Leather Association, the Boston 
Shoe Trades’ Club and other local organizations, and 
they are expected to be guests at a Boston Shoe 
Trades’ Club luncheon-meeting on Wednesday noon, 
March 24. They will visit different New England 
shoe manufacturing and tanning centers while here. 

Mr. Marquis’ organization is the same one that 
Mr. Alfred Lovell and his associates, who were in this 
country last Fall, officially represented. 


IRVING T. BUSH HOME 


From London—Has Arranged for Eight-Story 
Terminal 


Irving.T. Bush of the Bush Terminal Sales Build- 
ing, New York, is back from London, where he has 
arranged for erection of a: $3,000,000 eight-story 
terminal building in heart of city, makes prediction 
that Belgium will be first nation to recover from war 
and Germany second. He says that news of revolu- 
tion in Germany caused him no surprise, and de- 
scribes country as “land without a smile,” notwith- 
standing which people are going about their work in 
a quiet, determined manner:and keeping their griefs 
to themselves. Warehouses in Germany are packed 
with merchandise, according to Mr. Bush, and while 
meat is scarce and dear, there is plenty of poultry 
at low prices. 






THOMAS .O’SHEA DEAD 


Prominent Peabody Man—One of Largest India 
Kid Manufacturers 


Thomas H. O’Shea of Peabody, Mass., a prominent 
citizen, and one of the largest manufacturers of India 
kid leather in the country, died suddenly on Thursday 
morning of this week at his home in Peabody. 


SERVICE LETTER 


To Be Issued by National Industrial Conference 
Board 


The National Industrial Conference Board has be- 
gun the issue of what it terms a “Service Letter,” - 
which will carry to the members of the Board informa- 





...tion not.subject,. to confidential restrictions, and which, 
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properly be made known and covering interesting de- 


velopments in industry and brief serpents. of the 


progress of the Board's’ ‘investigations. 


A PRICE DROP 


In Mexican Hides Since’ Announcement of Em- 


bargo 


Washington, D. C., “March 17—The Depertnent of - 


Commerce has a despatch from:the American consul 
at Chichuahua, Mexico, stating that since the hide 
embargo was announced the prices of dry hides have 
dropped from 32 to 18 cents (American money), green 
hides from 14 to 7 cents, and goat from $1.18 to 60 
cents. 


MORE SERVICE SHOES 


Army Quartermaster Department Wants 500,000 
Pairs 


It is rumored that the Army Quartermaster De- 
partment will be in the market again in the very near 
future for some 500,000 pairs of Army service shoes, 
schedule 412-2-9. It is expected that some official 
announcement will be made within the next week or 
so and that shoe manufacturers will be allowed 30 
days at least in which to submit their bids before the 
opening. 


SHOE AWARDS 


On 300,000 Pairs of Army Shoes—Bids Opened 
March 10. 


The War Department has announced the following 
awards for 300,000 pairs of Army shoes, bids for which 
were opened March 10. B. A. Corbin & Son Com- 

pany, 50,000 pairs at $6.69, 50,000 at $6.73, 25,000 
at $6.75, 25,000 at $6.77, 25,000. at $6.79, 25,000 at 
$6.81; R. P. Hazzard Company, Gardiner, Me., 
50,000 pairs at $6.89; Huntington Shoe & Leather 
Company, Huntington, Ind., 50,000 pairs at $6.88. 


SMALL SIZES 
Needed by Army—Facts Revealed In Testimony 


Washington, D. C., March—Smaller men are now 
going into the Army than during the war. They 
wear smaller shoes.. Therefore, in spite of the large 
surplus stock: of Army shoes owned by -the Govern- 
ment, the Army finds it necessary to buy quantities 
of shoes. The smaller sizes now found necessary are 
not in stock: ‘These facts weré revealed in testimony 
by Army officers before the Graham sub-committee of 
the House Committee on War Expenditures... .. 

Another reason for the purchase of small sizes, it 
' was shown, is the fact that the War Department is 


"-required to furnish equipment to certain schools and - 
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because of its timeliness and importance, ~ should ~ 


-display-their.samplesin the rotunda of the capital. 
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colleges, where tlie students are not so large in statue 


as were the general run of as in the Army at the 
time of the war. 


) 


FRENCH HIDE EMBARGO 


Except Under Special License from the Ministry 
of Finance 


A. French decree prohibits the exportation of raw, 
green and dry hides and skins; raw furskins and pre- 


4 





Senate Orders Investigation 


Favorable Action Taken on McNary Resolu- 
tion by Committee of Manufacturers 


Washington, March 17—Investigation by 
the Senate of the shoe and leather indus- 
try, including the retail trade, is presaged 
in the action of the Senate Committee on 
Manufactures, of which McNary of Ore- 
gon is chairman, in reporting out favor- 
ably today the McNary resolution calling 
for such investigation. 

The ostensible intent of the investigation 
is to inform the country why the price of 
boots and shoes to the consumer has gone 
so high. 

Discussing the subject today, Senator 
Walsh of Massachusetts declared that for 
his part he has no objection to the adoption 
of the resolution by the Senate. 

“I do not believe that the shoe manu- 
facturers of New England have anything 
to conceal,’’ said Senator Walsh. ‘On 
the contrary, I. think they will welcome 
the investigation.”’ 











pared hides and skins of horses, calves and heifers 
(vachette), tanned, tawed or curried, except under 
special license from the Ministry of Finance. Excep- 
tion is made with respect to foreign hides and skins 
that are certified to have been decasiin with a view 
to a 


THE WISCONSIN CONVENTION 


At Madison August 10-12 — Message from 
President Schlaefer 


Wm. C. Schlaefer, President of the Wisconsin Shoe 
Dealers’ Association, announces that the dates set 


_ for the next convention of Wisconsin Shoe Merchants 


is August 10, 11, and 12 at Madison. 
The meetings will be held in the Assembly Room 
of the capital and the salesmen will be allowed to 
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Price F ixing in Practice 


Merchants’ Associations of Several States Accept 


Schedules. 


The Constitutionality of the 


Lever Act Is to Be Tested 


IXING prices of shoes by Fair Price Committees, 
acting in co-operation with U. S. Government 
agents, goes on. Frank B. McClain, fair price 

commissioner for the State of Pennsylvania, has de- 
cided, after a conference with a committee of the 
Pennsylvania Shoe Retailers’ Association, that a 
shoe merchant is 

Entitled to a margin which would net him a 
profit from six to seven per cent on his gross sales. 

The Washington, D. C., Fair Price Committee, 
acting in co-operation with the Washington Shoe 
Merchant, has fixed a scale of fair prices. The scale 
begins with these two items: 

All men’s and women’s shoes retailing to the 
consumer at a price up to $12 cannot be sold at a 
maximum profit of over 35 per cent. 

All men’s and women’s shoes retailing to the 
consumer at more than $12 a pair cannot be sold 
at a maximum profit of 40 per cent. 

Corresponding methods of making fair prices are 
reported from other communities. The figures of seven 
per cent net profit and 35 or 40 per cent gross profit are 
about the same as those which were considered fair 
during the regulation days of war times. 


Is Lever Act Constitutional? 


While price fixing by Fair Price Committees goes on, 
yet its course is not smooth. Daily does the head- 
quarters of the National Shoe Retailers’ Association get 
complaints from all parts of the country of unfair 
methods of Fair Price Committees. 

One of the most interesting cases of which the 
National Association is informed is that of the Spo- 
kane Dry Goods Company, of Spokane, Wash. This 
company has filed a demurrer in the Federal Court, 
protesting that a Grand Jury indictment charging it 
with profiteering is unconstitutional. The demurrer 
alleges that the “‘statute upon which the indict- 
ment for profiteering is based contravenes the 
sixth amendment to the Constitution of the 
United States, and that it works deprivation of 
liberty and profit without due process of law.”’ 


Can Courts Fix Price Lawfully: 


A similar case is reported from Si. Louis. There, 
Judge Faris of the U. S. District Court has dismissed 
the case against the L. Cohen Grocery Supply Company 
charged with profiteering, declaring that the Lever 
Act, under which the indictment was brought, is 
“vague, indefinite and uncertain, and that it 


violates the sixth amendment to the Constitution 
of the United States, and, furthermore, that it, in 
violation of the Constitution, delegates legisla- 
tive powers to courts and juries.”’ 

That ruling brings up the familiar question of the 
right of the courts to fix prices, and, also, the wisdom 
of such prices, for, if it becomes lawful for the courts to 
fix the prices of shoes, then it consequently becomes 
lawful for the courts to fix the prices of leather, and of 
hides, and of cattle, and of food for cattle, and of labor 


‘employed in the raising of food and cattle, and in the 


making of leather and shoes. Such a proceeding would 
lead to evils without end. It was tried in Massa- 
chuseits nearly three centuries ago, and it was aban- 
doned as a failure. 


Allied Council to Convene 


For the discussion of the legality of the Lever Act, 
the present methods of fixing prices, and various other 
matters relating to the present prices and circum- 
stances of business, the Executive Committee of the 
Nationa! Shae Retailers’ Association met in Phila- 
delphia, Thursday, March 18. The Executive Com- 
mittee of the Allied Council will meet at Hotel Astor, 
New York Tuesday, March 23. The Allied Council 
will consider the public’s attitude in general to the shoe 
business, as well as the Government activities and 
publicity adverse to the shoe industry. 


Washington Fair Prices 


The scale of fair prices in Washington D. C., as 
approved by agents of the U. S. Department of Justice, 
is practically the same as that presented by the Retail 
Shoe Dealers’ Association of Washington. It is as 
follows: 


All men’s and women’s shoes retailing to 
the consumer at a price up to $12 cannot be 
sold at a maximum profit of over 35 per cent 
on the retail price. 

All men’s and women’s shoes retailing to 
the consumer at more than $12 a pair cannot 
be sold at a maximum pfofit of over 40 per cent 
on the retail price. oe : 

All infants’ and children’s sh and boys’ 
shoes up to size 5% and girls’ shoes up to 
misses’ size 2 can be sold at a maximum 
profit not to exceed 31 per cent on the retail 
price. 
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Price Fixing in Practice 


Washington Says 35 or 40 Per Cent Gross Profit 
and Pennsylvania Says 6 or 7 Per 


The percentage will be estimated on cost 
to be based on the invoice price or the average 
invoice price on shoes in stock in one or more 
kinds of the same grade. The selling price of 
all shoes will be marked in plain figures. 

This scale is the same as that originally 
presented to the board by the Retail Shoe 
Dealers’ Association of Washington, with the 
exception of the third item. The figure as 
originally quoted allowed a maximum profit 
not to exceed 33 1-3 per cent. This was cut 
to 31 per cent. 

In the board’s investigation it developed 
the fact that 80 per cent of all shoes sold in 
the district sell for $12 or less. 


Pennsylvania Fair Prices 


The fair-price schedule in Pennsylvania has been 
set up by Frank B. McClain, Fair Price Commissioner 
for Pennsylvania, acting in co-operation with a com- 
mittee of the Pennsylvania Association, made up as 
follows: 

A. H. Geuting, Philadelphia, chairman; Harry I. 
Boyd, Lancaster; C. J. Mensch, Pittsburg, and John 
Kelley, Harrisburg. T. C. Mirkil, secretary of the 
National Association, also attended the meeting. 

The commissioner and the shoe men conferred for 
two days. They agreed on a fair mark-up of goods. 
The shoe men pledged their association to follow the 
recommendations of the commissioner and the fair- 
price schedule. 

The association is sending bulletins to its members, 
urging them to merchandise their goods as closely 
to the minimum as possible. The commissioner also 
agreed that there would be no prosecutions on charge of 
profiteering until after the charge had been reviewed by 
a committee of shoe men of the community in which 
the alleged profiteering took poace. 


Fair Price Schedule 


The following are the regulations that will be ap- 
plicable to the sale of shoes in the State of Pennsylvania 
effective Monday, March 22, 1920. 


SCHEDULE A—Men’s and women’s staple 
and service shoes. Meaning shoes usually 
classed as of a service nature, including blacks 
and tans in leathers and white fabrics, straight 
tips, unornamented patterns, sensible heels, 


Cent Net Profit 





button or lace, narrow, medium or broad 
toes. 

These shoes to be retailed at a mark-up 
from 40 per cent to not exceeding 60 per cent 
on the cost. 

SCHEDULE B—Men’s and women’s fash- 
ion shoes. Meaning shoes that are influenced 
by style conditions, shoes with perforations, 
wing tips, fancy patterns and heels, change- 
able lasts, or out of the ordinary in colors. 

These shoes to be retailed at from 60 per 
cent to not exceeding 75 per cent on the cost. 

SCHEDULE C—Children’s shoes up to 
size 2 in misses’ shall be retailed at from 
33 1-3 per cent to not exceeding 50 per cent 
on the cost. 

Luxury shoes, meaning unusual footwear, 
highly ornamented and of extreme style, are 
not regulated as to mark-up, the Fair Price 
Commissioner believing that competition 
will adequately regulate the sale of this class 
of footwear. 


Oklahoma Fair Prices 


The Fair Price Committee of Oklahoma, work- 
ing in co-operation with representative retailers, 
has fixed prices for the State, on a basis of 33 1-3 
per cent gross profit on men’s shoes, and of 35 
per cent on women’s shoes, said shoes being of 
grade costing at wholesale $8 a pair, or less. 

The committee finds no profiteering by retail mer- 
chants. It speaks, in its reports, of shoe merchants who 
fix their prices according to the costs of their shoes, not 
according to the replacement value, and it says that 
some shoes are offered at retail at prices less than the 
present prices at wholesale. 

The committee finds there are a number of reasons for 
the present prices of shoes, and that they begin with 
the higher prices of tanned hides and other materials 
used in making shoes. It finds that the overhead 
cost of conducting stores ranges from 26 to 33 
per cent, the average being in the neighherhood 
of 29 per cent. The cost of carrying women’s 
shoes averages two per cent more than the cost 
of carrying men’s shoes. 

The committee does not undertake to fix prices. of 
stylish shoes that come into the luxury. class, con- 
sidering that people should expect to pay a higher _ 
price | for such shoes than ee do for maple style shoes. 
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Delegates to the Iowa Shoe Dealers’ Association, Des Moines, March 9-10-11, with a ‘List of 
Men Prominent as Officials ‘or Speakers 
113, James Snyder (Dean of Iowa Shoe Trade); 88, Jack Clark; 89, B. C. Bowen; 97, Ed Hertzler, president; 106, Dave Marks: 
107, H. P. Plass; 101, W. P. Clemens; 108, F. M. Nebe, secretary; 109, Frank Hardy, director; 98, Sam Welsh, director; 110, 


Findings Men Meet 


Southeastern Association Has Convention at 
Memphis, Tenn. 


Memphis, Tenn., March 16—The third meeting of 
the Southeastern Leather and Shoe Findings Associa- 
tion, held’ here at the Hotel Chisca, March 15-16, 
was attended by about 75 people, including the mem- 
bers and representatives of the manufacturers. Among 
those present. were President Charles E. Bragg and 
Secretary. George Knapp.of the National -Asso- 
ciation. 

Morning sessions were open, but in the afternoon 
they were executive. 


One of the features of first day’s session was an 
instructive paper on “Co-operation,” by Joseph 
Wilensky of Savannah, which developed helpful dis- 
cussion. He emphasized the improved distribution 
conditions prevailing since the organization was 
effected. ; 

Social features of the opening day included a 
luncheon by the Memphis jobbers and a banquet in 


~ the evening. by me: arama and their repre- 


sentatives.-- - 

C.€. Tucker of the Essex Rubber Company acted 
as toastmastér. ~ 

A happy feature of the banquet was the presenta- 
tion on the part of the Southeastern Association of a 
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C..M. Richeau (official reporter); 111, Robert W. Sturgeon, ex-president; 112, Anna Mayer, shoe merchant; 99, Roy Stevens 

(ex-president); 81,°L. D.. Ream, president Iowa National Shoe Travelers’ Association; 83, J: E. Wm. Prescott, secretary Iowa 

National Shoe Travelers’ Association; 118, E. E. Whitaker; 46, Charles Clark, in charge of Travelers’ Auxiliary Entertainment 
and ex-vice-president; 103, Chet Feeley (best crap shooter). 


handsome gold watch to Mr. Knapp. The presenta- 
tion address was made by Dave F. Eidelson, secretary 
of the Southeastern Association. 

The report of the secretary showed five new mem- 
bers since previous meeting. The next meeting will 
be in Cleveland, Ohio, at the time of the National 
Association Convention. 

Officers re-elected were: President; Jake H. Wilen- 
sky, Atlanta, Ga.; secretary-treasurer, Dave F. Eidel- 
son, Birmingham, Ala. 

Expressions ::.from: members. and _ visitors: were 
optimistic as to business outlook: No ‘hope: was 
held -out. for any ‘relief ‘from the prevailing high 


British Export Restrictions 
Promote the Shoe Business Throughout the 
Colonies 


Washington, D. C., March 15—The existing re- 
strictions on the export of hides have had _ the 
effect of giving marked progress to the shoe business 
throughout the colonies; particularly in New Zea- 
land, where better shoes are being made at cheaper 
prices than ever before.. The rules governing the ex- 
port of hides also compel the ‘producers to sell them 
to the tanners at a fixed rate, who must in turn sell 
the leather to shoemakers at relatively reasonable 
prices. 
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Building Business by Studying People 


From an Address Delivered by W. S. Arant, of the Panor Stores, Des 
Moines, Before the Iowa Retail Shoe Dealers’ Association 


STORE’S success and growth depend on the 

percentage of customers pleased with the serv- 

ice and merchandise. It is essential that 
there be an atmosphere of hominess to the store itself, 
but almost 100 per cent of a store’s success depends on 
the spirit of sincere friendliness and alert desire to 
serve on the part of the sales people and the manage- 
ment. 

It is important to keep in mind that no store is 
standing still or just holding its own, and no person is 
neutral. A store is either making 
progress or slipping back. The 
moment you or I enter a store we 
either like the store or we do not 
like it, and it is the same with 
every customer. A sale is either 
made or lost in two minutes from 
the time the customer enters the 
store. 

If 85 to 90 per cent of the cus- 

tomers leave a store satisfied, the 
store has a wonderful future. No 
store can please every customer. 
If 70 per cent are satisfied, the 
store will enjoy a fair growth, but 
if only 50 to 60 per cent leave the 
store pleased—‘‘Look Out.” 


Confidence the Chief Factor 


The store owners who will im- 
press on sales people the fact that 
every dollar that pays for every 
luxury, comfort and the daily 
necessities that the sales people and the store owners 
enjoy comes from the customer, that the customer 
pays them all their salaries, that the customer is 
the person they are all working for, that their suc- 
cess depends entirely on the customer, will build a 
wonderful business. 

Confidence is one of the greatest factors in making 
sales. People form their opinions very largely from 
the personal appearance of the sales person. The 
salesman whose hair is neatly cut, whose collar fits 
and is up to date, whose clothes fit well and whose 
shoes are carefully brushed, says by his appearance: 
“I know my business,’’ and he will have more and 
larger sales when the day is over. Customers may 
“stall” and say: “I am just looking around” when in 
reality they have sized up the sales force and are 
waiting for the salesman who looks as though he knew 
his business. ; 


W.S. ARANT 


Important to Know People 

It is very important to know the merchandise you 
sell and to know all about it, but it is more important 
to know people. 

The salesman who knows his merchandise but 
does not know human nature will not be much of a 
salesman. The salesman who knows people and not 
much about the merchandise will do much better; 
but the salesman who knows both is a real salesman. 
When we consider the fact that selling is a salesman’s 
business, that his success depends 
on his ability to sell, that the home 
his family lives in and the clothes 
they wear depend so largely on his 
ability to judge human nature, 
which is easy and only a matter 
of thought and observation, we 
can see how important it is to the 
success of the salesman and to the 
success of a store that the sales- 
man know people. 

There are several books on 
“Judging Human Nature”’ written 
by men who have given the above 
topic much study, and these books 
are available to sales people. In 
summing them all up, we will find 
there are about five types of people 
to be dealt with, and the salesman 
comes in contact with most of them 
every day.. How important it is 
and how much it would mean to the 
success of the sales people and a 
store if monthly meetings were held to discuss this 
most interesting topic: “‘Knowing People.” 


Make It Easy for Customers 


The management and sales: people whose desire 
is to make progress should know that sales must be 
made quickly and that it should be made easy for 
the customer to buy. Confusing the customer is a 
common fault in most stores. The sales person who 
pulls down fifteen garments is.making it hard for the 
customer to. make a selection, and it is a long chance 
whether a sale will be made. A shoe salesman who 
has ten styles of shoes piled around a customer is in 
trouble, and needs instruction in selling for the good 
of himself, the store and the customers. The sales- 
man whp. knows how to size up people will show three 
styles, talk one and will make sales quickly, to the 
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satisfaction of the customer and the benefit of himself 
and the store. 

I would estimate that women buy 80 per cent of all 
shoes purchased, and in a great many stores, such as 
department stores, the average is larger. If knowing 
people is important in the success of a store, how very 
important it is, then, that a store’s policy, its adver- 
tising and its sales people should. make -the right 
appeal to women. 


Buy on Confidence Basis 


It is a proven fact that quality, durability and the 
practical selling argument is not the selling appeal 
that influences women to buy. Women take these 
things for granted. They expect quality and durabil- 
ity. They demand them, and if they do not get them 
there is trouble. Women are not so much judges of 
quality as they are judges of human nature. They 
buy of a store that they have confidence in and a sales 
person they have confidence in, and they are rarely 
mistaken; but if occasionally they are mistaken in a 
sales person, that sales person sees them no more. 

I am greatly concerned when I think of how many 
stores, have for so many years advertised smart 
styles, with the selling appeal of comfort and service. 

No better proof is needed than the incident which 
occurred in one of our large and well-known con- 
cerns, which spent thousands of dollars in drawings, 
plates and advertising of household utensils, with the 
selling appeal of utility and convenience. They dis- 
covered to their dismay that women knew all the 
things they were trying to tell them, and that this 
selling appeal did not make sales. After destroying 
all their handiwork, they made other drawings and 
started over again, with illustrations and advertising 
which convinced women how pretty the said toaster 
would look on their dining-room tables and said that 
something else would enhance the appearance of 
their kitchens—and they bought. 

The store that would get the lion’s share of the 
women’s dollars should know that women trade with 
the salesman who is sincere, courteous, who shows in- 
terest in their problems and is anxiously desirous to 
please them. Don’t think that I would infer that women 
are not good buyers, for they are; but women have an 
inborn love of things beautiful, things pleasant and 
artistic. 

The most important thing for merchants and sales 

people to know is to know men—know children— 
know women. 





Bids Received 


For Officers’. Russet and Cordovan Shoes and 
Boots 


Washington, D. C.—The Leather Rubber 
Goods Division of the Army Quartermaster De- 
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partment has received the following bids for 1,265 
pairs of officers’ russet and cordovan shoes: 

A. E. Nettleton Company, at $13.95, $10.95 and 
$10.35; Joseph M. Herman Company, at $7.50, 
$7.00, $9.25 and $7.25; R. H. Hoskins Company, at 
$14.75 and $14.50; J. E. Tilt Company, at $10.20, 
$10.00 and $11.00; Pels Company, at $11.50, $11.75 
and $12.50. 

Awards Made 

Awards have been made on the above bids as fol- 
lows: Joseph M. Herman Company, 329 pairs at 
$7.50, and J. E. Tilt Company, 604 pairs at $10.00 
and 332 pairs at $11.00. 

The following bids have also been received for 91 
pairs of officers’ boots: A. E. Nettleton Company, 





Warning—Stolen 


Forty-Two Pieces of Gold and Silver Tinsel 
Cloth 


Sol Wile, secretary of the National Boot 
and Shoe Manufacturers’ Association, an- 
nounces to members in General Letter No.' 
178 the following: 

**There was stolen from the No Tarnish 
Company of Newark, N. J., 42 pieces of gold 
and silver tinsel cloth. These goods were 
only adaptable for shoes and belonged to a 
member of the National Boot and Shoe 
Manufacturers’ Association. 

**Your co-operation may aid in discover- 
ing same.”’ 











$20.50; R. H. Hoskins Company, at $35.00; Pels 
Company, at $30.50, and James A. Banister Com- 
pany, at $22.00. 

Awards have been made as follows: James A. 
Banister Company, 55 pairs at $22.00; and Pels Com- 
pany 36 pairs at $30.50. 





Foreign Buyers 


Chandos Bridges, John H. Raven and Erico 
Rollier 


Chandos Bridges, Munt Bros. & Co., London im- 
porters of American sole and upper.leather, and a 
partner of the firm, is at the Copley-Plaza Hotel. Mr. 
Bridges is a frequent visitor and well known here. 

John H. Raven, sole and upper leather factor of 
Leicester, England, is at the Hotel Touraine. This 
is Mr. Raven’s second visit to the States. 

Erico Rollier, of Alberto Rollier & Co., leading 
leather. merchants of Milan, Italy, arrived in New 
York on the Baltic and was in Boston, Wednesday. 
He can be addressed at “Hide and Leather,” 207 
Essex Street, Boston. 
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What is unanimously declared to have been the most successful convention in the history of the organization 
was held this week in Kansas City by the Kansas Retail Shoe Dealers’ Association in connection with the Heart of 
the West Style Show under the auspices of the Central’Shoe Travelers’ Association. The attendance far exceeded 


expectations. 


One of the most important features of the convention was the appointment of a committee to confer with 
similar committees from the associations of Missouri and Nebraska, with the object in view of merging the three into 
one large body. This committee was appointed at the opening session on Monday. On Tuesday a delegate from 
the Oklahoma association still further broadened the movement by suggesting that his association be included. 
If the movement develops into an accomplished fact, this four-State association is expected to become one of the 


largest and most powerful in the country. 


Report of the Convention by Wire 


Kansas City, March 17—The eighth annual meeting of the 
Kansas Shoe Retailers’ Association in conjunction with the 
heart of America Style Show began its three-day session at 
the Hotel Baltimore here, Monday afternoon. A. S. Farmer, 
vice-president, presided, due to the absence of President C. L. 
Brosius, sandstorms in Kansas having delayed his arrival. 

Frank M. Robinson, secretary of the Convention Bureau 
of the Kansas City Chamber of Commerce, made the address 
of welcome, after which Secretary A. R. Springer read his re- 
port,in which he showed that most of the money spent last 
year was used in conbating adverse legislation. On motion it 
was decided to use the balance for retaining an attorney to 
watch legislative developments. 

T. S. Beam, a prominent retail merchant of Kansas City, 
then spoke on the outlook for 1920. He said that merchants 
should buy with confidence, and that as a buyer himself he 
finds the market short of needed supplies. 


N. S. R. A. Sends Greeting / 


Telegrams were read from H. C. McLaughlin extending 
greetings to the Kansas merchants and saying that the 
officials of the National will appreciate the co-operation of the 
association in increasing the National membership. .A tele- 
gram was also read from-Secretary Henry Hageman of the 
insurance underwriters, urging Kansas merchants to place a 
jarger amount of their fire insurance with the National, 
thereby effecting a saving of 25 per cent in premiums. 


At the suggestion of William Breslford of Topeka, the 
amalgamation of the Shoe Dealers’ Associations of Kansas, 
Nebraska, and Missouri, was proposed, and as aresult of the 
discussion which followed, the following committee was 
appointed to meet with a like committee of three, already 
appointed by the Missouri and Nebraska Associations, to ar- 
range for this amalgamation: William Breslford, Otto Fisher, 
D. E. Lamb. The proposed governing body of the tri-State 
organization is to consist of a president and secretary- 
treasurer, with a governing board of six, two from each State, 
preferably the president and secretary. — 

Mr. Dooley, for the United States Rubber Company, gave 
a practical demonstration of making a rubber boot. 


Local Association Urged 


The value of the State organization to shoe. merchants was 
emphasized by members attending and participating in the 
discussion, and the thought was advanced by men from 
various sections of Kansas that more effective work could be 
done on behalf of the merchants if the shoe merchants formed 
local associations, in .each county, seat. Supporting this 
thought, instances were cited, showing the keen competition 
the merchants of this State face from mail-order houses, sales 
being lost to the shoe stores simply because the merchants 
are not as aggressive as the mail-order houses. 

Albert White of the A. W. Shoe Company, Iola, & Kans. ., in 
discussing the mail-order evil said: 
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How to Beat Mail-Order Game 


“It is up to us to beat them at their own game, namely ad- 
vertising. The mail-order houses, have built up an enormous 
business as a result of the best kind of advertising. You 
cannot find a case in the retail. or mail-order business 
where a really big, successful house has been built up 
except through advertising; and the better the adver- 
tising the greater the success. This applies to both the 
larger and smaller towns. Of course’ the mail-order proposi- 
tion is a small-town affair, but there are a few outstanding 
examples of success in mail-order business in the large cities. 
Examples in the shoe game in a city such as Kansas City 
are the Robinson Shoe Company and Carlat Shoe Stores, 
which spend for advertising as much as any other three 
stores. Carlat sells nothing but women’s. shoes and is 
credited. with doing the largest volume of business in Kansas 
City. Advertising did it. 


A Big Retail Success 


“Albert Garbers of Strausberg, O., tells me they did last 
year $823,000 of business in a town of 1000 inhabitants, bring- 
ing in business from a 25 to 40 mile radius, and hecredits ad- 
vertising with doing it. Likewise E. P. Mannof Devil’s Lake, 
Wis., a town of 6,000, did last year a business exceeding $600,- 
000, and it does one’s heart good to hear him tell how he kept 
things moving. He certainly was a live one. 

“Both these men say they have practically driven the 
mail-order business out of their territory. by selling good 
merchandise at fair prices and never letting the trade forget 
they had the merchandise to sell. They accomplished this 
through newspapers, combined with a complete mailing list 
for letters, folders and booklets. 

“The big mail-order houses use nothing but high-class illus- 
trations and their descriptive matter is fine. How many of 
us could put up a better. talk if we had the customer before 
us? Is it amy wonder they get the business? 


Must Advertise More Freely 


“We shoe-men in the smaller towns advertise in the paper 
maybe once a week..and our advertising copy is nothing to 
brag about... Why the cuts. we use frequently are awful. 
Government statistics show that it costs the mail-order houses 
23 to.25 per cent.to do business. Last year it cost. me.17% 









per cent. Suppose they can buy 6 to 8 per cent less than I 
can, which is about the difference between the jobber and re- 
tailer in buying. They do not have me beat on cost very 
much and customers can come into my store and look at the 
goods and get fitted, whereas, the mail-order house is miles 
away. But how can I get the customers without advertising?” 


Tuesday’s Session 


Tuesday’s session opened with President Clarence L. 
Brosius presiding. He extended a hearty welcome to Charles 
E. Williams, president of the Missouri Association. Arthur 
Ebbs, the secretar¥jayir. Cressy of the Nebraska Association 
and Mr.’ Epling,;”’ president of the Lincoln Shoe Retailers’ 
Association and also a delegate from Oklahoma, all were sent to 
confer with the Kansas Association officials about the pro- 
posed amalgamation of Nebraska, Kansas, Missouri and Okla- 
homa into a four-State association group. 

Sam L. Davis, efficiency merchandising expert of Cleve- 
land, took charge of the entire afternoon session. He began 
by lauding Kent Chisholm, the retiring president of the Ohio 
Valley Association, for his splendid work in Washington dur- 
ing the war, reading Mr. Chisholm’s entire address delivered 
at the opening of the Ohio convention two weeks ago, wherein 
he pointed out that merchandising methods have advanced 
15 years during the past three years. One has to hear Mr. 
Davis in order to appreciate the nuggets of gold he places 
before his audience, attractively presented with a splendid 
play upon words. 


Talks on Salesmanship 


“Approach your customers as you would guests of your 
home. Teach your sales people to do this and give them a 
chance to show what they can do. There are three kinds of 
sales people—help, helpers and helpless. Service in the store 
means good will and this is a big asset in your business. 
Learn to smile ata customer instead of grinning. Your grin 
says: ‘I have to;’ your smile says: ‘I want to.’ 

“Every looker isa buyersomewhere. Therefore be courte- 
ous. to the visitor who does not buy. Courtesy is the ther- 
mometer of your. temperament. 


Helping the Salesman 


“The salesmen must not only be courteous but should 
know his stocks, for when it is evidenced to the customer that 
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Cc. L. BROSIUS 
1919 President of the Kansas Shoe 
Retailers’ Association 


he doesn’t and he has to ask questions to find the shoe she 
has asked for, he loses her confidence. 

“‘Dead merchandise is buried treasure. Watch your stock 
and train your clerks to do so. Take this convention back to 
your store and hold regular meetings with your sales people 
and discuss your problems. ‘ 

“You will find the solution of your problems in the trade 
journals, which you should read intelligently. I know buyers 
who watch eagerly for them, who read them and mark pars- 
graphs here and there, distributing them around the store. 
Your trade journals can be made a wonderful help to you in 
teaching your sales people merchandising if you would only 
get them awakened to the possibilities of keeping posted. 


Be a Real Executive 


“Be a real executive. The human element in business is 
solved by getting good men and getting good out of men, by 
using right people and using people right. Don’t crack pea- 
nuts with a sledge hammer. The power of suggestion in 
selling goods is a wonderful thing. The higher average sale 
today is what is bringing down the selling cost, and when 
people know how to sell not merely better or higher priced 
merchandise but additional. articles, you will promote this 
higher average sale, first, by better knowledge of merchandise, 
better knowledge of stock, and second, by the power of sug- 
gestion. It isn’t the clever buyer of a large store who is the 
money-maker for the store. You want to become sellers, also, 
so that the shoes are sold both quickly and oftener. And good 
salesmanship is selling goods that won’t come back to cus- 
tomers who will come back. 


Increasing Sales Efficiency 


“Service means not only the approach and personality of 
the sales person and the closing of a sale with proper thanks 
but it means intelligent handling of customers. We want to 
keep stocks down to the proper level to buy intelligently, and 
above all to sell aggressively and enterprisingly. 

“The question comes up as to how to make the sales forces 
efficient. First, have them know the merchandise. When new 
goods arrive, get them together and tell them about it. 
Secondly, let them see that they are thoroughly posted on the 
merchandise you have. Thirdly, show them they are work- 


ing with you and not for you. In the first analysis, though, . 


ARTHUR SPRINGER 
Newly-Elected President, Formerly 
Secretary-Treasurer 


WILLIAM BRELSFORD 
Active in the Movement to Unite 
Kansas, Missouri, Nebraska and 
Oklahoma Associations 


you must buy brains and not make a training school of your 
store for the incompetents of the community. 

“‘And you can make your force more efficient by getting 
them in love with their work. One merchant has a calendar 
he calls the heart of his store. He knows the birthday of 
each of his employes. He makes it a habit to remember the 
anniversary with a gift, a raise, a bonus or sometimes just a 
heart-to-heart talk. It is the human touch, for efficiency 
comes through loyalty, and loyalty calls for love of work, and 
love of work calls for love of the employer.” 


Shipments on Different Dates 


In answer to a question put by Mr. Fischer of Lawrence, in 
regard to the small-town retailer’s problem of having to stock 
up seven and eight months ahead because of his inability to 
go to market frequently and of the possibility of a committee 
of manufacturers, retailers and traveling men working gut a 
solution to this problem, Mr. Davis answered that it could, 
and no doubt would, be worked out in the shoe industry as 
Wilson Brothers, wholesale haberdashery of Chicago, are 
now working it out. Their salesman going to a small mer- 
chant who is ordering four dozen shirts says: ‘‘How long will 
it take you to sell these shirts?” ‘About four months.” 
‘*Well, let me send you one dozen right away, another in ten 
days, the third in 30 days and the fourth in 60.” That is 
scheduling deliveries, reducing the man’s liability and making 
it possible for him to discount bills. 


Replacement Plus Profit 


Mr. Lamb of Herrington, Kans., brought up the problem 
faced by so many small-town merchants today, most of whom 
are selling on the erroneous basis of purchase price plus profit, 
instead of replacement value plus profit. ‘Sixty per cent of 
the men here,” he said, “‘have been careless and slow in pric- 
ing their merchandise on a replacement basis."”” The harmful 
effects of newspaper agitation were also dwelt on by the 
speaker, who urged the convention to organize its own pub- 
licity bureau, whose business it would be to place before the 
newspapers throughout the State facts showing the increased 
cost of shoes and the cost of operating retail stores. 

Mr. Davis then continued his address. ‘There are,” he 
said, “two types of salesmen—diplomats and diplomuts. 
The diplomut says: ‘I see that one foot is larger than the 
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FINLEY CLAYTON 
Chairman of the Advertising Commit- 
tee of the ‘“‘Heart of America” Exhibit 








other;’ whereas the diplomatic salesman says: ‘I am glad to 
see that one foot is smaller than the other.’ The tactful sales 
person never argues. Be tactful, not talkful. When you 
show you know you are bound to grow. We want long- 
headed schemers and not long-haired dreamers in business. 
You have to use your head if you want to get ahead in sales- 
manship. Preparation precedes promotion, and you cannot 
promote yourself until you prepare yourself. Stunts are better 
than grunts.” 

Mr. Davis claims that the slogan—the customer is always 
right—has done more harm during the past ten years than 
any other factor in the retail business. The Curtis Publish- 
ing-Company, he says, is combating the evils of this slogan 
by showing that the customer is not always right, but today 
is taking advantage of the merchant by bringing goods back 
with unjust complaints. 


Talk on Styles 


Tom Daly of Upham Brothers, another speaker, gave the 
merchants some splendid buying suggestions in men’s shoes 
as well as women’s footwear and predicted the styles and types 
of shoes that will be popular for next Fall retail selling. 

The afternoon session was full of valuable advice, and there 
was a free exchange of ideas on the problems which are facing 
the merchant today—namely—getting their selling on a re- 
placement basis, proper service in the store, the education of 
sales people and the buying public, and the offsetting of 
adverse propaganda. 

Three hundred shoe men gathered for a Jazz-fest at the 
Hotel Baltimore Tuesday night. The form of entertainment 
was a number of splendid boxing bouts. 


Officers Elected Wednesday 


At the Wednesday afternoon session the Nominating Com- 
mittee, through Chairman Leo Morgan, reported advising 
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Chairman of the Entertainment Com- 
mittee of the “Heart of America’”’ Ex- 
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HOWARD H. KIMBALL 
Finance Committee Chairman of the 
‘*Heart of America” Exhibit 


that the selection of candidates for officers be made from the 
floor. The election resulted as follows: 

Arthur Springer, president; Granville Sallee, 
Emporia, secretary-treasurer; H. E. Ripple, 
Dodge City; Kack Wrenchy, Kingman; D. E. 
Lamb, Herington; and Mr. Neil, Claycenter, 
vice-presidents. 


The retiring president, C. L. Brosius, announced his with- 


drawal from the shoe business. 

A joint conference during the afternoon of the delegations 
from Missouri, Nebraska and Kansas resulted in a vote in 
favor of a joint convention to be held next March in St. 
Louis, at which time amalgamation will be decided upon, 
thus forming a tri-State organization. 


Kansas City Loses 


President C. E. Williams and Arthur Ebbs, secretary of 
the Missouri Association, were empowered to act at the 
annual convention in St. Louis last February. Charlie 
Williams, as he is known to his friends, made a splendid 
appeal for the Kansas merchants to join hands with the 
Missouri Association in a meeting to be held at St. Louis, to 
which Nebraska merchants will be invited. 

On his arrival here he found much opposition to the selec- 
tion of St. Louis as a meeting-place next year, many Kansas 
merchants naturally preferring this city, but his eloquent 
appeal on behalf of St. Louis won over a majority of the con- 
vention in support of his recommendation. 

After the vote in favor of St. Louis, President Williams 
pledged the vote of the Missouri Association in favor of 
Kansas City for the 1922 convention if amalgamation is 
definitely decided upon at the meeting next March in St. 
Louis. 

. The following resolutions were adopted and are here stated 
in abbreviated form: 
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E. 0. GRAHAM 


Traveling Shoe Salesmen 
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H. E. RIPPLE 
One of the Newly-Elected Vice-Presi- 
dents of the Kansas Retail Shoe 


DOW C. PHELPS 
President Central Association 
Traveling Salesmen 


Dealers’ Association 








Resolutions Adopted at Kansas Convention 


the work of the Style Committee of the National, 
endorses its work and urges every member to 


First: Whereas, the members of the National 
Association feel there should be a change in the 
present method of electing its officers, and 
whereas, Missouri, Texas, Oklahoma and Tri- 
State associations have condemned the plan and 
are demanding a voice in the selection of its 
national officers, therefore, the Kansas Associa-~ 
tion endorses the action of the above organizations 
as seconding the efforts to make the National a 
purely democratic organization and demands that 
such officers be nominated and elected by the 
votes of the accredited delegates present at a 
National convention, 

Second: The Kansas Association recommends 
the enactment by Congress of the pending Bach- 
arach Bill, providing for the taxation ona basis of 
annual sales and the repeal of the excess profit 
section of the present income tax. 

Third: Whereas the retail shoe trade has been 
condemned frequently in newspapers and by 
public opinion as profiteers, and whereas there are 
many contributing causes to the present price of 
footwear (costs having largely advanced before 
reaching the retail merchant), therefore, the 
Kansas Association emphatically asserts we are 
not and have never been profiteers and accord- 
ingly endorses the plan of fair price commission- 
ers and invites their investigation and our co 
operation in every way with such commissioners. 

Fourth: The Kansas Association appreciates 


abide by the suggestion of the committee. Also 
we approve of the action of the National in seek- 
ing representation for shoe merchants on the 
Fair Price Board. 

Fifth: We endorse the National in its attempt 
to secure rubber price lists dated March 1 instead 
of January l. 

Sixth: We condemn the practice of some shoe 
manufacturers making a practice of owning 
retail stores and who solicit trade of individual 
merchants, believing such practices are inimi- 
cable to the best interests of ourselves as mer-~ 
chants, and that all such stores reported should 
be investigated and such manufacturers invited 
to explain, and a.report made to the members of 
this association, who may sees themselves 
accordingly. 

Seventh: Since the honesty ait integrity of 
shoe merchants are being frequently attacked, the 
Kansas Association resolves to take.a more active 
interest in being represented in our legislative 
bodies, and that any newspaper publishing articles 
not founded on facts should be condemned; 
that this association favors affiliation of other 
merchant associations in the State in helping to 
forestall and defeat unjust legislation affecting 
our trade, and we urge the retention of a compe- 
tent attorney to explain facts pertaining to shoe 
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necessary, defend any of our members. 
Eighth: We commend the work of the Governor 
of Kansas for his co-operation during the past 
year in combating unfair publicity and in stop- 
. ping such propaganda. 
' Ninth: This association appreciates and thanks 
the traveling salesmen of the Central Association 
of Traveling Shoe Salesmen for their work in 





merchants to our legislative bodies and, when’ 





making this convention a success and their 
comprehensive display in the ‘‘Heart of America”’ 
shoe exhibit. 

Tenth: The secretary is instructed to issue an 
exchange list to each member of the Kansas Asso- 
ciation based upon data furnished him by the 
members, said list to be issued quarterly or oftener 
if desired, its purpose being to aid merchants in 
their turnover of slow-moving merchandise. 








Round Table on Store Publicity 


Mr. Davis was again the big feature of the Wednesday 
afternoon session, conducting a round-table talk under the 
heading of store publicity, emphasizing in his clever manner 
the science of constructive business again and again. He 
put the following questions to the convention: 

What are you here for? 

What is it you want to take back to your store from this 
convention? 

What is your problem? 

What can we do to help you? 

Speak up. Let’s hear from you. 


Banquet Wednesday Night 


The Kansas Convention came to a delightful close Wed- 
nesday evening ata banquet at which the Kansas merchants 
were guests and the Central Association of Traveling Shoe 
Salesmen were hosts. 

John C. Dingle was toastmaster and Judge Silas Porter, 
of the Supreme Court of Kansas, and Honorable R. R. 
Brewster of Kansas City were the two principal speakers. 
Both gave their auditors something to think about on the 
duty of the patriotic American today, and both opposed so- 
called ‘‘class consciousness.” They pleaded for a fair deal be- 
tween labor and capital and a fair day’s labor on the part of 
the workmen, the laborer being defined not merely as the 
worker in the factory, but each and all of us. 


CENTRAL TRAVELERS MEET 


On Saturday, March 14, the Central Association of Travel- 
ing Shoe Salesmen held a live meeting at the University Club, 
Kansas City, in the form of a banquet, as a preliminary to the 
annual convention of the Kansas Shoe Dealers’ Association, 
and the “Heart of America’ Style Show. One hundred and 
seventy traveling salesmen were present. Harry H. Wilson, 
representing Edwin Clapp & Son, Inc., of East Weymouth, 
Mass., acted as toastmaster. 

K. L. Barton, junior sales manager of the McElwain-Barton 
Shoe Company, Kansas City, the leading speaker at the 
meeting, said: 

“‘As salesmen you should be thoroughly posted and be in a 
position to answer all kinds of questions that are put to you 
by customers pertaining to the shoe industry. We must first 
sell ourselves the proposition that we are later going to sell 
the trade. . If we feel that prices are going to be lower and that 
customers are not going to buy, we are licked before we even 
put forth an endeavor, but if we have the backbone and 
courage to feel that prices are not going to be any lower and 
that merchants are going to buy, and that if they don’t buy 
they will certainly not get any merchandise or any kind of 
protection, if you will feel this way, then you will have sold 
yourself your proposition and you will be able to secure a 
satisfactory business. 


Cause of High Prices 


“The main causes of high prices are, first, war; second, a 
shortage of supplies; third, increase of wages to offset the 
increased cost of living; fourth, the cost of high living; 
fifth, inflation through increase in paper and other money; 
sixth, profiteering; seventh, taxes (the excess profit tax 
definitely adds to the high cost of living); eighth, foreign 
trade; ninth, destruction of property during the war; tenth, 
lowered production when the world needs so much that it is 
a crime that we do not produce to our maximum efficiency; 
eleventh, speculation. 

“The newspapers, the magazines and many people have 
said that shoe men are profiteering. Well, they have to 





Sam—He Sez 


Every ‘‘looker’’ is a purchaser—some- 
where. 


Dead merchandise is buried treasure. 
Watch your stock. 


There are two types of retail shoe sales- 
men—diplomats and diplomuts. The lat- 
ter, in fitting a customer, says: ‘“‘I see that 
one foot is larger than the other.”” The 
former says: ‘I am glad to see that one 
foot is smaller than the other.”’ 

(Extracts from address of Sam L. Davis of Cleve- 


land before the convention of the Kansas Retail 
Shoe Dealers’ Association.) 











pay for the shoes. I may add that I have to pay for my 
groceries and my wool suit, and I have to pay my clerks enough 
so that they can do the same. 


Exchange Situation Dangerous 


‘Some people think that this Spring will see the peak and 
that a slow decline in shoe prices will then begin. Well, 
everyone is entitled to his opinion, but there is one thing 
which may kick over the milk. 

“If European exchange should equalize itself, the bars will 
be down. Europe needs shoes—more shoes than we can pos- 
sibly supply. The only thing that has held down the de- 
mand. has been their adverse exchange. What will happen 
when they once get in a position to buy? You may be sure 
that we shall then find out what high prices mean unless some 
method of control can be devised,” 
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The Fourth Annual Convention of the Minnesota Shoe Retailers’ Association of March 15-17, 
held in conjunction with the Great Style Exposition of the Northwestern Shoe Travelers’ Association, 
March 15-19, was one of the largest, most elaborate, most interesting and best-attended affairs of the 
kind in the history of the West. Live and enthusiastic committees from both organizations were 
hard at work for weeks. The event which has just passed into history well merited the slogan “‘Biggest 


Yet.” 
The Style Exposition, held under the auspices of the Northwestern Shoe Travelers, was a huge 


success, with 125 lines represented. 

The West Hotel, Minneapolis, was chosen as Convention and Style Exposition headquarters, with 
the Dyckman Hotel taking the overflow. The total registration was approximately 600, who listened 
attentively to the talks by authorities of national prominence. 

The teamwork, enthusiasm and the fine spirit of co-operation displayed by all connected with the 
convention and exposition made it an unqualified success and source of instruction and inspiration 
for all who attended. 

St. Paul was chosen as the next convention city, and already merchants and manufacturers are 
planning to include the next Minnesota convention on their list of engagements for 1921. 

Important resolutions were adopted and officers elected. St. Paul is the next convention city. 


Report of Convention and Exposition by Wire 


George S. Roth Presided 

Mr. Roth, who was the business manager of the con- 
vention, acted as chairman. He presided well, speaking 
briefly and adding his welcome. He called for songs, which 
resulted in several being sung under the direction of Mark 
Nobis, of Superior, Wis. Minutes of the last annual con- 
vention were read by Secretary F. H. Montgomery of 
Rochester. 


Minneapolis, March 15—The fourth annual convention 
of the Minnesota Shoe Retailers’ Association, held in con- 
junction with the Great Style Exposition of the North- 
western National Shoe Travelers’ Association, opened on 
March 15. The weather was fine and there was a record- 
breaking attendance. 

The first session was held at 1.30 p.m. with the singing 
of the “Star Spangled Banner.”” The opening speech and 


introductory remark ere made by G M. Keith, 
nee ej eee er ae State Fair Price Commissioner Talks 


president of the Minneapolis Retail Shoe Merchants’ Asso- 
ciation, who introduced Charles H. Deppe of Duluth, presi- 
dent of the State Association. Mr. Deppe gave the address 
of welcome and reviewed the present conditions. He urged 
sound business practice and fullest co-operation, and 
promised good entertainment. After thanking the Shoe 
Travelers for their help, he introduced George S, Roth of the 
L. S. Donaldson Company ef Minneapolis, 


Mr. Roth introduced John H. Hay of St. Paul, Fair 
Price Commissioner of St. Paul, who spoke, in part, as 


follows: 


High Prices Commencing at Foundation 
“Let us get first at the foundation part—the hides. There 
is not a scarcity of hides in the country. I was rather sur- 
prised in looking over the figures and statistics to find that 
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. 
Resolutions Adopted 

Resolved: That this association heartily en- Be it further resolved: That we adopt the above 
dorses and supports the work of the National Shoe named association’s Resolution and that after | 
Retailers’ Association in its endeavor to bring hearing from the various manufacturers, the i 
about a change of date in the issuing of the an- Minnesota Shoe Retailers’ Association get in 
nual price list on rubbers from January 1 to touch with the National Shoe Retailers’ Associa- i 
March 1. tion and thrash this subject out to the finish as to | ; 

Resolved: That the individual members of what course to pursue. 
this association co-operate to the fullest extent in Resolved: That the association extends its 
furnishing to the Bureau of Business Research of thanks to the committees responsible for the 
Harvard University such information as it. may success of this great convention. 
require from time to time, in order that we may Resolved: That the Minnesota Shoe Retailers’ 
assist in making this service as complete as Association endorse and support in every way the 
possible. efforts of the National Shoe Retailers’ Associa- i 

Be it resolved: That the Minnesota Shoe Re- tion in its vigilance work for the purpose of sup- i| 
tailers’ Association unanimously declare against pressing dishonest advertising and all question- } i 
the action of manufacturers and jobbers selling able and illegitimate forms of merchandising. ' 
their merchandise directly to the consumer. Resolved: That this association expresses its | i 

Be it resolved: That the Minnesota Shoe Re- approval and pleasure at the selection of James P. Va 
tailers’ Association is heartily in accord with the Orr of the Potter Shoe Company, Cincinnati, as i ; 
resolution adopted by the Ohio Valley Shoe Re- president of the National Shoe Retailers’ Associa- if 
tailers’ Association in that it feels that certain tion. { j 
manufacturers of shoes are anticipating opening Be it resolved: That we express our apprecia- i © 
retail stores throughout the United States; that tion for the financial and moral support of the if 
this association write directly to each one of these Twin City wholesalers and manufacturers, as well iy 
manufacturers, whom it knows is anticipat- as all traveling salesmen who have so loyally 4 
ing this move, and find out from them direct and willingly supported this convention. a 
what their intentions are for the future so that For the Resolutions Committee, / | 
this association can govern itself accordingly. C. O. Hodgkins, Chairman. 























there are about as many cattle in the world as there were all other countries where we have traveled, there is a very 











before and during the war. In Europe while the war was on limited decrease; consequently there is not a decided 
there was a decided decrease; but in Australia and South decrease in the hide supply. 
American countries, and in Canada and the United States and “We on the farm feel that it is unfortunate that we should 





even in Scotland, in France, in Holland and in Denmark, and feel the first shock of the reaction toward lower prices. 
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Perhaps it is the right place for it to be felt first, and the farm- 
ers have accepted it; but if the reduction in this raw 
material of ours, in the hides, is not carried out in a 
very short time to the consumer, then you and the men 
back of you who handle the hide from the time we give 
it up until we get it back from you in the shape of shoes 
—some of you will have to answer why this is done. 


Believes in Exclusion of Freak Shoes 


‘In the matter of styles the public has just grievances, but 
is itself to blame for demanding such a variety. Those who 
are to blame are the makers and owners of lasts on which 
they are making incessant alterations. I would rather in- 
vestigate than sell shoes under present conditions. 

“There is no use of criticising, but if you announce your- 
selves as openly in favor of certain standard sizes and 
styles, and exclude the freakish shoes in shape and 
design, and not try to satisfy that craving of extreme 
people who desire something out of the ordinary, I 
believe it would carry tremendous weight with those 


GEORGE S. ROTH 
President 


folks who organize the styles and send them out all 
through the country where we have to wear them and 
buy them and have to pay the prices, and I believe that 
you people would be relieved of a large percentage of 
your troubles in the retail trade if some scheme 
could be devised whereby those odd styles would not be 
forced on you by the demands of your customers, 
particularly by the women, And so I think it is up to 
us in common parlance of the farmer to set our faces 
against the multiplicity of styles and to announce our- 
selves as absolutely and for all time in favor of some 


standard styles. 
Peak of High Prices Reached 


‘In these reconstruction days there is one thing 
upon which you will find the public has agreed and 
that is that the peak of high prices in the shoe business, 
as in other lines, has been reached. You must not 
allow them—yeou must not force them to go any 
higher. It may be presumptuous for me to suggest this, 
but it is true that we have reached the peak in shoe 
prices. That has been presented to us as the concrete state- 
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ment in our investigations. One expert, so called, has told 
us that he rather looks to see prices, while they are going up, 
and there is no definite time fixed, but still he looks for them 
to go down; he can’t say just when, and we don’t know, but 
there seems to be that undecided attitude with reference to 
prices. So I am convinced, from all this investigation and 
talk, that we have got to adjust ourselves to that time that 
is ahead—I don’t know just how far, six months, or twelve 
months, or twenty-four months — when prices will gradually 
back to normal. 

“I believe you can help that in a sane way, because an 
insane way would mean wreck and ruin to many. And so 
the rates have been advanced in the last few weeks for a 
definite purpose, as you know—for the purpose of cutting out 
undue buying, probably for unnecessary and luxurious com- 
modities. 


Favor Medium-Priced Shoes 


*‘And so you men might well announce yourselves in favor 
of medium-priced shoes. In the questionnaire sent out one 
of our questions was: ‘When is a low-priced shoe a shoe of 
quality?” They all come back, ‘There is no such 
thing.’ A low-priced shoe is not a shoe of quality, al- 
though an old-style shoe may have the quality. 


Consider Averaged Price Increase Fair 


“The department is not prosecuting but is investigating. 
I have found that the practice of the trade seems to be to 
take the average price of those shoes on hand, and a like num- 
ber of the new purchase of all those that you bought, and 
strike an average on that, and mark your advance — whatever 
it may be—in the average price. Now that is a reasoanble 
solution of that difficult problem, that would appeal to any 
fair minded business man or professional man, that that was 
the right thing. 

Mr. Hay’s speech was followed by a prolonged standing 
applause. 


Joseph Chapman on Finance 


Chairman Roth then introduced Joseph Chapman, vice- 
president of the Northwestern National Bank and L. T. 
Donaldson Co., one of the leading bankers and financial 
authorities of the West. He is well known a speaker and his 
speech was eloquent, inspiring, and received much applause. 


Discussion on Buying Fall Stock 


Chairman Roth then introduced H. S. Kisker of the Shoe 
Retailers, Chicago office, who spoke on shoe conditions, 
various conventions and leather, giving figures. 


Telegrams of Greeting 
Various telegrams of greeting were read, among them one 
from H. C. McLaughlin, chairman of the National Associa- 
tion Membership Committee. 


. Henry Hagemann Talks 


Henry Hagemann, Cincinnati, secretary of the Ohio Valley 
Retail Shoe Dealers’ Association, said a few words on associa- 
tion work. He complimented Minnesota and the convention, 
and told of his Ohio experiences. He was well received. 


Tuesday, March 16, Session 


The second day of the convention found a blizzard raging, 
although the registration numbered 505. 

At 9.30 a. m., George S. Roth, chairman, announced tlie 
Nomination Committee as follows: George M. Keith of 
Minneapolis; Charles Rolling, St. Paul; Mark Nobis, 
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Superior, Wis; L’Esperence, Grand Forks, North Dakota; 
Nachreiner, Rochester. He then announced the women’s 
entertainment, including a theater party on Tuesday evening; 
shopping tour for the women on Wednesday morning; 
banquet, movie and party dance on Wednesday evening. 


Fred P. Mann Talks on “‘Merchandising”’ 


An address was made by Fred P. Mann, leading merchant 
of Devils Lake, North Dakota. He delivered a fine speech 
and received very close attention. The subject of his speech 
was “Merchandising.” 


Mail Order Business One-Third 


Mr. Mann is now president of the North Dakota Shoe 
Retailers’ Association, which started with 87 members and 
has now increased its membership to 1,200. Mr. Mann stated 
that the larger retail shoe merchants do not seem interested 
in association work. He has found upon investigation that 
the mail-order houses are taking a third of the business in 
Minnesota, and warned that the Dakotas must watch or the 
mail-order houses will constitute one-half of the business 
transacted. Mr. Mann mentioned the new Twin City 
plant of Montgomery, Ward & Co. 


10 Per Cent of Dakota Merchants Advertising Correctly 


A questionnaire to retail merchants about windows, 
stocks, accounting and advertising showed that 10 per cent 
of Dakota merchants are advertising correctly, 75 per cent 
not believers in scientific advertising. It was further em- 
phasized that in 1917 Sears, Roebuck & Co. shipped 
75 carloads of catalogs and spent $75,000,000 in adver- 
tising. A university survey of Minnesota, Iowa, Kansas 
and South Dakota reveals the same conditions. The 
Iowa mail-order business in one year amounted to 
$150,000,000; in Kansas, the mail-order business formed 
one-third of the total number of businesses; other 
States in proportionate number. 


Attributes His Store’s Success to Advertising 


It was urged that merchants must not wait for business, 
but go after same. Tragic conditions are caused by not ad- 
vertising right. Mr. Mann stated that his store had a stock 
of $700,000, with six departments; that he started with noth- 
ing twenty-five years ago, engaging in the grocery business 
at a rent of $15 a month. He took the advice of a friend and 
advertised, starting with a two-column, four-inch ad in 
weekly papers, while his competitors used a small.card. “I 
studied advertising,’ said Mr. Mann, “‘and after really _ be- 
coming proficient, my business grew, reaching a $23,000 
stock, and branching out extensively. In 1912, I found my 
store with a general line and a stock of $125,000 in a wooden 
building. I decided to build a new store, 75 by 140, with 
two floors and basement. The old-timers predicted bank- 
ruptcy, but their prediction came to naught. 

““My store now occupies the most prominent site in the 
town. It is conducted according to the most progressive 
system, with competent department managers. I attribute 
to advertising the reason for the store’s success. My budget 
for advertising is 2 per cent of the gross sales, or $15,000 for 
1920. 

“TI follow closely the Minneapolis sales listed in the news- 
papers. I havea clearance sale in January, a white goods sale 
afterwards. I keep my stock fresh. I talked with Twin City, 
Duluth and Chicago jobbers and secured advertising backing 
from them—circulars and catalog helps; the jobbers were 
always glad to assist. In all, I have fifty varieties of adver- 
tising literature and price lists.” 
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DeWilde Talks on ‘‘Advertising’’ 


John H. DeWilde of the Northwest Commercial Bulletin 
of Minneapolis gave a talk on “Advertising.” Mr. De- 
Wilde’s talk formed a scientific discussion, presenting facts 
and figures for small-town retail merchants, with charts and 
copies of poor advertisements, also show cards and copies 
of good trade paper ads. 


P. C. Peterson Gives Convincing Talk 


P. C. Peterson of Grand Rapids Minn., gave a most con- 
vincing talk, terse and to the point. 


Merchants Should Tell Truth in Advertising 

‘‘Merchants must tell the truth in their advertising,’ 
said Mr. Peterson. ‘There is too much fool stuff. Use a per- 
sonal and distinctive style, avoid generalities; get close to 
your readers. If you cannot write your own advertisement, 
your newspaper man will help. Remember this very em- 
phatically—to create through your advertising confidence 
in your goods. 
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CHARLES H. DEPPE 
Past President 


Henry Hageman Talks on Insurance 


Henry Hageman of the Ohio Valley Shoe Retailers’ As- 
sociation gave a talk on “Insurance.” Mr. Hageman out- 
lined the facts regarding the Illinois Shoe Retailers’ Under- 
writers’ Association now licensed in eight States, with a 
guarantee fund of $50,000 to members. Mr. Hageman stated 
that there is now $8,000,000 worth of insurance in force in 
33 States, with 800 risks. Mr. Hageman stated that fire and 
auto insurance costs would decrease. He cited the big poli- 
cies held in the East and mentioned Minnesota holders and 
gave the records of lumbermen, and hardware underwriters, 
and urged that pledges of support be given by the shoe mer- 
chants of Minnesota to the National Insurance Association. 

At the close of Mr. Hageman’s talk, many pledges were 
made from the floor. 

Remarks were made by George Roth on the association, 
on business and on finance. A meeting of the Executive 
Committee was held at 2.30 p. m. 

A moving picture, entitled ‘“Shoemaking,” presented by 
Foot-Schulze Company of St. Paul, describing every detail of 
the process of shoe manufacture, proved a complete and 
interesting film. 

The meeting adjourned at 1 p.m., the afternoon being 
devoted to the inspection of displays. 
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Wednesday’s Session, March 17 

Wednesday’s session opened at 9.30 a.m., with George 
Roth in the chair, and a total registration of 590. A fine 
meeting took place, with adjournment at 1.30 p.m. E. C. 
Logan, Western Editor of the ‘‘Recorder’”’ was scheduled to 
give a talk on ‘“‘Help Problems in the Store.”” As Mr. Logan 
was confined to his home by illness, S. S. Newell from the 
Chicago office of the ‘‘Recorder” read the talk. One of the 





Convention Program Synopsis 


Monday, March 15, 1920 


9.30 A.M.—Registration—Get Acquainted. 

1.30 P.M—Address of Welcome, C. P. Deppe, 
president. 

Speakers: H. S. Kisker, Chicago, and Joe Chap- 
man, vice-president L. S. Donaldson Co. 

Round Table Talks: Evening—Look Over 
Lines—Enjoy Yourself. 


Tuesday, March 16, 1920 


9.30 A.M.—Display Rooms Closed. 

Speakers: Fred P. Mann, Devils Lake, South 
Dakota; J. H. De Wilde, Northwestern Twin City 
Commercial Bulletin. Moving Picture—Shoe- 
making, Foot-Schulze Co. 

Round Table’ Talks: 1.30 to 6.00 P.M.—Every- 
body Looks at Lines on Display. 7.00 P.M.—Big 
Jazz Night—Something Doing. 


Wednesday, March 17, 1920 


9.30 A.M.—Display Rooms Closed. 

Speakers: Curtis M. Johnson, Rush City, Minn.; 
Chas. Patterson, treasurer O’Donnel Shoe Co.; 
Fred R. Crane, St. Paul, Minn. 1.30 to 6.00 P.M. 
Look Over Display Lines. 


Banquet 7.00 P.M. 


At West Hotel, Elliott C. Hensel, toastmaster. 

Speakers: J. W. Fisher, Chicago; Richard R. 
Price, Minneapolis; Geo. M. D. Posey, Union Shoe 
Mfg. Co., Minneapolis; H. D. Wild, Swift & Co., 
Chicago; Richard R. Price, Extension Course, 
Minnesota University. 


Thursday, March 18, 1920 


The Northwestern Shoe Travelers’ Big Night 
THE BIG FROLIC 











chief points brought out by Mr. Logan was profit sharing in a 
retail store. “The big problem,”’ said Mr. Logan, “‘is not 
how to get help, but how to keep them. Contentment must 
prevail throughout the store and store salesmen must be 
well paid in order to be content and have the necessary en- 
thusiasm in their work.’’ Mr. Logan cited examples and gave 
explanations of the various systems used in stores, such as 
dividends, bonus and percentage methods for store salesmen 
and store managers. 


**The Road to Happiness”’ 

Curtis M. Johnson of Rush City, Minn., took for his sub- 
ject “‘The Road to Happiness.” This talk was a whirlwind 
of eloquence, and the audience was held spellbound. Mr. 
Johnson related numerous witty stories. 
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He said: “Shoe men must sometimes wish that they could 
hold goods three years like hardware merchandise. Mr. John- 
son complimented the Minnesota retail shoe merchants very 
highly. He said: ‘Minnesota is the greatest State, but 
there are everywhere treacherous ‘enemies. We must fight 
head on against envy, jealousy end class hatred. Prosperity 
make Minnesota good picking for anarchists and outlaws. 

“The real road to happiness is made up of love, good fellow- 
ship and admiration. We must speak truths bluntly to get 
response. There is a wonderful opportunity in this country. 
In 1914 we owed allied countries $400,000,000; the allies now 
owe us $400,000,000 annual interest.” 


Merchant Musi Sell on Replacement Values 


Charles Patterson, the vice-president of the O’ Donnell Shoe 
Company of St. Paul, gave an imppressive and brilliant 
address. Mr. Patterson endorsed the pointsin Mr. Johnson’s 
talk. 

‘Retail merchants are entitled to a fair and 
just profit, after paying interest and expenses; 
they are also entitled to a reserve fund to care for a 
changing market. There must be such a fund in a 
legitimate retail shoe business and the merchant must 
sell In replacement valuation or face bankruptcy. 

“I would suggest that the merchants demand 
explanations and the facts from agitators.’’ Mr. Pat- 





Northwestern Shoe Travelers’ Officers 


J. W. Bates, president; Gideon Simpson, vice- 
president; Eugene A. Bailey, secretary. Direc- 
tors: Frank Gehln, Dan O’Connell, Charles K. 
Swenson, John Brown, George M. D. Posey. Pub- 
licity and Advertising: George M. D. Posey, 
Charles K. Swenson and Ross Bates. 











terson cited pernicious and misleading newspaper 
articles. Hesaid: ‘There are 1300 shoe factories in the 
United States; there are 50,000 shoe merchants in the 
United States. Therefore, there is the keenest possible 
competition. 


The Public Controls Shoe Prices 


**The price is really marked out by the public. I am 
an optimist. I believe in service and a desire among 
retail merchants for a square deal. Prices are fixed by 
the law of supply and demand. We must face facts; the 
demand is larger than the supply. 

“The manufacturers of the country are helpless; retail 
merchants must furnish what is called for. If the public 
really wish cheaper material to go into their shoes the 
prices for shoes would drop. Kid leather is an example. 
Several years ago kid was not moving. After some 
advertising the public began to demand fancy and 
colored kid shoes, also higher shoes—those of 12 and 14 
inches as to the tops. And the public must have what 
it wants. Retail shoe merchants are the judges. 


Kidskins Come from Abroad 


‘America produces 12 per cent kid and goatskin; the most 
of our supply in this direction comes from India and Australia. 
During the war Europe could not use kid. America could buy 
to advantage today were it not for the fact that every 
country is bidding. So the demand and also the prices stay 
up. The traveler in Siberia relates stories of seeing along the 
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railroad tracks one million bales of calfskins and cowhides. 
He tells of cows dying of old age and their skins unused. 
It is a fact that Russia is out of the market, as a source 
of leather supply, until her affairs are settled. In the 
United States, 20 years ago, there were more cattle than 
people. There are now less than one-half as many 
cattle as there are people. The world supply of shoe 





Officers Elected 


President, George S. Roth; first vice-president, 
M. J. Buckweat; second vice-president, Mark J. 
Nobis; secretary, Walter Peterson; treasurer, 
Otto E.Weiske. Directors: George Pierce, Charles 
Dekebourne, Minneapolis; John A. Stollberg, 
Charles A. Rolling and Hugo Herman, St. Paul; 
Charles P.Deppe, Duluth; O0.J. McManus, Winona; 
F. M. MeNeil, Red Wing, and E. S. L’Esperance, 
Grand Forks. 











materials is inadequate. In 1914 we exported to Europe 
$14,000,000 of shoes,in 1919 over $100,000,000 worth. 
We also exported 150,000,000 calfskins and leather. 


Wages Doubled and Production Halved 

‘**Prices for American shoes are low here compared to the 
prices prevailing in Europe. The price per pair for shoes in 
London is $28, while Scandinavia charges $34 a pair. Labor 
is at the highest peak eyer known, having received 100 per 
cent advance in two years. The public is not getting $1 in 
increase back. The week was formerly composed of six ten- 
hour days; it is now composed of forty-four hours. The 
efficiency of the average shoeworker has decreased 30 to 40 
per cent. In other words, wages have doubled and produc- 
tion has been reduced one-half.” 


Crane Talks on ‘‘Financial Problems’”’ 


Fred R. Crane of St. Paul spoke on “Financial Problems.” 
Mr. Crane is an impressive speaker. He was well informed 
on the various topics which he treated. He mentioned the 
difficulty of predictions. He said, “‘Nobody can read signs six 
months in advance. . Prosperity is just ahead. The greatest 
danger to the community is the professional agitator.”’ 


Committee on Constitution and By-Laws 


Chairman Roth announced the Committee on Constitution 
and By-Laws, who were delegated to redraft the constitution, 
and report to the secretary next September. This committee 
consists of the following: George N. Pierce and Charles 
Hodgins of Minneapolis; John A. Stolberg and Walter Peter- 
son of St. Paul. 

Telegrams of greetings were received. The National Asso- 
ciation sent a message in which it assured the merchants of 
fair treatment from the Department of Justice, also the 
department’s pledged co-operation with the National’s Retail 
Vigilance Committees. 

The Executive Committee announced that the next meeting 
would be held in St. Paul, the date to be decided later. 


One Hundred Women Guests 


The Women’s Entertainment Committee announced that 
over 100 women were guests at the banquet which was held 
on the evening of March 18 at the Dyckman Hotel. The 
Women’s Committee consisted of Mrs. Charles A. Kilbourne, 
Mrs. Otto Wieseke and Mrs. Harry J. Donnelly. 

After a very fine talk by the retiring president, Charles H. 
Deppe, adjournment took place. Following this meeting, 
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the International Shoe Company of St. Louis showed films, 
illustrating the manufacture of shoes and leather from cattle 
growing to finished product in store. This proved to be both 
interesting and instructive. 


Banquet Wednesday Evening, March 17 


On Wednesday evening, March 17, a banquet was held, at 
which 490 were present. Eliot C. Hensel of St. Paul acted as 
toastmaster, making some very witty remarks. C. H. 
Deppe, the retiring president of the association, spoke briefly, 
eulogizing Minnesota. Mr. Deppe said: ‘Minnesota fur- 
nished 90 per cent of the iron ore during the war. It can 
furnish enough steel for 500 years.’ He extended thanks in 
behalf of the retail merchants to the Northwestern Shoe 
Travelers and National Travelers for their efforts in making 
the convention a success. 

George H. Roth of Minneapolis, the newly-elected presi- 
dent and chairman of the Minnesota Retailers’ Entertain- 
ment Committee, spoke in appreciation of the efforts of -the 
other committee men. 





Convention Committees 


Executive Committee: George M. Keith, chair- 
man; C. M. Stendal, secretary. Convention 
Committees: Finance, Otto E. Wieseke and E. J. 
Schoettly; Advertising, C. M. Stendal and Walter 
Peterson; Program and Speakers, George A. 
Pierce and Louis A. Sherbano; Entertainment, 
George S. Roth and Hugo Hetman; Registration 
and Badges, Charles A. Kilbourne and Charles A. 
Rolling; Reception, Harry J. Donnelly and John 
A. Stolberg. 

Joint Committees 
Shoe Retailers 


Finance. Otto Weeseke and Edward Shottley; 
Publicity and Advertising, C. M. Stendall and 
Walter Patterson; Program and Speaking, George 
A. Pierce and L. A. Sherbano; Registration and 
Reservations, Charles A. Kilbourne and Charles 
Rollins; Entertainment, George Roth and Hugo 
Herrman; Reception, John A. Stolberg and Harry 
Donnelly. 

Shoe Trarelers 

Finance, George S. Sandors and Dan O’Connell; 
Publicity and Advertising, George M. D. Posey 
and Charles K. Swenson; Program and Speaking, 
E. L. Clark and L. R. Record; Registration and 
Reservations, Julian Chapsky, Max Ellenstein and 
Frank Bailey; Entertainment, Elmer York and 
R. J. Leiser; Reception, Fred Snyder and C .E. 
Dawley. 











Talk by Curtis M. Johnson 


Curtis M. Johnson spoke a few words of thanks and praise. 
He said that the present time presented an opportunity for 
real good, that conventions helped merchants in the use of 
energy and enthusiasm in their business. He used an allegory 
as follows: ‘Steel rails are worth $58 a ton, watch springs are 
worth $1,200,000. Do not be a rail to be run over, but be- 
come a watch spring to run the whole works.”’ 


History from George N. Pierce 
George N. Pierce, the father of the association, told. of the 
difficulties of getting association work started in Minnesota, 
this State being one of the last to organize. He sent out 
1500 invitations, a blizzard came along and only 10 responded. 
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“But we have grown in numbers since that time,” said Mr. 
Pierce. In closing, Mr. Pierce praised the conventions for 
the inspiration furnished. 
Talk by G. M. D. Posey 
G. M. Posey took for his subject “The Great Northwest.” 
He gave a masterful eulogy of Minnesota and the Northwest, 
telling of its history, its resources and its many advantages. 
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Dr. Richard R. Price of the University of Minnesota gave 
a well-thought-out address on ““The Power of Personality.” 
This was a most inspiring talk. 

Dancing took place after the banquet. 

On Thursday evening the Northwestern Travelers held a 
frolic consisting of music, dancing, vaudeville -and boxing 
in four finished fights ‘“‘between real scrappers.” 





May your visit to the Convention Exposition be 
one of pleasure and profit. Have a good time and 
take home the spirit of co-operation and good 
fellowship of which you will be a part. Man’s 
progress in life is due to hard work and his sub- 
sequent association with men of thought and ac- 
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Convention Exposition Sentiment 


Northwestern Shoe Travelers’ Exposition 


(List of Lines Shown and Salesmen) 


tion. You can only take out of the world in pro- 
portion to what you put into it. The cave man 
hoards alone, but the man of civilization, to suc- 
ceed, must rub elbows with his fellow men. 
Association with men puts us on our mettle and 
calls forth our best efforts. 
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Combining for Foreign Trade 


Chairman of Committee on Expansion Suggests Feasibility of Co- 


operation Among Smaller Manufacturers 


Henry H. Morse, export manager of the Regal 

Shoe Company, who, as chairman of the Com- 
mittee on Expansion of the National Boot and Shoe 
Manufacturers’ Association, has sent to the member- 
ship of that association a plea for consideration of the 
Webb-Pomerene Act, permitting combinations of 
American manufacturers for selling their goods abroad. 
This act releases American manufacturers from pre- 
vious legal restrictions and makes possible forms of 
combinations quite as effective as those hitherto 
adopted in Germany, England, and other countries. 
More than 100 organizations of American exporters 
have filed their papers with the Federal Trade Com- 
mission indicating their intention of combining in this 
way. The paper, steel, elastic webbing, automobile, 
lumber and office equipment industries have already 
taken advantage of the Act. 


; N interesting movement has been set on foot by 


Suggests Combinations in Shoe Industry 


In suggesting consideration of the subject by the 
boot and shoe industry, Mr. Morse says: 

“This, of course, cannot appeal to manufacturers of 
branded lines who have established connections of 
their own abroad, but to the manufacturer who has no 
foreign trade and no direct way of building up any 
foreign trade, and who realizes that sooner or later the 
American market is going to be sold up, when he will 
be faced either with the necessity of reducing his pro- 
duction or finding new markets—this suggestion may 
be of some value.” 


Combination Formed in Great Britain 


Almost simultaneously are we advised that the 
British shoe trade has combined for export. It is 
reported that a large British boot and shoe trust has 
been formed to push export trade. It will embrace 
not individuals but firms and corporations to the num- 
ber of 2,000, and will try to extend the export shoe 
trade of Great Britain beyond the limits existing in 
1914. It is to be known as the British Shoe Manu- 
facturers, Limited. Headquarters will be in London, 
and agencies will be maintained at all manufacturing 
centers. 

The policy will be to sell at the lowest 
possible prices. The American Trade Commissioner 
in London has cabled that the trust has already 
begun operations and has a large stock of war hides 
on hand of all grades suited to salvage manu- 
facturing. 


“Combining for Foreign Trade’’ 


The Guaranty Trust Company of New York has 
issued a new booklet, entitled ‘Combining for 
Foreign Trade.” “Heretofore,” it says, ‘in various 
manufacturing industries, higher manufacturing costs 
and comparative inexperience in export trade have 
made it extremely difficult at best for Americans to 
compete with foreigners for trade abroad. Therefore, 
meeting severe competition from powerful foreign 
combinations, and through dependence on foreign 
cable and telegraph companies, foreign banks and 
ships, forced to risk exposure of the secrets of their 
overseas business to their foreign competitors and to 
risk effective discrimination against their trade, 
American manufacturers, and especially the smaller 
producers, have been at a decisive disadvantage in 
export trade. 

“Not only the most powerful selling combinations 
in the world, such as the electrical and dye stuffs com- 
binations in Germany, and the famous Cambrian coal 
combine of Great Britain, have worked against them 
in competitive markets, but large foreign buying com- 
binations have helped to depress American export 
prices by making individual American producers bid 
against each other. It is obvious that the only way 
in which to meet collective buying effectively is by 
collective selling.” 


European Shoe Competition 


That some action along these lines is imperative 
from the viewpoint of the smaller manufacturer 
is recognized by many exporters today. As stated in 
Mr. Morse’s letter, it is one method whereby the 
smaller manufacturers can hope to get their share of 
export business in the years to come, in view of the 
increasing competition to be looked for from European 
manufacturers of shoes who have already combined 
their interests so as to present a united front. 


Improving the Customs Service 


“There is another bill pending in Congress pro- 
viding for an emergency appropriation of $1,000,- 
000, to be used in increasing the depleted staff of the 
Customs service all over the United States, that 
should likewise receive the serious attention of our 
shoe and leather trade. The bill providing for this 
special appropriation (H. R. 12,046) has been intro- 
duced by Senator Calder of New York, and has the 
approval of the Treasury Department. A letter from 

(Continued on page 74) 
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Increasing Percentage of Active Stock 


By A. B. Crandall of Brunk’s Bootery, Des Moines, Before the Iowa 
Retail Shoe Dealers’ Association 


can just as well be stated as the problem of “Re- 

ducing the percentage of inactive stock,” and as it is un- 

doubtedly the inactive stock that needs our attention 
we will approach the subject from that angle. 

On first thought it appears to be the old problem of obtain- 
ingfa satisfactory stock turnover, but upon further considera- 
tion we find that turnover is not entirely the solution, as it 
would be possible for a merchant to have quite a percentage of 
inactive stock and still turn the balance of his stock so rapidly 
that it would give him a fair average turnover on the total 
amount. The problem is not to obtain a satisfactory average 


T HIS subject, ‘Increasing the percentage of active stock,” 
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turnover on the total stock but to get the turnover on every 
style carried in stock that will be necessary in order to show 
a profit in the bank and not on the shelves. 


Novelty and Staple Styles 


Before starting the reduction of inactive stock we must 
first be able to recognize it as such. Probably no two styles 
in any merchant’s stock are active to exactly the same de- 
gree. The class of trade who buy novelty styles wear out or 
discard more pairs than the class who buy staples. There- 
fore, the turnover on novelties should in normal cases be 
greater than the turnover on staple styles. 


For working basis let us consider as inactive any merchan- 
dise which shows less than one turnover a year. The Harvard 
Bureau of Business Research has found that 1 7-10 times is 
the average stock turnover in the retail shoe business, so we are 
forced to consider stock which turns between one and 1 7-10 
times as showing some signs of life. Therefore, the merchan- 
dise with which we have to deal is that stock of which we are 
not selling as many pairs in a year as we are carrying on the 
shelves. Some merchants may answer: “‘But these are styles 
that are never out of date and there is a full profit in the few 
pairs that are sold.’”’” That may be true, but why not dis- 
continue these lines and invest that loafing capital in styles 
that are turning three or four times a year. 





Inactive stock is the brake that retards turn- 
over, and even though we may be getting what.is 
considered a fair stock turn, if we will release the 
brakes by reducing the percentage of inactive 
stock our machine wil! show speed that we never 
before dreamed was possible. 











In connection with this problem certain points come to the 
mind of every merchant—such points as Duplication of 
styles, 2—End sizes, 3—Too many factory lines, 4—Stock 
arrangement, 5—The P.M. System, 6—Special sales, etc.; 
but these points are subsidiary to a few basic principles which, 
if conscientiously adhered to, will solve these minor points in 
themselves. Under Reducing the percentage of inactive stock 
are found three controlling principles: The first we will call— 
Catering to the majority. The second—Smaller and better 
balanced stocks. The third—-Proper seasonable manipula- 
tion of merchandise. 


Catering to the Majority 


Taking up the first topic—Catering to the Majority. Stu- 
dents of advertising tell us that no matter how appealing our 
advertising copy may be, successful results seldom occur 
without first a close analysis of our market. Unless we hap- 
pen to be the one shoe stock in our town, we are bound to be 
catering more or less to a certain class or market. It may be 
the town trade or the country trade, the working class or the 
class to whom price is no object. Soisit not, then, good busi- 
ness as a first step to study our market and to decide accord- 
ing to our advantages or disadvantages what class or classes 
of trade we expect to sell our merchandise to? Analyzing 
further, which customers in this class will we find it profit- 
able to cater to? +The M nority orthe Majority. The Majority, 
of course; so in buying, selling, and all store activities, let 
us be governed by the desires of this Majority—The Majority 
of customers in the class to which we are catering. 

In the sample room as we inspect the newest creations of 
designer’s art and listen to the seductive chatter of the sales- 
man, let us ask ourselves this question—Will the majority 
buy it? And if we cannot answer this question in the affirma- 
tive, then do as good judgment dictates. There is nothing to 
the old bug-a-boo that the trade will think us antiquated un- 
less we show them all of the newest Broadway creations a! 
each sitting. That’s Minority stuff. The majority will thank 
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us for a well-balanced stock of the kind of styles that the 
majority want to wear with sizes to fit them quickly instead 
of showing them such styles as they never dreamed of buying 
backed up with 12 pair size runs that are broken lots after 
two or three pair are sold. 

No rule will always work 100 per cent but when it is over 
50 per cent mark, it is a safe rule to go by and as long as we 


follow the dictates of the Majority of our customers we may | 


feel reasonably sure of an active stock of merchandise and a 
volume business. 


Doing Business on Smaller Stock 


The second principle is doing business on a smaller stock 
of merchandise. Many merchants fail to realize how easy it 
is to sell the average customer. Why is it that the successful 
life insurance agent makes many times the salary of the 
successful retail shoe salesman? The reason is that the in- 
surance agent has one step in salesmanship to perform that 
the shoe salesman does not have. He must create the desire 
and he tells us that once the desire is created the balance of 
the sale is comparatively easy. 

A big percentage of over-buying comes from trying to stop 
these lost sales that in fact would be lost anyway, and over- 
buying is (acknowledged) to be the greatest producer of 
insolvency as well as inactive stock. I believe it would be 
possible to reduce the stock of any shoe store in this State 
one-third, or to increase the stock one-third without affecting 
the volume of sales to any appreciable degree—A slogan 
familiar to all of us is “Fewer styles and more sizes.” Why not 
make it fewer styles and the same sizes? It means more 
strenuous merchandising and perhaps more frequent trips to 
market, but the result will be a minimum of inactive stock 
and will, therefore, speed up turnover which cannot help but 
result in a greater net profit. 


Seasonable Merchandise Manipulation 


The third principle—Proper seasonable Manipulation of 
Merchandise resolves itself into the problem of handling the 
stock in such a way as to have the peak load of merchandise 
coincide with the peak load of demand and the low point of 
stock to coincide with the low ebb of demand—in other 
words, it is to have the goods when people want them and also 
to not have the goods when people do not want them. To 
the average retail merchant these high points fall approxi- 
mately upon April 1 and October 1. The low points upon 
January 15 and July 15. 

To obtain the peak load of stock at the proper time, we 
should outline a careful systematic policy for shipments. 
Instead of August 15 for all Fall merchandise it should be 
divided into lot shipments that will bring in the seasonable 
goods at the right time. Stock records of the number of pairs 
and sizes sold weekly will give the merchant the information 
necessary to arrange his shipping dates correctly. 


Reductions in Stock Semi-Annually 


To reduce the amount of stock when demand falls off is, 
however, a more difficult proposition and these decided reduc- 
tions in stock twice yearly are very essential if the yearly 
average amount of stock is to be kept within conservative 
limits. We should know that on January 15 and July 15 
our stock should stand at such and such a figure if the 
principles of good business are to be observed. This amount 
should be decided upon at least two months before the 
specified date and should be set at the figure at what it actu- 
ally should be according to the volume of business done, even 
though it may seem to be an impossible figure to make: 

The probable sales at cost which will occur during. the in- 
tervening two months should then be computed, and sub- 
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tracted from the present total amount of stock on hand, then 
add the total amount of shipments to be received during these 
two months. The figure thus obtained will be the amount of 
stock on hand on the specified date according to the present 
trend of business. If this amount exceeds set figure, and 
it usually does by a considerable degree, there are two 
months to merchandise the stock, either through special 
sales, P.M.’s, or other methods so that the desired amount 
may be reached. 

Why wait for the annual clearing sale that seldom clears. 
Start in while an active demand for merchandise is on and if 
necessary, disregard pride, prejudice and profit so that this 
all-important low point of stock can be reached. Our figures 
may show that an absolute cessation of buying is necessary. 
If so let us abide by our good judgment, and even though 
sizes on the best sellers are broken and the salesforce wails, 
see to it that no more merchandise comes into the house 
until the condition is relieved. We will then find ourselves 
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inch Vamp, Cuban Heel. A Fall Model by S. 
Weil & Co., Brooklyn. 











with a clean stock, conservative in amount, with no necessity 
for the mighty 10-day clearance, with room for the new 
merchandise coming in and money in the bank with which to 
pay for it. 

Summary of Points Discussed 


Summarizing the three points under discussion, we 
have: 

First—Catering to the majority or buying styles 
which will find a ready sale, enabling us to 

Secondly—Carry smaller and better balanced stocks, 
which materially aid in 

Thirdly—Proper seasonable manipulation of mer- 
chandise by keeping our supply at the same level with 
demand. 
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Give me the man who can shoot out a smile, 

Who don’t pack a grouch as some do all the while, 

Who has discarded gloom and is wise that his 
mouth 

Is built to be set every day just due South! 


Give me the girl who can smile at a man, 

Who advises that he will say always “I can!” 

Who feels that the world is all sunny and bright 

And that everything’s smooth and is going just 
right. 





“BODSTER BILL” SAYS- 


Yj) al 
MY Gi 


Give Me a Smile! 











Give me the folks who can see but the sun, 

Who look at their work as so much daily fun, 

Who do what they can—what the critics may 
say 

Has never a part in their tasks for the day. 


So let’s get together and think but of mirth 

While here for a while on our good Mother 
Earth; 

For what is must be—and whenever we try 

We will mix in some sun—and a bit of blue sky. 








COMBINING FOR FOREIGN TRADE 
(Concluded from page 71) 
our members to their Senators would doubtless be of 
timely value in this connection. As one authority 
puts it, “The present inefficiency and delay at the 
ports of entry of the United States have their effect 
in every State in the Union.’ ” 


Seriousness of Situation Being Comprehended 

Evidences are everywhere apparent that the ex- 
port community throughout the country is beginning 
to realize what a severe slap the proposed action would 
be at our growing foreign trade if the House accepted 
the recommendation of the sub-committee. The 
Boston Export Round Table, which comprises in its 
number many shoe and leather exporters, has taken 
decided steps to combat this threatened action, and 
has requested its members to send telegrams to Sena- 
tors and Congressmen urging their assistance in de- 
feating the proposed action on the floor of the House. 
The response among Round Table members has been 
immediate and emphatic. Manufacturers who are 
depending on foreign markets to take care of their 


surplus products are making themselves heard in 
Washington in no uncertain terms. 





ADVANCE BUYING 


Statement by A. H. Geuting, Executive 
Chairman of N. S. R. A. 


The advance buying on shoes is being 
curtailed daily. Condemnation of the high 
prices of shoes is general. It is useless to 
justify it. Both men and women refuse to 
pay the prices and are resorting to all sorts 
of subterfuge to avoid the purchase of foot- 
wear. My feeling, therefore, is that mer- 
chants will be able to get deliveries, as 
manufacturers will soon want orders. Re- 
action on prices is at hand, and my policy 
is to hold off, buy as little as possible and 
get back to a maximura turnover basis. The 
season of speculation and advanced buying 
is past. 
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Trailing the Elusive Luxury Tax 


Here Is a System Which Tells You Just How Much You Owe and 
It Is Valuable, Also, in Other Ways 


N one of the better-managed shoe stores of a cer- 
tain city, I found a system for recording the 
amount of the Luxury Tax which will appeal to 

most merchants as being not only simple but valuable 
as well. The manager explained it to me one rainy 
day, when all he and his salesmen had to do was to 
tell customers about the shortage in rubber footwear. 

“The basis of the system is the sales slip,” he said. 
“On these slips we list the stock number, size, width 
and price. At the end of the day, information 
gleaned from the sales slips is entered in a sales book 
ruled like this: 


“It surely does save arguments later, especially 
when the customer has mentally counted out $15.00 
and is reminded that an extra half dollar is necessary 
to satisfy a paternal government.” 





“Fair Prices’’ in Canada 
Mark-Up of 33 1-3 Per Cent Allowed, with Liberal 
Exceptions for “‘Luxury”’ Lines 


Shoe price reputation, which comes under the 
Board of Commerce of Canada, has lately been 
liberalized, and American merchants will read with 





Men’s Shoes 


Salesmen Tax 





| Size | Cost 





| 
10C | $8.00 | 
9B | 9.00 | 
| 


BAA | 9.25 
7D | 9.75 





20 


No. 2 | No. 3 
$12.00 


| No. 4 


20 
| 30 
$14.00 40 
| $15.00 50 











“The various departments are kept separate— 
men’s, women’s, boy’s and misses’ shoes, rubbers, 
hosiery, buckles, findings, and repairs. By adding the 
tax column each day, we know exactly how much has 
been collected from each department.” 

“Then the shoe, hosiery and buckle tax totals are 
carried to the cash book under a Luxury Tax head. 
Three columns are kept under this head; the amounts 
are carried forward to the end of the month; then 
totaled. 

“As every merchant is obliged to make separate 
returns for each of these items, this simplifies our 
records to such an extent that we can readily deter- 
mine the exact amount required to be turned over for 
each group. 

“Should the internal revenue officer see fit to audit 
our books, and he has that right, this system will 
readily prove its usefulness. 

“There are numerous other advantages which we 
have ‘doped out,’ such as having a record of all 
PM’s, the size and width of every shoe sold, a sales- 
men’s sales record, etc. 

“For the last few months we have given a $2.00 
monthly prize to the man who collected the largest 
amount of money on luxury taxes. We sell hosiery 
and buckles, so that there is a decided incentive to 
sell the better grades of all kinds of merchandise. 
Ei‘‘The salesmen here are taught to include the tax 
when quoting the price of a pair of shoes, as: 

“*This shoe is $15.50, including the tax.’ 


interest the following official Canadian order exempt- 
ing from the ruling of 33 1-3 per cent mark-up on the 
selling price all novelty footwear and ornaments. 
Foot appliances were previously exempted from the 
operation of the 33 1-3 per cent ruling: 


Whereas this Board on November 26, 1919, 
issued an Order numbered 31 fixing a maximum 
gross profit to the retailer on all articles usually sold 
within retail shoe establishments in Canada of 33 1-3 
per cent of the sale price on each and all of such 
articles; 

And whereas from representations made to this 
Board that certain articles which are sometimes 
sold within retail shoe stores, but which are essen- 
tially luxuries rather than necessaries of life (the 
same being usually of a highly perishable character, 
and so entailing greater risk of loss and depreciation 
in value to the retailer) should be exempted from 
such Order; 

It is therefore ordered that until the further 
order of this Board ornamental footwear such as 
ladies’ shoes with colored tops, satin and the like, 
fancy slippers and all buckles for use on slippers, are 
exempted from the provisions of the said Order of the 
26th day of November, 1919. 

(Signed) H. A. Robson,. Chief Commissioner; 
W. F. O’Connor, James Murdoch, Commissioners. 


Commenting on this ruling, leading Canadian shoe 
merchants express satisfaction with the official ap- 
preciation of their problems and necessities, as re- 
flected in the provisions of existing measures of price 
control. 
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“Miss Vode” at Columbus 


Josephine Bowen Represented Standard Kid Mfg. Company at the Ohio Valley 
Retail Shoe Dealers’ Association Convention, Held at Columbus, March 1-3 


Np) 


Josephine Bowen rep- 


the middle of Febru- 
ary she left Boston to 








resented the Standard 
Kid Manufacturing 
Company at the Ohio 
Valley Retail Shoe 
Dealers’ Association 
Convention, held at 
Columbus, March 1-3. 

“Miss Vode,” other- 


wise known as Joseph- 


Reo meee eeasneeene 


ine Bowen, a_ Bos- 
ton girl, has been tour- 
ing the principal cities 
of the country in the 
interests of Vode 
Kid. 


Miss Bowen’ was 


edd idaded Ma Mindad A dantiad a ee 


See LS SS CK? a eo So? 2 a © 


*reere 


ane 


accompanied by 
C. F. Alles, sales man- 
ager of the Standard 
Kid Manufacturing 





Company, and Mrs. 
Alles. Her debut was 





attend the Tex-Okla- 
La Convention, where 


she proved an attrac- 
tive feature, clad in her 
chestnut brown kid- 
skin suit. 

At the end of 
the Tex-Okla-La 
convention, Miss 
visited St. 

Chicago, 
Rochester, _Philadel- 
phia and New York, 
in. addition to Colum- 


CREME OH EET HHH ERO EES 


Bowen 


Louis, 


bus, where she once 
again impersonated 
“Miss Vode” for the 
Ohio Valley _ retail 


shoe merchants. As 





on former occasions, 


she was received with 


oe eo ee a 
= — 9 9 ae aes ea es ee 
ACCOR DEER EES Oo eee * seek ooesne 





made at the 1920 Bos- 
ton Convention. About 


Se ee ee ee 





much enthusiasm. 


JOSEPHINE BOWEN 
**Miss Vode”’ at the Ohio Valley Retail Shoe Dealers’ Convention 





Bacharach Bill Endorsed 


Oklahoma Merchants Against Tax on Profits 


Convinced that a tax on profits is unfair and puts 
a premium on waste and extravagance, the Okla- 
homa State Shoe Retailers’ Association, in convention 
on February 24 at Dallas, Texas, adopted unanimously 
a resolution endorsing the Bacharach Bill now before 
the National Congress. This proposed legislation, or 
legislation similar thereto, they agreed, is the logical 
solution of the tax question, imposing a tax, as it does, 
on total sales and not on net profits. 

Another portion of the resolutions adopted by the 
convention recommended that the constitution of the 
N.S. R. A. be revised so as to nominate at least two 
candidates from the floor for every office, to be voted 


on by the Australian ballot; yet another portion 
recommended co-operation in every way possible with 
the Fair Price Commissioner of Oklahoma. 

Tribute also was paid to the late A. F. Sloane. 





In Men’s Styles 
Spats Will Be Popular for Fall with Brogue Styles 


In regard to spats, some stylists believe that men 
will wear them in large numbers; in fact, that they will 
wear them with brogue effects. 

Men’s low shoes will be worn in very large propor- 
tion for Fall. Men like low shoes, and it is said will 
wear them until it is impossible to do so longer on 
account of the cold weather, when they will adopt the 
high . shoes. 
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On Ther Way to You 


_ Harmey Shoes in their trunks and a firm belief in 
Hamey policies and practices, the following salesmen are 
now in their respective territories: 


B. C. BARFIELD, 
67 Cleburne Ave., 
Atlanta, Ga 
SOUTH 
* 

PAUL BATES, 
905 W. Franklin Ave., 
Minneapolis, Minn. 
NORTHWEST 


* 


W. A. SANDERS, 
516 Ridge Building, 

Kansas City, Mo. 
MIDDLE AND SOUTHWEST 
* 

L. E. COCHRANE, 

137 N. Manhattan Place, 

Los Angeles, Calif. 
PACIFIC COAST 


* 


HARLAND P. LEIGHTON 
will, as heretofore, represent the 


P. J. Harney Shoe Co. in the whole- 


sale trade. 


Be sure that you see the line of shoes 
they offer. The samples are attrac- 
tive and represent salable values, but 
are no better in appearance or work- 


manship than the case goods made . 


from them. The policy of shipping 


shoes true-to-sample is fundamental 
with Harney. 


Better write to the representative in 
your territory—he will be glad to 
meet you. 


P. J. HARNEY SHOE COMPANY 
Manufacturers of Shoes and Good Will 
Factory and General Offices 


LYNN - 
BOSTON OFFICE: 183 Essex Street 


MASSACHUSETTS 


IN-STOCK DEPT., 78 Lincoln Street, Boston 
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HIGHEST 
GRADE 


GREGORY \ 
|§ READ CO]}} 


MC KAY 
. FOOTWEAR 





are cag-epcoar tag in products, and a consistent pursuit 


of it, have done much to give Lynn her recognized pre- 
dominance in shoemaking. | 


Women’s and Children’s shoes and Men’s slippers are Lynn’s 
specialized products. For their excellence she is famous all 


over the world. 


The growth has been logical: Those three lines became Lynn’s 
pride, years ago. In consequence, manufacturers who could 
create them creditably found it profitable to come to Lynn. 


And workmen expert in building those kinds of footwear 
came, too. In other words, the best. kind of labor for pro- 
ducing Women’s and Children’s shoes and Men’s slippers 
is in Lynn, and is always available there. 


ALLEN, Brinceo, Inc. BARTLETT-SOMERS Co. 


BurbDeEtTtT SHOE Co. Cotter SHOE Co. 
A. FisHer & Son Grecory & Reap Co. 


WHITE BUCK WELTS 

for GROWING GIRLS. 
MISSES and 
CHILDREN 
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American 


M aR ing ' 


Availability of labor is so great an economic asset to any 
locality that its value needs scarcely to be mentioned. It is 
today the factor upon which the manufacturer wishes to 
count most. 


Shoemaking concerns new-coming to Lynn—or considering 
it—have that as a prime encouragement. Lynn shoemakers 
know their trade, and are obtainable in any number desired. 


Their conditions of working and living are eminently satis- 
factory. Their attitude toward their occupation and their 
employers is above reproach. They are in Lynn to stay. 


And over and beyond this important attraction to shoe manu- 
facturers considering Lynn as the seat of their activities are 
conveniences of shipping and banking that must appeal to 
every industrial producer. 


P. J. Harney SHor Co. - Hennessey, Maxwe.t &' HENNESSEY 
G. W. Herrick SuHor Co. _ TT. J. Kiery & Company 
Watson SHor Company Wituiams, Ciark & Co. 


BURDETT SHOE CO 
\ Makers of 








. 


A NY of the P & V Leathers in the 


eae: 


Tari 


shoes you buy means that. the 

highest standards of leather value 
have been incorporated. It means 
eareful consideration by the manu- 
facturer and the shoe buyer—both the 
dealer and consumer. 
Character and style in shoes are en- 
hanced by the use of P & V Leathers, 
which are the result of three genera- 
tions of quality leather production. 


winite &Vogel Leather (0. § e 
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An advertisement appearing in the 

Saturday Evening Po stof March 27. 

Others to tie nldeine other 

shoes which come well- ale by 
. Plymouth. 








HONEST ALL 
ress pesca 
) 


/\ POPULAR 


EMERSON Model 
The Greyhound- 


‘Honest all Through 
even to the Heel 
which is a 


PLYMOUTH 


RUBBER HEEL | 





PLYMOUTH 1H RUBBER co. 


CANTON MASS 











PLYMOUTH 


RUBBER HEELS 
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One of your problems emphasized by the 
new census figures’ 


Judging not by the total sales in dollars 


but by the number of pairs you’ve sold— 


Is your business 
keeping pace 


with your town’s growth? 


*Excepting the largest cities, figures from the new count are nearly complete. You 
can probably get data on your town and community before publication by request to 


U.S. Dept. of Census, Washington, D. C. 
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Upon this one thing greatly depends your 
answer, whether it’s “yes” or “no”. 


Your sales have run into bigger totals in the 
last few years—yes. But you’ve been selling 
shoes at higher prices. 


Don’t let the dollars and cents figures mislead 
you. Ifthe population of your town and com- 
munity has increased 10 per cent—and you 
aren’t selling 110 pairs of shoes to every 100 
pairs you used to sell,-your business is not 
keeping pace with your town’s growth. 


And if it is only keeping even, are you sat- 
isfied? 


Your business should be way ahead— 
it can be put way ahead of the normal 
growth of your community. 


Bahlman of Battle Creek, Schwartz of Mun- 
cie, Robinson of Kansas City and scores of 
other shoe retailers have done it. Some have 
grown twice, some three times as fast as their 
communities—not simply kept pace with the 
natural increase. ‘They have forged their 
way from places down the ladder to leadership 
in the shoe business of their towns. 


And they’ve done it by concentration! 


Discarding the old-day policy of buying a few 
shoes here and a few shoes there, they have 
confined their purchases to one fast-selling 
line in each grade of men’s, women’s and chil- 
dren’s shoes. They have speeded up theil 
turn over, have made more sales, faster sales, 
and—more important—they’ve made a higher 
percentage of profit, because of quick turn 


over and an unbelievably low minimum of 
shoes to sacrifice at short-profit in season-end 
sales. 


For the women’s high-grade line, they have 
selected the Red Cross Shoe. And, in prac- 
tically every instance, they’ve soon found it 
the leader of all shoes—men’s, women’s and 
children’s—in point of volume of sales. 


Because the Red Cross Shoe is “The Most 
Salable Shoe In America”! Years of steady 
and strong advertising have given it a reputa- 
tion among the women of the country—have 
made its well-known name a real selling asset 
to the retailer. And the Red Cross Shoe line 
is so complete in its style and price range that, 
from it alone, any merchant can fill every 
reasonable demand in its grade. 


If you are not wholly satisfied with your busi- 
ness, with the profit it yields you; if you want 
to gain and hold the enviable place of leader- 
ship in the shoe business of your community, 
let us send a representative to lay before you 
concrete evidence of what concentration on 
the Red Cross Shoe has done for stores that a 
few years ago were just holding their own or 
were going down hill. Let us show you what 
this line of -women’s shoes can do for your 
store—whether it is in a small village ora 
great city. 


Our men are now on the road. A wire or a 
letter will insure you an early interview that 
will obligate you in no way. Send it today— 
now. 


The Krohn-Fechheimer Co. 


801 Dandridge Street 


Cincinnati, Ohio. 















































HEN you order shoes made of 
VICI KID you should make 
certain that VICI KID is used. 


For there are many kinds of kid leath- 
er---but only one VICI KID. 


VICI KID is made only by Robert 


H. Foerderer, Inc., just as Stetson hats 
are made only by John B. Stetson Co. 


Remember---VICI KID made by 
Foerderer---is the only VICI KID. 


There never has been any other. 


Robert H. Foerderer, Inc. ) 
SOLE PRODUCERS OF VICI KID 
| Philadelphia Pennsylvania ) 
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SIDE AND VEAL 
UPPER LEATHERS 


By specifying Monarch Upper 
Leathers you are assured the 
right combination of STYLE, 


PLUS QUALITY. 


Consumers of shoes demand 
quality along with style for the 
prices they are paying today. 


Specify Monarch veals and sides 
in the shoes you buy. 





MONARCH LEATHER 


CHICAGO NEW YORK 
BOSTON 
U.S.A. 














MONARCH 
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DAILY OUTPUT 
6000 Pairs of White Canvas Shoes 


From a small room and a few men to two fac- 
tories and 600 employes has been the progress of 
the Hartman Shoe Company over the past seven 
years. 

Honest material, the best of Haverhill’s skilled 
workmanship and the newest styles are the basis 
for the success of our popular-priced white shoes. 


Hartman’s shoes sell—not once but 
always 


New lasts--new patterns--new 
styles. All at popular prices. 


Line up With Us 
NOW 
For 1921 


A = 
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Leather Co. 


14 South St. 
Boston Massachusetts 


U.S.A. | 
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The Northwestern Leather Co., Boston, Mass., U.S.A. 
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“iin Vat 
A BOY’S SHOE THAT WEARS 
CARRIED IN-STOCK 


Also a Full Line Made 


WITH NEOLIN SOLEs 





No. 3609 

BOYS’ CHROME GUN METAL 
BAL., MAT TOP, GOODYEAR 
WELT, NEOLIN SOLE, CHICAGO 
TOE, SIZES 1-6; WIDTHS C, D 
AND E 





PRICE $4.50 








MARSTON & TAPLEY 
[ 


COMPANY 


2 / Manufacturers 
= /; DANV 
h 


ERS, MASS. 
4 %' 
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QUALITY WELTS—FOR MEN 


Make Your Selections From Styles Shown Here— Then Read Our Offer 


SPECIFICATIONS 


No. 1126 
Panama Last, Brown Novilla 
Kid, a soft durable richly 
colored Blucher, 





ity Heavy 
Outersoles, Channel Welt, 


Price $8.00 
Less Discount 


We are ready to make any 
style illustrated on this page, 


195 


SPECIFICATIONS 


High Quali 

Six-Iron Innersoles, High 
Quality Heavy First Grade 
Outersoles, Channel Welt, 


Price $8.00 
Less Discount 


We are ready to make any 
style illustrated on this page, 





_ 196 from the following leathers. 


N unusual line of good looking—well 
fitting, perfectly made men’s welts, 

that are quality built from top facing to 
box toe. 
Select any style on this page and have us 
make it from any leather listed here. When 
you receive the shoes, compare them with 
other lines of the same quality, style, and 
finish. Then if you are not convinced that 
our prices are from 10 to 20 per cent lower, 
return the shoes to us at our expense and 
we will also return any transportation 
charges you have paid. 
We cannot accept orders for less than 12 
pairs on a style. 
May we send one of our salesmen to show 
you our line? 


from the following leathers. 


Creese & Cook’s Tony = 
Calf, any 


style 
Creese & Cook! s Calf, cies, Waukegan Calf 


Brown Pony Kid....... ‘ 
M 


eee Ti tiirifiiriiii ty 





Nearly 100% of our orders call for the 
Goodyear Wing Foot Heel. 














HERE ARE THE SALESMEN THAT ARE SHOWING THESE QUALITY WELTS 


A. M. Peterson, Nebraska and Iowa erate and Filo Charles A. dt, Penn. and W. Virginia 
a and goatee Carolina Paul Forbes, Massachusetts —on 
t. 


H. L. Willis, Tenn. and Ala. . y, North 

E. S. Van Pattan, Missouri and Kansas Perey wv he me he aes a es Band Veer 

Edward A. Gray, Philadelphia and Penn. c Whyte New J and Connecticut A. Z. Shaw, Mich. and Northern Ohio 
Martin J. MeDencagh, » Pennsylvania B. Hol es, New York State W. M. Wilson, a, Illinois and Ohio 
Charles Johnston, Kentucky Rufes A. Gilbert, ‘Oklahoma and Texas R. K. Horne, Main 


PENNINGTON- 
MANCHESTER, 
BEBRBBSBEEBEHEHEEEE 








Guess & Roach | Cileage and Vicinity 


CROWELL SHOE CO. 


NEW HAMPSHIRE 
BEEBE BEEEHEHEHBHE EE 














BOOT AND SHOE RECORDER March 20, 1920 





ee 


“FAIRY SHOES” 


For Fit, Comfort and Service 
IN STOCK 


For the Accommodation of the Trade 





“Fairy’’ No. 130 “Fairy’’ No. 137 Turns 


White Nubuck Button Turns Pat. Foxed White Nubuck Top 
Button 


No. 30—Infants’, 1-5, D . No. 37— Infants’, 1-5,D 
No. 130—Children’s, 3-8, C, D, 2.85 No. 137—Children’s, 3-8, C, D. 2.80 


No. 230—Children’s, 8-11, C,D, 3.55 No. 237—Children’s, 8-11, C, D 3.45 
No. 137 


GRIEB SHOE MANUFACTURING COMPANY 


531 Market Street - - - Philadelphia, Pa. 
Makers of ‘Fairy’? Turn and Welt Shoes For Young People 


) aR ee <  - f <n 
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HARDWARE 
PRODUCTS 


CERTIFIED \S QUALITY 


1920—-1812=—108 YEARS’ EXPERIENCE MAKING 
GOOD BUCKLES 




















BUCKLES FOR FOOTWEAR 


ee 


& 
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Es 
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New England Eiiti i 
No. 416 No. 238 [From New Englend Edition of Shoe Findings} 


FURNISHED IN HIGHEST GRADE NORTH & JUDD 
MANUFACTURING CO. 


NICKEL OR BRASS PLATE 
NEW BRITAIN 


~— CONNECTICUT 
lS 
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Summer’s On The Way 
Spring Is Here 





Are Your Oxford 
Orders In? 





Price Price 
$6.75 $8.25 $8.25 


Stock No. 1519—‘“Ko-Ko” cordo oxford, Stock No. 1518—‘‘Ko-Ko” ~— calf Stock No. 1540— ‘Ko-Ko” Russia calf, 
ee A, 7-11; B, 6-11; C, 6-11; Set “Park” A, 6-11; B, 6-11; Sen. ‘New York” last. B, 6-11; C, 6-11; 
’ . 5-11; D, 5-11 






Price 











Our long experience in 











Our styles, our price, our — 
ability to make deliveries 
all contribute to the bene- 
fit of the dealer ordering 
of us. 


making men’s good shoes 
is shown in the workman- 
ship of the styles offered 
here. Shipped in plain 
cartons, unbranded. 











Price 
$7.00 


Stock No. 7516—White Nubuck oxford, 
white ‘‘Neolin” Sole, white rubber heel, 
ay welt. A, 7-10; B, 6-10; C, 5-10; 
, 5-10. 


FISKE SHOE & LEATHER CO. 


BOSTON CHICAGO 
717-719 Atlantic Ave. f 301-303 W. Monroe St. 
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Latest Spring Styles Finest Quality Welts 





















Now on the floor. 
Immediate ship- 
ment guaranteed. 


If you want ac- 
tion on these 







values, wire or 
wr ‘te today. 







(Harney Made) 






Stock No. (Harney Made) 


651 on Pa Plain Toe Oxford, 
Sole, Louis Heel, AA-D . $7.00 






(Harney Made) 

















661 bg Metal Oxford, Imitation 
pag en eteieiiistetiiitieidint pe Wettets, Louis Heel, AA- _ ‘a an Metal Welt Oxford, Imita- 
ite Cabretta Pum a ee a Ne ere ee eee ee . Mil 
Baby Louis Heel, AAD. $8.50 106) Enitation Tip’ Welt Sole, Babs 1101 rat << ae weak” oe id 
mitation Tip, Welt le, Ba y ‘ateat it 

= eee , Welt 238 Louis Heel, AA-D.... . . 7.50 Military Heel, AA-D . . . .. 7.00 
761 Dull Kid p, Welt 1651 Havana Brown Kid, Imitation 

Sole, Louis Heel, AA-D .. .. 7.00 AR’D It Oxford, Louie Heel, 

1151 Sad Colt, Imitation Fie Ox- 








aa Welt Sole, Louis Heel, 
AA-D 





Illustrated Catalog of the Newest Spring Stock Styles Mailed on Request 


EIGNER SHOE COMPANY, summer s:., BOSTON, MASS. 


. . 


Breaking Counters By Hand cular hey 


Checks The Heels Machine 
How many pairs have your clerks damaged in this way? An 
With the COUNTER FLEXITY MACHINE you can in- 


stantly soften the counter with no possibility of damage. 






























Try one and you'll wonder how 
you ever got along without it. 


COUNTER FLEXITY MACHINE CO., LYNN, 








MASS. 












A relieved customer is the most egpociative We Make Translations 


ren the iene Bye = aa th ROOT. GUARDS. Y = 
insure em continu: em our . e e 
peoemereges Oe the qaneee etende See © Se Rep S Ceetaity of all kinds from French to English and 


vice versa, including letters, pamphlets, 
catalogs, etc. 
We do the translation work of The Expert 
Recorder, 207 South Street, Boston. 


Foot Gua Ss ot eg 


FLEXIBLE ARCH SUPPORT COMPANY D’AVESNE TRANSLATION BUREAU 


69 E. 12th Street New York, N. Y, 
































755 Boylston Street Boston, Mass. 




















When a White Shoe comes into 
your Store — get down a Case of 


BBLANC Oe 


-TheWHITE CLEANER 


for “Blanco” and White Shoes are 
inseparables; and their friendship 
outwears the Shoes. 


“*Blanco’ keeps White Shoes White" 


It satisfies your customers because it does 
its work so well. They want “Blanco” and 
only “Blanco” as long as they have a white 
shoe to put it on. 

It Whitens ; it Cleans; it Preserves. Easy 
to use and always ready for use. Applied 


in a moment. No trouble, no “ messiness.” 
Clean and Handy. 


You don’t have to stock “Blance,” 
you just sell it— or rather, it sells itself! 
Blanco’ means good profits and quick profits. 


Ask your Jobber for Supplies. 


Manufactured by 


JOSEPH PICKERING & SONS, LID 
SHEFFIELD, England. 
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GRIFFIN 
5 iy > a 
sane 


Get Ready For Your White Business 


There are no better or better known dressings 
for all kinds of white shoes than GRIFFIN 























cleaner that gives a kid glove finish. 
Small (15c) Size, $14.25 Gross, $1.25 Doz. 
Large (25c) Size, $21.60 Gross, $1.90 Doz. 





67-69 MURRAY STREET 


GRIFFIN WHITE KIDINE GRIFFIN PEUERWHITE CLEANER 
For all white kid shoes. A perfect white  _10r Sill white shoes except kid. A thorough 
_3 1-2 oz. Folding Top Carton— 
$14.25 Gross, $1.25 Doz. 
5-oz. Size Neck Box— 
$21.60 Gross, $1.90 Doz. 


GRIFFIN MANUFACTURING CO., Ine. 





leather what cold cream is to the skin. 
3 oz. Size, $21.00 per Gross, $1.80 per Doz 





- NEW YORK, U.S.A. 

















ee 





“Youngster 
SHOES 


Footwear for the 


growing foot. 


Unsurpassed in 
appearance and 


wearing qualities. 


ml RY 
that has made good.’’ 


Youngster shoes are built over Foot Form 
lasts—without tacks or nails. A trial order 
will show you the possibilities of this line. 


TRUITT BROS., Inc. 
BINGHAMTON - - NEW YORK 
































NOW READY! 
1920 DIRECTORY 


OF 
Shoe Manufacturers 


Covering all the improved features of previous 
editions, thoroughly and carefully revised to 
date. ‘Over 200 new firms and reorganiza- 
tions, changes in addresses, changes in lines of 
production, etc. Remember this is the only 
Directory giving complete description of 
product, output in plain figures, and contain- 
ing the names of actual manufacturers—no 
jobbers included. 


Price $2.00 Postpaid 


Shoe Trades Publishing Co. 


683 ATLANTIC AYE. . BOSTON 




















20, 1920 
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hall Buying Conditions 


ATES prices, like Bates 


Fall Shoes for Men, are 


sensible and attractive. 
We have never had to excuse any 
wholesale price put upon our 
product. 


In these days—or hours—of 
speculation in some quarters as 
to whether prices asked at pres- 
ent are likely to impress dealers 
favorably or the opposite, and 
whether or no their buying will 
be brisk, we have no apprehen- 
siveness. 


Already our salesmen are meet- 


ing success in the first fortnight 
of their trips with Fall samples. 
—because Bates Shoes are built 
upon the fixed policy of high 
value at moderate price, both at 
wholesale and retail. 


From this policy we never de- 


. part. Our customers know it— 


and we, therefore, escape all 
“‘price problems.” 


Shall we send you our Spring 
In-Stock Catalog? It 1s the 
bulletin of our great Distribut- 
ing House 1n Chicago. 


A. J. BATES COMPANY 


Central Distributing House 


33 SOUTH WELLS ST., CHICAGO, ILLINOIS 


General Offices, WEBSTER, MASS. 
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IN STOCK 


PRICE 
$7.50 


x 
fa 


PUULULULEESE TEI ED ePID Te TD . 





No. 1811. Black Kid Oxford, Light Welt, 14-8 Military 
Heel, Widths AA to D. Pri $7.50 
No. 3005. Same as above in 19-8 Leather Louis Heel. 
Widths AA to'C. Pric $7.50 


A. PALAN SHOE CO. 


WASHINGTON AVE. AT 14th STREET 


te 
i ST. LOUIS 
WA? 
itn Muy 
QI > 
LITO 


WUT eres 


<4) 








Something New 
“Ball and Ring” Bunion Stretcher 


Early Delivery 
Widths AAA-C 


081—Mat Kid Pumps, Alice, Wood Louis......... $8.75 
981—Colt Pumps, Alice, Wood Louis 8.25 
982—Colt Pumps, Babbie, Baby Wood Louis... .. 8.25 
467—Satin Pump, Gaby, Wood Louis............ 7.00 


UPHAM BROS. SHOE CO. ff | Sieaterceitommts ne Sede 
Stoughton, Mass. [If |) any length of time desired. “If your Jobber cannot supply 


Frank W. Whitcher Co. Boston and Chicas 
Agents wanted 
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ACCEPTED 
BY FASHION 


THE SOLE THAT HAS MADE oe A COST NO MORE THAN 
WHITE SHOES STAPLE = OTHER GOOD SOLES 





\VHEREVER WELL DRESSED MEN, 
WOMEN AND CHILDREN 

CONGREGATE VAUGHAN’S 

IVORY WILL BE FOUND THE 

ACCEPTED SOLE FOR WHITE : 

FOOTWEAR, WHETHER FOR 

sport, press or street GEORGE C. VAUGHAN 

WEAR. IT IS LIGHT IN WEIGHT, TANNERIES AT PEABODY, MASSACHUSETTS 


PONG AS THE SHOE Weans. © IVORY SOLES-IVORY WELTING 














BOOT AND SHOE RECORDER * March 20, 1920 





“Everything New That’s Good” 


The Howard & Foster 


line of men’s and women’s 
welts 1s ready for Fall. 


Howard & Foster Company 
Brockton, Mass. 
Boston Of fice, 183 Essex Street 








For “At Once” and Fall, 1920 


MAHOGANY SANDALS AND OXFORDS 
McKAY AND STITCHDOWN BOOTS 








PRICE LIST? 














HAGERSTOWN SHOE & 
LEGGING COMPANY 


HAGERSTOWN, MARYLAND 
U.S. A. ’| 
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“EVANGELINE”” 


SHOES for WOMEN 


SPRING STYLES READY 
Ni | 








\ No. 3634 

N ROYAL PURPLE CALF OXFORD, 
No. 3642 GOODYEAR WELT, 84 LAST, IMITA- 

BLACK KID TONGUE PUMP, 87 LAST, TION TIP WITH PERFORATION, 

19/8 LOUIS HEEL, GOODYEAR WELT, e NATURAL WELT, WHITE STITCHING, 

ALUMINUM PLATE. PRICE..... $6.40 154 INCH HEEL. PRICE ....... $7.00 




















Two of our best styles are in-stock-for at-once shipments. Workman- 
ship and quality of the best—prices reasonable, permitting quick turn- 
over. The bulk of your spring business will be done on low-cuts that 
retail from $9 to $11. Here they are. 











AM IMPROVED CUSHION SOLE 
FAMOUS SHOES, DR. A. REED PAT- I 
Conia dk Pats ENTEE, 1900, 1901. THIS IS 
aa REED CUSHION SHOE PRE: a 
eg. U.S. Pat. Off. & 
VIOUSLY PATENTED BUT CUSHION SOLE 
SHOES HIS LATEST INVENTION. McKAY 





























Can We Send You Our Spring In-Stock Catalog? 


A. H. BERRY SHOE COMPANY 
PORTLAND, MAINE 
BOSTON OFFICE 428-430 ALBANY BLDG. 
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woers vaio SRO & SHOE 
an WORKERS UNION 
feclory _) 


& AMP 
Factory 


























THE WISDOM 
OF SOLOMON 


Is not necessary to see the advantage of selling Union 
Stamp shoes. 


We have thousands of members. 


They are affiliated with more than five million members 
of the American Federation of Labor, and are pledged to 
purchase, wherever possible, only goods bearing the Union 
Label. 


This surely emphasizes the far-reaching selling influence of 
the Union Stamp. 


As a sagacious retailer send today for a list of manufac- 
turers making Union Stamp shoes—and insist on seeing 
the stamp on the shoes you get. 


Boot and Shoe 
Workers’ Union 


Affiliated with American Federation of Labor 




















246 Summer St., Boston, Mass. 


COLLIS LOVELY General President 
CHARLES L. BAINE Gen’l Sec’y-Treas. 


i Bie, Ea aa 
WORKERS UNION en = 
. union FeTaM | 


Factory 
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J 
HOEMAKING is shaking_ itself 
free from the perplexing conditions 
that have surrounded it the past few 
seasons. 

Real quality is strengthening its 
grip upon discriminating handlers and 
wearers. 

The esteem in which Watson fine 
Welts for Women are held grows 
stronger each season. Our sales rec- 
ords reveal that fact interestingly. 

Therefore, we find our policy of 
conscientious shoe-building amply jus- 
tified. 


Women's Fine Welts Exclusively 





WatsonShoe Company 


LYNN, MASSACHUSETTS 
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Fifty-six Years of Continued Success 
A Reputation That Means Something To You 


The many years we have been producing men’s shoes has made permanent the relia- 
bility of the R. K. L. CO., and its product. Each order whether large or small 
enters into a matter of R. K. L. CO. responsibility and satisfaction to the dealer 
and his particular trade. The net result is success. 


Our line of MEN’S DRESS WELTS is carefully manufactured with these combined 
vital features—to make them sell and wear. Only the finest of materials enter into 
their construction; the workmanship is that of experts well trained in their art. 


It is properly named *“*THE QUALITY LINE”’ 


May we send samples? 


R. K. L. CO. 


Grand Rapids, Mich. 





THESE SHOES 
ARE READY! Make Buyers 


THEY WILL BE SHIPPED THE SAME 
DAY YOUR ORDER IS RECEIVED! Out of Passersby 


THE FINEST OF WELTS! Attractive display fixtures and 


PRICE $7.25 forms will help you to boost 


ft, Goodyear Walt Oxfor ~ your sales and increase your 
2058—Same with High Heel f 
2052 es Havana Kid, profits. 
Militar 


2051 dame, Havana Kid, : 
ia ee Bb ea ja Hugh Lyons fixtures are built 
205) "Same, Gun Metal Calf, to make window displays dis- 
2054 " Wtatke-A—2 tinctive—to make buyers out 


PRICE $7.25 of passersby. 
2064—One Eyelet, Mat Kid : : 

Tia, Lazle Heel an te Selection of the right fixtures 
2068 “Sno yelet, Patent and forms is made easy with 
2066—One | Eyelet, Patent Hugh Lyons catalogs which will 
t bees fosr Ties and oe be sent you upon request. 


Widths—A—D 2064 
140 STYLES FOR IMMEDIATE SHIPMENT 





























UGH LYONS & COMPANY 


SAMUEL J.KATZ&CO. MAKE BUYERS OuT OF PASSERSBY 





_LANGING - MICHICAN 


sya | s 4 


203 ESSEX ST. BOSTON, MASS. 
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THEY CATCH THE EYE 


AB ‘ 
a iy 


And on the most careful inspection, win the admiration of 
most women— 

“Holtershoes”’ for fall are truly creations of the master designers 
in footwear— 

Yet the novelty features are so harmoniously blended with pract- 
ical ideas that style speculation is entirely eliminated—- 


McKAYS- - - TURNS’ - - WELTS 
THE HOLTERS COMPANY 


CINCINNATI 




















— 
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The Crawford Arch-Supporting Shank 


The only arch-supporting appliance in the ma rket based on 
surgical science and knowledge of shoe-making and fitting 


ia | 
ot "a, 


The finished, fash- 
















It is an integral 

part of the shoe; ioned and fitted 

is locked to the shoe is intended 

insole. It cannot for the foot only. 

abrade the skin. Anything added 
will cramp the 


March 20, 1920 











It preserves the 
shape of the shoe, 
gives support to 








foot, injure the 
arch and destroy 
the shoe. 





_Itis fitted between the inner and outer soles of the shoe in the making and is a combination 










the arches and 


ease to the foot. This is common 





The shoe is for 
the foot and not 


a store house for 


Don’t put a quart 


into a pint meas- 











ure. appliances. 






The Crawford Arch-Supporting Shank is an 
integral part of the shoe, not an appliance 
added to the shoe after it is made and worn. 





of science and sense. It is the answer to weak and brokenarches. Ask for shoes equipped 


with it. 


United Shoe Machinery Corporation 


BOSTON 


BRANCHES: 


Johnson City, N. Y........ 124 Main 
BM, WEEN os ecrnc scans 306 Broad 


eee tenes 
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Shoes for Boys, Girls and Babies 


The largest manufacturers in the world of Boys’ and 
Girls’ shoes—with a daily output of 30,000 pairs, is 
your assurance of the kind of service every shoe mer- 
chant wants in these times. 


THE HOUSE OF KREIDER offers the widest choice 
of shoes for Boys, Girls and Babies—In Kreider’s 
KicKers Line, particularly, dealers will find shoes 
made; popular by unusual style, appearance and good 
wear. 


Any of the Kreider branches listed below are prepared 
to ship from large stocks. If you have not received 
our catalog write for it. 


| FLAS WeaderG. 


DISTRIBUTING HOUSES 
New York—123 Duane St. 
Chicago—312 W. Monroe St. 
Philadelphia—51 N. 3rd St. 
Pittsburg—923 Penn Ave. 

St. Louis—1408 Washington 
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FACTORY . BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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Carries 17-8 
Full Louis Heel 
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uality Turns That ave 
Real Business Getters 





Hopkins & Ellis’ Turn Shoes of Quality present such a satisfactory 
combination of style, workmanship and value that they are winring 
instant approval of retailers who cater to women of the better class, 
who demand not only style but real wearing qualities. They are 
made from carefully selected leathers on the very newest lasts, by 
men who have earned reputations as master shoemakers. 


HOPKINS & ELLIS 


HAVERHILL - -«- -°- MASS. \ 
W BOSTON OFFICE > 108 LINCOLN’ ST 
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A Few Popular 
Numbers} 


$7.25 


51288—High grade black 
kid oxford, Goodyear 
welt, fancy vanity cuban 
heel, perforated stitched 
tip, sizes 3 to 8, widths 
NEES 0-5, 60, <:6.0 0-0 $7.25 


"IN STOCK 


$7.25 


5125—High grade black 
kid oxford, Goodyear 
welt, half Louis heel, 
imitation stitched tip, 
sizes 3 to 8, widths‘AA to 
Nd ook maven ti $7.25 


IN STOCK 






















$7.25 


818—High grade black 
‘Kid oxford, Goodyear 
Welt, military heel, imi- 
) tation stitched tip, sizes 
ime $to8, widths B to D, $7.25 


IN STOCK 


ORDER 
TODAY! 
































Durable Shoes! 
Lowest Prices! 
Shipped Immediately! 


Three big specials that command your 
keenest buying instinct! HAMTON gives 
you VALUES—incomparable buying op- 
portunities! And besides—the most de- 
pendable delivery service in the West. 


Four big floors fully stocked with wom- 
en’s specialties. Experienced representa- 
tives are always in the leading markets 
keeping these stocks well filled with 
seasonable styles. 


HAMTON FOR SERVICE! 
FOR VALUES! 


Let this Great Chicago IN STOCK House 
be your stock department. 


HAMTON SHOE Ca 


(uecompona rep) 


26 S. Wells St., Chicago 








HAMTON 
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A Bench Made Beauty 


In offering this line of fine turns—our latest product—we feel that we are placing before the shoe merchants 
of the country, footwear that will irresistibly appeal to your better grade customers. 

Skillfully made—with full Brooklyn style—these dainty examples of good shoe making will become steady trade 
builders for you. 

Black suede and satin are most in demand, but we also make it of all desirable fabrics and leathers, including 


gold and silver brocades. 


I1-M-STONE IMPORTING CO. 


(2-14-lb EAST 22" ST.,NEW YORK 





SPOOL ene tt es 
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: Meine miele mire ime iiimien rel Mel elu ns 


Little PRINCE AND PRINCESS VWelts 
FOR CHILDREN 
are sturdy and scientifically built in all sizes and widths over healthful foot-conforming lasts to properly 
fit and support the arches, narrow ankles and heels of the growing children’s feet. 


Little Prince and Princess Welts are children’s shoes of character, and refinement, stylish in appearance, 
and will reflect credit to their users everywhere. 


Write us and our salesman will be pleased to call. 


& 








Sn s Ki, 


4 
PRINCE PRINCESS 
POR Bors FOR GIRLS 


“RAISE THEM ROYALLY” 


No. 115 
THE BROGUE AM Sizes and Widths—Nature’s or Eng. Last 
No. 100 Pat. Lea. 


Ea Brogue, 1 to 7, all widths. 
Boot No. 105 Heavy Kid 
No. 110 Gun Met. 
No. 115 Mahogany 
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GOODYEAR WELTS 
2080. Gun Metal, A to C......... $7.50 2060. Black Kid, AtoC.......... $6.75 
2082. Black Kid, AtoC.......... 7.50 2088. White Eve Cloth, A to C, Enamel 
2084.. Brown Kid, AtoC.......... 8.00 | RG Rete cote gee 5.50 
2085. Light Tan Calf, AtoC...... 7.50 2089. White Eve Cloth, A to C, Covered 
2086. Dark Tan Calf, AtoC...... 7.50 ON ER EE TP ate, ee pe 6.25 


14-8 Military Heels 


| W.T.HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES 
| 15 NO.FOURTH STREET - ° PHILADELPHIA 
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H. A. ELY, Manager, 
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Four Staunch Leathers for Spring, 1920 


AZTEC 
CALF 


ZTEC CALF is recognized the 


world over as the standard of 


- excellence for Spring and Summer shoes 
for men, women and children. Pliable 
and strong, this leather is pleasing to 
the eye and comfortable on the feet. 
Aztec Calf will be offered in the coming 
season’s fashionable shades. 


NORWEGIAN 
VEALS 


() of Gallun’s specialty leathers— 

a heavy, rugged, high - grade 
leather that is the first choice of high- 
grade manufacturers for the popular 
brogue shoe. Norwegian Veals are 
suitable for both men’s and women’s 
shoes and are produced in two colors 


and black. 





MANDARIN 
SIDES 


CHROME tanned side leather 

made in glazed and boarded finish 
and offered in two colors. Mandarin 
Sides are strikingly attractive and of 
the highest integrity. They are de- 
signed to meet the call for fine shoes 
that can be sold at prices demanded by 
the great majority. 


VIKING 
CALF 


A STRONG grained mellow calfskin 

that is moisture-repellent. This 
leather does not peel or chip and is 
especially adapted for a high-grade shoe. 
Viking Calf is favorably known and 
universally used by discriminating shoe 
manufacturers. It takes a brilliant 
polish and is offered for the coming 
season in five colors and black. 







A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, Inc. 





11 EAST STREET, BOSTON, MASS. 


March 20, 1920 
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EOLIN SOLES and Wingfoot Heels add so much to the wear and comfort of 
a shoe that the retailer who can offer a line of shoes provided with Neolin Soles 
has a big advantage over his competitors who can not. 


BROWN SHOE COMPANY is making some splendid shoes with Neolin Soles and 
Wingfoot Heels, all backed by the Goodyear guarantee of satisfactory service. 


If you are not handling Brown-Make Shoes, let us send you our new Spring and Sum- 
mer catalog of shoes in stock. 


Www es Vos Gouge, 


Manufacturers 


ST. LOUIS, U.S.A. 
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One of the big rolls of felt starting on its 
journey through the saturating machines 








There is no substitute— 


The Vulco-Unit Box Toe not only reproduces the style 
and snap of the last but it keeps it there as long as the 


shoe is worn. 


The genuine 


Pat. Jan. 12, 1915. Pat. Jan. 12, 1915. 


SOLD ONLY BY 


BECKWITH BOX TOE CO. 
108 LINCOLN ST., BOSTON, MASS. 


Process Pat. Aug. 19, 1913. 


AGENTS 
G. W. KIBBY & CO. OSCAR F. WRIGHT & CO. GEO. A. SPRINGMEIER 
Chicago, Il. St. Louis, Mo. Cincinnati, Ohio 
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New Styles In Stock 


4 Styles With Goodyear Wingfoot Half Rubber Heels 4 


All styles stocked 
Unbranded and 
‘‘Crawford”’ 
B629—Cherry Calf Oxford, Pointer Last. 
Widths, AA to D $8.75 


B621—Nut Brown Russia Calf Oxford, Tremont Last. 
Widths, AA to D $8 














15 
50 


B645—Havana Brown Kid Oxford, Eaton - 


B2669—Cherry Oxford, Carlton Last. 
Widths, A to E $9. 


Widths, A to D $7. 
B628—Same, except Circular Pattern as No. 621, No Perforation, 
Cherry Calf. 


Ready March 20 th 


B637—No. 4 Gallun’s Calf Brogue Oxford, Brogue Last. - 
Widths, AA to D $9.50 
B537—Scotch Grain Oxford, No Ts 


B633—Brown Cordovan Oxford, Tremont Last. AA to D . 
Widths, AA to D $10.00 Cand D Ready; AA, A, B; Due April 15th. 


READY FOR AT ONCE DELIVERY 
ARE YOU prepared for the Early Opening of the Easter Season—““APRIL 4th”? 
The SEASON for OXFORDS is early and will be extended, and the demand for popular styles will be hard 
to meet. 
ORDER NOW. Sample Pairs Sent, Charges Prepaid, Also Spring Catalogue Upon Request 


CHARLES A. EATON COMPANY ee er Brockton, Mass. 


ANTA—238 Peachtree Arcade 


BOSTON—183 Essex Street ATL. 
NEW YORK—127 Duane Street DETROIT—461 Book Building 
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Are You Ready for 
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THERE WILL BE A BIG DEMAND FOR 


CHILDREN’S SHOES 


Better Send Us Your Sizes Today 
That Will Insure Prompt Delivery 


Nature Lasts—In Stock—Good Sellers 


REGULAR HEIGHT TURNS (Spring Heels) 


711—Patent Foxed White Leather Top, Button................... cece cence ces $2.65 $2.90 
TED +—Pigsant Tad Bilat Tey Cae aie eee nok 5s Caio cil onl ne cee asecn ad 2.35 2.60 
700—All Dongola (or vici) Button..................00 000 ee selma cele eae 2.35 2.60 
ee i NE CIO oo vic les oie go See cisidin Kesees Ra Faikwrad bn mediare codec a dingh 2.65 2.90 


ee as ey I OI IN 5 cs 5o sob 6S DE Rew og cele Cas kc Cases <4 


ee Se Te ee Bin oii o occ ere nd che the plans de heads ees Wee ed 
940—Patent Foxed Mat Top Lace, Pony Cut... ............ cee cece cee eee ee 2.80 3.00 
aS ht a Perm ciara cents ters) genes weber 3.00 3.25 


“B & P’’ FIRST WALKS (FEATHER EDGE TURNS Without Heel) 
§00—(Gpecial Grade, sizes 2-5) Black Kid Button ........ 20... bess c ce cc cere ce ccece bce $1.75 
510—(Special Grade, sizes 2-5) Patent Foxed, Mat Top, Button.................  coweasaee 1.75 
511—(Special Grade, sizes 2-5) Patent Foxed, White Kid Top, Button..................... 1.90 
§21—(Special Grade, sizes 2-5) Golden Brown, Lace................ 0c cece eee cee cee eeeeees 1.90 
614—Patent Vamp, Gray “Kid” Top, Button with Tassel (1-5). .................0. eee eeee 1.60 
640—All White SE 5. SN AND NID COT ws Fd cedies Sotint co e'cck ewe bod cis dey dena weal 1.75 
663—All Patent Three Strap Roman Sandal (1-5) ........ 0... eee cece cee cee cece cles 1.75 
Dee Reg. 5 re re re 18, Ee ee 1.50 
Gap —Tatent Vamp, Mat Top, Bucsen (1-5) <0. 0... LSI MR TEI BR ae 1.40 


Terms: 5%, 10 Days, F. O. B. Oswego, N.Y. 


“B & P’’ TURN SHOES are built on new and ‘ROOMY LASTS” 
They are JUST WHAT YOU HAVE BEEN LOOKING FOR 


We also have several styles of INFANTS’ HAND MADE MOCCASINS and SOFT SOLE SHOES 


in stock 
FACTORY 1 OFFERS TO THE TRADE 





BOOT SOCKS and FOOT COMFORTS (DOUBLE EIDERDOWN SLUMBER SLIPPERS) 


FACTORY 2 OFFERS TO THE TRADE 


INFANTS’ SOFT SOLE and TURN SHOES and HAND MADE MOCCASINS 





Easter? 





































Children’s 
Turn Shoes Dept. 3 Business 


Nothing | The “B&P” Footwear Co.,Inc. |“8&?” shoes 


More Staple 








Will Help 


Than Oswego, N. Y. Increase Your 
Children’s 
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Easy Sailing 


It’s “‘easy-sailing’’ for the man 
who has learned to give his feet 
the benefit of 


LUNDIN Shoes 


These splendid Men’s Dress Welts 
are made with a view to giving the 
utmost foot Comfort, without in 
any way sacrificing either Dura- 
bility or Style. Besides, the price 
is right. 


The LUNDIN Shoe 
Is Right All Through 


LUND-MAULDIN Co. 


MANUFACTURERS 


Saint Louis U.S.A. 








Buyers’ Easy Reference Directory 


“Those totally different shoes : 


WELCH, MOSS & FEEHAN 
MODEL 


No. 9111 
Mat Goat, 3 
Eyelet Tie. 
Light Weight 

oodyear 
Welt, 18-8 
Leather Lovis 
Heel, AA to D 


No. 9111 PRICE 
$6.25 


BLUESTEIN BROS.  (‘sosTon Mass 


147 LINCOLN STREET 
BOSTON, MASS. 











70 
‘Welt Footwear \* 
for Women }j 


WELCH, MOSS & FEEHAN CO, 


HAVERHILL, MASS. 





“THEO”? TIES—IN-STOCK 
Stock 
No. 
677 bey Suede Theo Tie, Turn Sole, 
ull Louis Covered Heel, AA-C. $8. 00 
1677 Brown Suede Theo Tie, Turn Sole, 


Full Louis Covered Heel, AA-C... 8.00 
665 Gun Metal Theo Tie, Ty Sole, 
Full Louis Covered Heel, A -D.... 7.50 
657 Dull Luna Kid Theo Tie, Turn Sole. 
© Full Louis Covered Heel, A-D.... | 6.7 


1165 Patent Leather Theo Tie, 
Turn Sole, Full Louis Cov- 
ered Heel, A-D 7.50 


EIGNER SHOE CO. 


Brooklyn Mad 
ee 173 Summer St., Boston, Mass. 























‘COMFORT SHOES 
IN-STOCK 
IMMEDIATE 


DELIVER Y 
Black Kid Comfort Boot 


Cushion Sock Lining, Rubber 
Heel, C, D, Eand EE 
Sizes 4-9 


PRICE $5.35 
PENTUCKET SHOE CQ. 


HAVERHILL, MASS. 


























Kistler, Lesh & Co. 


SOLE LEATHER 
AND 
BELTING BUTTS 


TANNAGES 
St. Marys Mt. Jewett Burke Muskegon 


(i 332 Summer St., Boston, Mass. 








CRSCO 


IN STOCK NOW 
There Are Some Shoes That Are Especially 
Attractive For Your Easter Business. We Can 
Ship Them At Once 


4189 Men’s Oxford—Mahogany Tan, Wing Tip, 
Brogue Pattern, English Last, Win rete 
Rubber Heel At ‘ached. 7tol0on 
to10, Cand D. $8.15. 

4191 Same in Whole ig Pattern, Regular 
Straight Tip. 


LANDE - RUTKIN SHOE co. 


104 READE STREET NEW YORK, N. Y. 





























—nationally 
advertised 


'—distributed 
internationally 


sy, 
= 


STANDARD FELT COMPANY 


A representative 
will call at your request 


CALIFORNIA 





WEST ALHAMBRA 
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REMEMBER! 


You Get Immediate 


Delivery ! 
re 
In Stock 


2063—Mahogany Side Oxford, a rg Heel, Imit. 

High Grado McKay B.G. D. Price y Heel, Imi i Fe Mika bo ve Pump, Leather Louis Heel, High Grade 
2064— Mahogany Side Oxford, Sesthae Louis Heel, Imitation 2051—-Mai. Cab. Seamless Pump, Leather Louis Heel, High 
Tip, High Grade McKay, B, C, D. Price $5.60 Grade McKay, B, C, D._ Price $5. 
eetle Mamie Kid 5 oe Military Heel, Imitation Tip, -y 4 on Seamless Pump, 12-8 Heel, High Grade McKay 
2007— Black fig Oxford, Leather Louis Heel, Plain Toe, High 2052—Mat. Cabretta Seamless Pump, 12-8 Heel, High Grade 
Grade Miamer, B,C; BD. Wei i es ido o's cues enue. $5.60 I as sac ach oe 9 on diese wine dsneds ssi rece $5.60 


No. 2063 

















THE MERCHANTS SHOE CO. 


110 SUMMER STREET BOSTON 9, MASS. 











oe 4 
hj WDE CS No shoe polishes are better known to the public than Whitte- 
more’s. Thousands of dollars have been spent on some pol- 
Ot oe ri ol ish es ishes to win public favor, but to retain it as Whittemore’s has 


VARIETY is another story. There are inherent virtues in Whittemore’s 
polishes that use reveals. It is these that have firmly fixed 


Sold in the Market Places of the World Whittemore’s polishes in the public mind as the most 
Dressings for All Leathers desirable. It is these that have made, and will con- 
Dressings for All Weathers tinue to make, Whittemore’s polishes strong sell- 

ers. The uniformity of quality gives confidence 

to dealers and their customers. Personal 

recommendation becomes a pleasant and 
| NOBBY , Age ; 

BROWN PASTE— BY fe% profitable privilege. You can get any 
for all shades of athe A ° ue ° 
brown shoes. Once | Hj y-) sort of a shoe polishing preparation 
Dicck, youl be 7 you want in the Whittemore line 
like everybody else | 
who has ordered MAKES DIRTY and were you to concentrate 
S er te aonet coe oa _ on it—and it only— 
the best sellers in i\ WHIT x oat 
our whole line. ee competition would 

For Red or Ox- WICKLY=" Fas SHO 
blood there's the | /i=PeAwheaal aginirann ; have no advan- 
same size ye F aed "y - ) 
of PEERLESS OX- on tages over 
BLOOD PASTE. “WHITE CANVACI A 

MITE CAN it A you. 
Theda 











Also Nobby Brown Combination (large) 
Jewel Brown Combination (small) 
Brown Bostonian Cream and all other colors Two Sizes Twe Sines 


Whittemore Bros. Corp., Boston, Mass. 


Ask your jobber salesman or write for complete catalogue 
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~does not rub off 


Kling White—the improved USMG white shoe 
ressing—just as the name implies, clings and 


adheres to the shoe. Jt does not rub off! 


Kling White contains no acids. It will not 
injure any fabric. It is easily and quickly 
applied. Dries evenly ei rapidly. It 

cleans as well as whitens. It helps FANG 7 
preserve shoes. Equally good for D\e (=i 
Buck, Nubuck, Suede, Canvas, WI. GF /NINSY 
and all white duck fabrics. 


U) 
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Packed in an attractive me 
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carton. Once tried XA | 
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sell itself. Early feel aN 
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Cincinnati Broadway 








708 
Chicago. ......2.06. 18 South Market 
Haverhill, DORs ccbcseogs 145 Essex 
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“the 
SETT 
ROS hoe 


“MAKES LIFE’S WALK EASY” 
TRADE -HARE 





NUT BROWN CHROME CALF, BEDFORD LAST. IN STOCK, No. 186 





HE Crossett Shoe meets the needs of the retailer 
who has a reputation at stake, and he who is 
building for the future. 


The Crossett Shoe salesmen are now on their territory. 
May we arrange for an appointment with our salesman 


in your territory? 


Send for catalogue for additional In Stock styles. 


CONSTANT IN QUALITY—NATIONALLY ADVERTISED 


LEWIS A.. CROSSETT CO. 


Address all communications to 
NORTH ABINGTON, MASS. 


NEW YORK SALESROOM SAN FRANCISCO SALESROOM BOSTON SALESROOM 
606 Marbridge Bldg. 463 Pacific Bldg. 58 Lincoln Street 












































































































































Rueping Upper Leathers Give 
Better Results: 


HE “Just Happen” or guess work is taken out of 

upper leather making. Our present process is the 
result of experience gained during sixty five years of tann- 
ing and assures you of upper leathers made from Calf, 
Veals and Sides with good strength, mellow feel, tight 
break, uniform shades and economical cutting qualities. 





Fred Rueping Leather Company 


FOND DU LAC, WISCONSIN 


ESTABLISHED 1854 


Branches 


Boston St. Louis New York 


Milwaukee Chicago 
Cincinnati f Montreal, Can. 
San Francisco aN Northampton, England 
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Remarkable- 


Not that we are able to 
make Women’s Flexible 
Boots and Low Cuts 
which compel the con- 
fidence of feminine cus- 
tomers 


but that 


year after year the shoe mer- 
chant finds their VALUE to 
him increasing with every pair 


sold. 
Allen & Bridgeo, Inc. 


Lynn, Mass. 
Boston Office 207 Essex St. 























2 
A 
¥ 
hed, 
4 
ts 
ts 





SERA Ge RE Oe PO LR ee, HN 


ee Fe 





! 


“March 20, 1920 


BOOT AND SHOE RECORDER 











“CONSTANT COMFORT” 


Styles Ready ‘to Ship 
Black Kid Turns 


Exclusively 


STYLE NO. 43 


Blk. Kid Pl. Toe Pump, 12-8 heel, 
In Stock A BC D. Price $4.25 


STYLE NO. 65 


Blk. Kid Stk, Tip. R. H. Fox. 
Oxford, 9-8 heel, In Stock C 
D E EE. Price $3.50 


STYLE NO. 54 


Blk. Kid R. H. Pl. Toe Common 
Sense Oxford, 8-8 heel, In Stock 
E EE Price $3.50 


50 GOOD STAPLE 
STYLES ALWAYS 
IN-STOCK 


STYLE NO. 85 


Blk. Kid 2-Strap Sandal, Orna- 
ment, 12-8 heel, In Stock AC 
DE. Price $4.50 


STYLE NO. 97 


Blk. Kid Stk. Tip R. H. Juliet, 
9-8 heel, In Stock D E EE. 
Price $3.60 


STYLE NO. 55 


Blk. Kid 6 Eyelet Imitation Per- 

forated Tip, Lace Ox‘ord, 13-8 

Heel, In Stock A B C D. 
Price $5.85 


STYLE NO. 


Bik. Kid del Opera ae 
9-8 Heel, In Stock C D E 
Price $3.50 


STYLE NO. %6 


Blk. Kid R. H. Gypsy Juliet, ve 8 
Heel, In Stock E FE. Price $ 


SALESMEN NOW IN THEIR TERRITORIES 


AULT-WILLIAMSON SHOE CO. 


Manufacturers 


AUBURN, MAINE 


























@ 





FOR Fir FORSTYIE FORWEAR 


| BEA CON SHOES 


THERE ARE NO BETTER 





Stock Styles Can Be Shipped with Beacon Trade-Mark 
Speedwell Trade-Mark or Unbranded 


in Pal = 
Tp 


“; at 


Below we illustrate some of our STOCK STYLES READY TO SHIP 


(50 STYLES IN STOCK } 








YOU WILL FIND IT NEXT TO IMPOSSIBLE TO 
BUY SHOES OF BEACON QUALITY ELSEWHERE 


AT PRICES QUOTED HERE. 


Stock No. B510 Price $8.35 


Cordo Russia Square Throat Oxford 
Trend Last 


Perforated Vamp and Eyerow, 
8-8 Leather Heel, Sizes A and B, 
6-11; C and D, 5-11. 


Illustrating No. 
B510. Trend Last 


BEACON, SPEEDWELL OR UNBRANDED - 


ASK FOR OUR LARGE CATALOG 





F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 


18 South Wells St. Manchester Havana 
Chicago, “Ill. New Hampshire Cuba 
Order from nearest point. Latest catalogue sent on request 


eS | See 
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FOR FIr FORSTYLE FORWEAR 


| BEACON SHOES | 


THERE ARE NO BETTER 








Stock Styles Can Be Shipped With Beacon Trade-Mark, 
Speedwell Trade-Mark or Unbranded 
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Below we illustrate some of our STOCK STYLES READY TO SHIP 


(SO STYLES IN STOCK } 

















WHY IS IT THAT SO MANY SALESMEN TELL YOU 
“THESE SHOES WILL WEAR JUST AS LONG AS 
BEACON.” THINK IT OVER! 
















BUY WHERE YOU ARE SURE OF 
DEPENDABLE SHOES AT FAIR PRICES 






Stock No. B262 Price $7.4714 


Cordo Russia Square Throat Bal. 
Trend Last 


8-8 Goodyear Wingfoot Rubber 
Heel. Sizes B and C, 611; C 
and D, 5-11. 












Illustrating 
B262 











BEACON, SPEEDWELL OR UNBRANDED 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 
18 South Wells St. Manchester Havana 
Chicago, Ill. New Hampshire Cuba 
Order from nearest point. Latest catalogue sent on request 


a, 
5) en Y) 
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THE 









ENTIRELY BROCKTON MADE 


All the very latest lasts are featured in this line, includ- 
ing the present popular Brogue shown here.’ In this 
Brogue we have developed a shoe with the English and 
American ideas of shoemaking happily combined. The 
result is a good fitting Brogue and a snappy looker. 


DEPENDABLE 
SERVICE is 
the corner- 
stone of our 


business .’. 




















““PEERLESS”’ LAST 














The Tuxedo pattern on our Peerless last and the Whole Quarter 
Blucher illustrated have been received well by the Jobbing and 
Retail trade throughout the country. We suggest sampling. 
All shoes shown can be had in Calf and Side leathers of popular 


shades. 
Inquiries for samples and prices will be promptly acknowl- 
edged. We repeat—Dependable service is the corner-stone 
of our business. 


Salesmen are out with our line— Write to have one call. 


PURITAN SHOE MFG. CO. 


BROCKTON, MASS. 
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un Metal Calf 


REG:U-S:-> PAT: OFF 


: is undeniable evidence that oxfords are growing in larit: t 

; Will Pay You to I simply as a Summer shoe, but FOR COLD. WEATHER WEAR ss wal 
n ordering it wi profitable to bear this fact in mind. is other fact 

eature Oxfords Both that is companion to it—Calfskin is the logical and altogether most suitable leather 


for Fall oxfords. 
Now and for Fall Colored Gun Metal Calf is, in the highest degree, serviceable, economical and 


AND TO IN S U R E comfortable. Moreover, it has the substance that allows it to stand the test of 
wear, and its comparative cost is most favorable. 


SATISFACTION USE GUN METAL is the leader in the fine calfskin field—and there is only ONE 
Gun Metal—A. C. LAWRENCE’S. Its our trade name and ours 


Colored Gun Metal Calf alone. Specify and insist upon receiving genuine GUN METAL, 


A.C. Lawrence LeatherCompany 


161 South Street ,Boston , Mass. 
NEW YORK - CHICAGO - ROCHESTER 
GLOVERSVILLE 
CINCINNATI 
ST.LOUIS 
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1920 OUTPUT ONE OF THE FEW LARGEST 
7,500 Palme nae BUILTIN EIGHT YEARS 


DON’T BUY THEM— 
TRY THEM 


And bear in mind that we prepay inspection pairs. Show them to your 
trade, your clerks; compare them with what you have and what you can get. 
If they don’t make good on price, looks, and all that good shoes should have, 
shoot them back to us collect. 

We call this investment expense, because it gets such good results. It’s 
reasonable to assume that if we please thousands of old friends regularly, 
we shouldn’t have any trouble doing it for new. 


| RACER 


$7.85 
No. 47- 


Same in 
Next Better Grade 


No. 733 
$8.50 


SPEEDWAY 
Koko Russia 
$8.50 
No, 732 


N 
> 
y i 
O 
C 
K 
N 
O 
W 





MmDOZ= cor wzwm<oO 


Samp ip Koko Russia © Calf 


GUN METAL Lace Oxford, Speed- 


way Last. 
Widths: A, B, C, D 
No. 735 pee 


: 536 to 10 
$8.25 
SEE OUR NEW CATALOG 


BRANCH IN 


PHILADELPHIA 

BALTIMORE ® 

PITTSBURGH 

FACTORY |} e 
S 


MONTELLO city OF 
BROCKTON BROCKTON 
HOME OFFICE STOCK HOUSE SALES ROOMS 
196 CHURCH STREET, NEW YORK CITY FROM STOCK 

BOSTON OFFICE 207 ESSEX STREET AS YOU WISH 
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yme e Comfort tS Nite ; 


COMFORT SHOES 


can be 


DRESS SHOES 











. FOR Your, neck weak 
: $ See READY MAY 1 






















No. 29—Black Kid, B 2;Grade, 
12-8 BEE. Heekiia.s ates 04s $5.00 
A, 4-8; B, 34-8; C, D, E, 214-8. 













No. 120—Eight-Inch Fox Black 
Kid, B Grade, 12-8 Mil. Heel oS 

$6.85 
A, 4-8; b, 3144-8; C, D, E, 24-9. 










IN-STOCK 


READY 
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No. 291—Glazed' Kid ‘Wide 
Ankle’ Polish Stock Tip, Stee! 
Arch Support, Heavy Turn Sole, 
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The Salesmen Are In The Field 





The House Of Sure Deliveries 


| LUNN & SWEET COMPANY 
H AUBURN , MAINE 
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IN-STOCK 


STYLE 430 


DULL GOAT HIJA PUMP 
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GOODYEAR WELT : = 14-8 HEEL 


A Width 4-8 C Width 3-8 
B Width 3-8 D Width 214-8 


PRICE $6.75 


Delivery \Upon Receipt of Order 
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MERCHANT DEMAND GOOD 


Milwaukee Manufacturers Receiv- 
ing Large Orders for Fall and Winter 

Orders for Fall and Winter delivery, 
which are coming from the men on the 
road for Milwaukee boot and shoe fac- 
tories, are of generous volume, and 
while retail merchants are not so anxious 
as they were a year ago to cover their 
requirements, in view of what some re- 
gard as the uncertainties of the situa- 
tion, their demands are substantial. A 
year ago retail merchants were buying 
against an ever-rising tide of values, and 
selling was more or less a matter of 
taking orders. This year the travelers 
have a bigger task before them, as they 
are called upon to make strong argu- 
ment. 

As might naturally be expected, a 
tendency is noticeable among mer- 
chants to keep commitments somewhat 
more closely confined than last Spring. 
It is argued that prices probably have 
made their greatest advance, and while 
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Milwaukee 


there is little upon which to base a hope 
of a recession, merchants feel that they 
will not lose by holding off. The 
travelers are losing no time in pointing 
out that in view of the consistent short- 
age of merchandise, due to shortage of 
labor and materials, the merchant who 
puts off his Fall buying is bound to be 
disappointed in getting stocks. The 
experience of the past two years es- 
pecially has demonstrated this truth, 
as the result of which foresighted mer- 
chants are not delaying the placement of 
orders. 
NEW FACTORY 


Beals & Pratt Plant at Watertown 
Increases Capacity 

The picture below shows the new 
Beals & Pratt factory at Watertown, 
Wis. This plant will increase its capac- 
ity to 3,000 pairs daily. On March 6, 
there was held a grand opening, at which 
an invitation was extended to all resi- 
dents of Watertown. 

There were two floors of the factory 
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devoted to the entertainment of all 
those turning out, and a most en- 
joyable dance and luncheon was 
served. 

Beals & Pratt have been established 
here for fourteen years, one of the oldest 
eorganizations in the city and are well 
thought of. 

With the increased production ob- 
tained in the new factory, Mr. Pratt 
feels that they will now be in a position 
to make all shipments without delays 
upon receipt of the order. 

The enlarging of the factory is purely 
significant of the success of this growing 
concern and the good will which the 
management has obtained in passing 
years through making a quality prod- 
uct. 

CALFSKINS ARE LOWER 


But Shoe Prices not Ready to Drop, 
Says Manufacturer — 


The Milwaukee Journal, the leading 
daily newspaper of the “Quality First’’ 





New Beals & Pratt Factory at Watertown, Wis. 
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Women’s Shoes 





Pink . 1.7: 
No. 204, Blue . 1.75 
THE WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 








In-Stock Boudoirs 


$1.65 $1.75 
1.75 1.90 


L751. 
1.75 1.90 
1.75 1.90 
All Widths 
THE ORIENTAL BOSOM co. 


CULLINS & STAPLES 
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FBesten Office, 110 Lincoln St. HAVERHILL, MASS. 
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HART MAN SHOE COMPANY 

















BARNETT SHOE CO., Boston 


Immediate Delivery 


Patent Chrome Hand- 
11-8 Cevered Louis Heel, 
Cc,D. 2-7. 


$4.50 


Black Kid Hand Turned Seam- 
less Opera Pumps, Full Breasted 
Covered Louis “w A, $5. 50 


8 eehanye 
5.10 














Same in Snake toe 
Terms 2%-10, net 30 
BARNETT SHOE co. 
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market, in its news columns on March 
11, published the following interesting 
item: 

While the price of calfskins on the 
Chicago and New York markets 
has recently dropped 50 per cent, 
Milwaukee shoe manufacturers say 
there cannot be any reduction in 
the price of shoes for six months at 
least. 

“In the first place,” said one 
manufacturer, “the price of shoes 
no longer depends entirely on the 
price of leathers. The other ma- 
terials needed in shoemaking have 
greatly increased in cost. For in- 
stance, the price of shoelaces has 
increased 6,700 per cent. 

‘Also, nearly every manufacturer 
has a large amount of leather on 
hand that he purchased at the high 
prices. The tanners have a stock 
of leather on hand made from the 
high-priced skins, and they will not 
reduce the price until this is sold.”’ 

The price of skins on the Chicago 
market was $1 a pound in 1919, and 
recently similar skins sold at 50 
cents. In 1913 the price was 21 
cents. 


FACTORIES ARE FULL 


New Shoe Companies Coming Into 
the Field 


In the meantime, all of the factories 
in the Milwaukee and Wisconsin terri- 
tory are working at full speed on an enor- 
mous volume of orders for immediate 
and future delivery. All of the addi- 
tional capacity provided by extensions 
and new factories during the past year 
is fully occupied. The outlook is re- 
garded so favorably that new concerns 
are coming into the industry right 
along. 

New construction has been slowed up 
to some extent by the exorbitant de- 
mands of labor in the building trades, 
combined with the great difficulty ex- 
perienced in getting lumber, brick, 
steel, cement and other materials. 


* Milwaukee manufacturers, as a rule, 


are postponing new work so that labor 
and materials may be conserved for 
dwelling construction to relieve the 
most acute shortage of housing accom- 
modations in all history. This has 
come to the point where factories are 
unable to get labor because there are 
no houses for the newcomer. Statistics 
prepared by the Milwaukee Association 
of Commerce indicate that Milwaukee 
is 15,000 dwellings short of necessary 
requirements. 


Capital Is Increased 


The rapid growth of business in the 
boot and shoe industry is demonstrated 
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by the fact that old and new manv- 
facturing concerns are increasing capi- 
tal. The F. Mayer Boot & Shoe Com- 
pany is making an issue of $1,000,000 
of 7 per cent preferred stock, redeem- 
able at $107.50 per share and accumu- 
lated dividends after July 1, 1921, 
at the option of the company. The 
stock is offered at par to net 7 per cent, 
and in three days practically the entire 
issue was absorbed locally. The Mayer 
Company was founded in 1880 and is 
one of the most substantial makers of 
boots and shoes in the Middle West. 
Its authorized capital is $3,000,000 and 
net quick assets after reserve for all 
taxes are more than $237 per share of 
the new issue of preferred stock. A 
branch factory is now being completed 
at Ludington, Mich. : 


Business Is Tripled 


One of the “baby” concerns of the 
Quality First market, namely, the 
James-Buntrock Shoe Manufacturing 
Company, is increasing its capital stock 
from $25,000 to $75,000. In less than 
six months the company has tripled its 
business and the capital is being en- 
larged to keep pace with the develop- 
ment. The plant at 817-821 Twenty- 
eighth Street, is devoted exclusively to 
manufacturing children’s  stitchdown 
shoes, the production being in charge of 
Walter A. Ebner, who formerly was 
superintendent of the children’s Shoe 
Department of the F. Mayer Boot & 
Shoe Company. 


New Factory Opens 


Initial operations in the new Portage 
factory, which is No. 4 of the Weyen- 
berg Shoe Manufacturing Company 
group, were put under way on March 
10, in the presence of R. E. Freeman, 
general superintendent, and D. B. 
Smith, who is superintendent of the 
Portage factory. Workmen were en- 
gaged almost night and dal for a week, 
to get machinery installed on the 
fifth floor so that the commencement 
of actual operations would not be de- 
layed. Other floors are receiving their 
machinery and new employes are being 
taken on daily. When in full operation 
the Portage factory will have a capacity 
of 4,000 pairs a day, which can be 
crowded to 5,000 pairs in case of 
emergency. 


Plan Increased Output 

The Leverenz Shoe Company, She- 
boygan, Wis., is undergoing substantial 
enlargement. An interest in the con- 
cern, which is one of the youngest in 
the Wisconsin territory, has been pur- 
chased by Carl Esch of Manitowoc, 
who has joined Clarence F. Leverenz 


_ in the conduct of the business. A three- 
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story addition will be erected at once 
to increase the output about 50 per 
cent. Mr. Esch will have charge of the 
office. He is a young businessman of 
much capability and for the last few 
years has been advertising manager of 
Henry Esch Sons Company, a big de- 
partment store at Manitowoc. 


To Build New Factory 

Architect H. J. Esser, 402 Camp 
Building, Milwaukee, is taking bids this 
week for the construction of the fac- 
tory of the newly-organized Witmeyer- 
Hubing Shoe Manufacturing Company, 
a $100,000 corporation located at Bel- 
gium, Wis. Mr. Esser designed a great 
many of the shoe ‘actories erected in 
Milwaukee and \:~ aity in the last ten 
years, especially uaring and since the 
war. His plans call for a two-story 
factory, 60 by 120 feet, of slow-burning 
mill construction, costing about $65,- 
000, with complete equipment of shoe 
machinery. 


Another Capital Increase 


Notice has been filed of an increase in 
the capital stock of the Excelsior Shoe 
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& Slipper Company of Cedarburg, Wis., 
from $40,000 to $100,000. The new 
issue will be taken mainly by the present 
stockholders. 


BADGER BOOT BRIEFS 


Notes of the Retail Field in Mil- 
waukee District 


The new store of William Johannes 
& Co., at 413 Grand Avenue, Merrill, 
Wis., was formally opened to the pub- 
lic on March 8, 9 and 10. It is one of 
the largest as well as one of the finest 
retail shoe establishments in Wisconsin. 

William Haack, 1226 Georgia Avenue, 
Sheboygan, Wis., is conducting a stock- 
reducing sale from March 10 to 20 pre- 
paratory to undertaking extensive al- 
terations in the interior of his building. 

Monarsky & Kirks, proprietors of 
the Electric Shoe Shop at Augusta, 
Wis., have installed several new ma- 
chines, which practically eliminate man- 
ual labor on big as well as little repairs. 

Joseph Mayer, Kewaskum, Wis., 
has purchased a complement of new 
shoe repair equipment with individual 
electric motor drive. 


St. Louis 


PRICE STORY ATTACKED 


Merchants Say Article in St. Louis 
Paper Is Misleading 

The St. Louis Retail Shoe Dealers’ 
Association, at a recent meeting, 
directed the secretary, A. W. Lutz, to 
make public the following statement: 

“‘We, the Retail Shoe Dealers’ As- 
sociation of St. Louis, at our regular 
monthly meeting Wednesday, March 
10, have had called to our attention an 
article appearing in one of the local 
dailies of this date, headed ‘How Shoe 
Profits Have Grown, Told by Federal 
Agent at Washington.’ 

“We feel that certain statements in 
this article are misleading so far as 
St. Louis shoe merchants are con- 
cerned, as evidenced by the report of 
the St. Louis Fair Price Commission 
last Novensber, which showed con- 
clusively, from a questionnaire properly 
filled in by 57 leading shoe merchants 
of this city, that their gross profits 
varied from 27 4 to 35 per cent, accord- 
ing to the class of merchandise sold, 
instead of 50 per cent as quoted in the 
testimony given before the Senate 
committee.” 


BUSINESS PROSPECTS GOOD 


St. Louis Firms Look for Short and 
Spirited Season 

Shoe wholesalers and manufacturers 

along Washington Avenue, the shoe 


street of St. Louis, report business con- 
tinues to be very good and the general 
outlook is for a short and spirited season. 
Salesmen have been out on the road and 
in their respective territories for almost 
a month and report a steady demand for 
almost all lines. 


ADD NEW LINE 


Shoe Specialty Company to Make 
Low-Heel Welts 


The Shoe Specialty Manufacturing 
Company, specializers in women’s Mc- 
Kay shoes, have taken over a factory 
in which women’s low-heel shoes will be 
made, owing to the great demand for 
this class of shoe. They will specialize 
on boots and oxfords in welts, on two 
lasts, carrying 11-8 and 14-8 heels. 

These shoes will be standardized in 
quality and style in order to eliminate 
unnecessary expense in manufacturing. 
The McKay line will consist of smart 
styles in boots and low effects, follow- 
ing the trend of fashion. 


BOOST FOR ST. LOUIS 


Peabody Paper Looks for Competi- 
tion in the East 

The following item appeared in the 
Peabody Enterprise, published in Pea- 
body, Mass., tending to show the im- 
portance of St. Louis as a shoe manu- 
facturing center: 

“So the Buster Beown shoe has in- 
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Women’s Shoes 

















BALLET SLIPPERS 
HIGH-GRADE ONLY 
HARD AND SOFT TOES 
MEN’S-MISSES’-CHILDREN’S 
All Widths and Colors 


The Hammond Shoe Co. 








7 Fleet St., Haverhill, Mass. 
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IN STOCK 


Patent Leather Hand 
Turn Full Louis Heel 
Pamp. B,C.D. 2% to7 


$5.50 


LION SHOE CO., INC. 
New York. N. Y. 
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WOMEN’S NOVELTY STYLES 
READY TO SHIP 
CASE LOTS 
Oxfords, T. i 
‘ords, Two-Eyelet Ties, 





L. SCHAPIRO. SHOE Co. 
hoes of Today) 
73 South St., Boston, Mass. 








For Immediate Shipment 
A few cases of fine black 
Cabretta Boudoirs at $2.10. 
Also quick deliveries on 
women’s comfort shoes, 
oxfords and strap sandals, 
and men’s sli . If your 
jobber doesn’t carry them, 
write or wire us dicect. 
Terms, 5% 10 days. 





’ ABBOTT SHOE CO.. No. Reading, Mase. 





HOUSE SLIPPERS 
Len baat 
Stiperctte de 


= 





The Baker Shee 
‘urn 280 River St. 
Sizes 244 to 8 Haverhill, Mass. 








Turn Comforts—In Stock 
Ladies: "i Set 
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ALGIER SHOE M’F’G CO. 





Highest Grade Women's Shoes Turns and Welts 
138 Broadway, Brooklyn, N. Y. 
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A.E. Nettleton Co. 
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vaded Boston straight from St. Louis. 
This event will give New England shoe 
manufacturers a chance to count up, 
and it looks to me to be the beginning 
of a competition which may affect 
prices. If so, the public will be bene- 
fited. There has been considerable 
speculation as to whether shoes can be 
manufactured cheaper West than in 
New England. I am under the im- 
pression they can be, for labor has 
pushed prices so high in Lynn, Brock- 
ton, Haverhill and other shoe centers, 
as to give Western shoe men an advan- 
tage. It is evident that the introduc- 
tion of Western-made shoes has been 
done because of existing conditions. 
It is sure something has started, and 
who will finish it?” 


POPULAR STYLES OUTLINED 


Brown Shoe Company Finds De- 
mand for Pumps and Oxfords 


Officials of the Brown Shoe Com- 
pany say that there is a large demand 
for ribbon tie pumps in black or brown 
suede, black kid and brown kid, white 
canvas and satin; pumps with strap 
effects in black or brown suede and 
black and brown kid; tongue pumps in 
black or brown kid, black satin and 
patent leather; strap pumps in patent 
leather and black kid. 

Oxfords with 14-8 military heels in 
brown kid, black kid and tan calf, and 
with perforations across tips, are also 
in demand, as are brogue oxfords with 
heavy embossed sides and heavy per- 
forations and pinkings with 10 and 
12-8 heels. High-heel oxfords in kid 
and patent leather; boots with 14-8 
heels in black kid, brown kid and tan 
calf; boots with 18-8 heels in black or 
brown kid and black and brown suede; 
brogue boots with 10 and 12-8 heels 
with heavy embossed sides are also 
readily salable. 


NEW BUILDING OCCUPIED 


Four-Story Structure Completed 
for Lipschitz-Barack 


The Lipschitz-Barack Shoe Com- 
pany, which has been occupying quar- 
ters at 1319 Washington Avenue, 
moved this week to the new four-story 
building at 1424 Washington Avenue, 
which has been built for its exclusive 
use. The new building provides space 
more than double that available at the 
old location and gives opportunity for 
expansion of the business, which will 
be undertaken at once, with the addi- 
tion of several new salesmen to the 
force. The officers of the company are 
Morris Lipschitz, president; S. Barack, 
vice-president, and Jacob L. -Barack, 


secretary and treasurer. 
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REAL ESTATE TRANSFER 


University Takes Title to Interna- 
tional Shoe Building 


The headquarters building of the In- 
ternational Shoe Company at Fifteenth 
Street and Washington Avenue, oc- 
cupied both as general offices and as 
headquarters for the Roberts, Johnson 
& Rand Branch, under a long-term 
lease, became the property of Wash- 
ington University, one of St. Louis’s 
big educational institutions, the past 
week. The shoe company will con- 
tinue to occupy the property which, 
incidentally, becomes tax free under the 
charter of the university which permits 
it to hold property without taxes. The 
structure is a modern ten-story build- 
ing of 106 feet frontage, running through 
to another street and having three 
street frontages. 


SCHOLL CAMPAIGN 


Lectures Held in Retail Stores and 
Other Places 


A four weeks’ campaign in and 
around St. Louis was completed the 
past week by the Scholl Manufacturing 
Company, makers of foot appliances 
at Chicago. Included in the campaign 
were lectures at Sensenbrenner’s, the 
Royal, Ames’ Shoe Store, B. Nugent 
& Bros.’ Department, the Famous & 
Barr Department and the:Stix, Baer & 
Fuller Department; stereopticon lec- 
tures at a number of factories in differ- 
ent parts of the cities other than shoe 
factories; at a number of schools; at 
several noonday lunch clubs; at several 
branches of the Y. M. C. A. as well as 
the central building, and at a number of 
hospitals for the benefit of nurses and 
internes. In addition, classes in practi- 


_ pedics were conducted at various stores. 


Altogether the campaign was one of the 
most complete ever undertaken in St. 
Louis for the purpose of instructing 
both wearer and salespeople as well as 
business men in the problems of foot 
comfort and their bearing on industry. 


SHOE SHIPMENTS INCREASE 


Juvenile Shoe Plant Makes Excel- 
lent Record 


The Carthage plant of the Juvenile 
Shoe Corporation for the two months 
of the calendar year reports shipments 
of $249,532.21, or more than for the 
first three months of 1919, and more 
than for the first four months of 1918. 
For January the shipments were $124,- 
264.19 and for February, $125,268.02. 
Superintendent E. Alden, under whose 
management the record has been made, 
expects to exceed each of the two 
months in the March shipments, which 
he anticipates: will break. the month 
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records of the plant. During the two 
months the payroll of the plant 
reached $30,000. The increase of busi- 
ness has necessitated the purchase of 
additional machinery, which is coming 
in, and will be put in position for the 
new help to be added at once. Other 
equipment, including electric motors, 
has been ordered for early installation. 
The transportation situation has com- 
pelled the plant both to receive and to 
forward about half its shipments by 
express. 


NEW STORES OPENED 


Several Changes in Retail Trade 
Announced 


A number of changes have taken 
place in the retail shoe trade during the 
past few weeks. The Worthmore Shoe 
Company at 409 N. Seventh Street has 
decided to give up its Men’s Depart- 
ment and is disposing of its stock with 
a view to giving the women’s lines addi- 
tional space. The Royal Shoe Store, 
which has been at 302 N. Sixth Street, 
has completed its removal into quarters 
at 410 N. Sixth Street, where it has ad- 
ditional space and particularly good 
display space, as well as attractive fix- 
tures in dark oak. The new Emerson 
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shoe store on Olive Street completed 
its fitting up, although it has been open 
for business for some time and is now in 
excellent shape for the Spring trade, 
which will open soon. 


ST. LOUIS NOTES 


News of the Retail Trade and the. 
Manufacturers 


President John A. Bush of the Brown 
Shoe Company, Inc., has returned to 
St. Louis from a month’s stay at Miami, 
Fla., where he was accompanied by E. F. 
Shaw, a director of the company. 

The monthly dinner of the Associ- 
ated Shoe Retailers of St. Louis was 
held Wednesday, March 10, at the 
Hotel Jefferson with a good attend- 
ance. President Arthur E. Ebbs was 
in the chair and Secretary Charles E. 
Williams and other officers were also 
in attendance. 

The Acme Shoe Specialty Company 
has not succeeded Block & Kohner, as 
stated recently. This is merely a de- 
partment of the old well-known com- 
pany, organized for the purpose of 
handling regular lines and novelty 
shoes. J. Weinbach will manage this 
department as well as cover some terri- 
tory. 


Rochester 


PHELAN ON SHOE PRICES 


Sees No Immediate Prospect of Drop 
in Wholesale or Retail Prices 


That shoe prices will be no lower im- 
mediately and that footwear should be 
purchased thoughtfully, and worn as 
long as possible, is the advice given by 
Harry Phelan in a Rochester newspaper 
advertisement. ‘‘Do not throw away 
shoes which you can have satisfactorily 
repaired,” he advises. ‘Do not hoard 
shoes. Every pair made should be 
used to the full extent. Prices cannot 
come down quickly and not until the 
supply catches up with the demand. 
Don’t wear fine dress shoes for rough, 
hard service. Buy only shoes which 
will fit your feet and are fit for the 
service you give them.” 


NEW ORTHOPEDIC SHOE 


Rochester Firm Is Advertising 
Latest Model 


The Barton Scientific Boot Shop, 
which has been doing business in an 
office building for some time, is now 
advertising to the public and featuring 
a shoe of its own manufacture. Among 
the selling points of the new shoe are 
the statements that these shoes will 
restore weak and fallen arches. 





FORT Y-SIX DIFFERENT STYLES 


McCurdy Company Shoe Depart- 
ment Has Many Models 


“Jim” Olmstead and Miss Nellie 
German of the McCurdy Shoe Depart- 
ment, have assembled their Spring 
styles of footwear. Forty-six different 
styles of shoes include Vogue ties, 
Elaine pumps with high, pointed 
tongues, brown and black walking 
oxfords, with leather heels and slightly 
higher than last year’s styles. The 
prices range from $7.50 to $18.00. 
Bronze and beaver kidskin, brown kid, 
brown calfskin, beaver and white buck- 
skin, patent leather and dull mat kid 
shoes are featured in special displays 


. all over the store. 


VIGILANCE COMMITTEE NAMED 


Advertisements of Retail Shoe Mer- 
chants Will Be Watched 


A Vigilance Committee, consisting of 
William Pidgeon, Jr., Harry Phelan, 
R. L. Fitzgerald and S. A. Schwarz, will 
scan the Rochester newspapers in 
search of shoe advertising which may 
offer doubtful values or make any state- 
ments that may appear to be harmful 
to the shoe industry. _The same com- 
mittee was named to interest the 


Where to Buy 


Men’s Shoes 















THE“ TOQUGAS” SHOE 


BETTER THAN THE BEST 
Strengthen your line with the Syeadiins 
men’s welts we can send you. 
Made to order. 

GEO. N. TOUGAS SHOE CO. 

° 161 Summer St., Boston 








FINE FASHIONS 
FOR MEN 
Maximum style at annum price, 


FISKE SHOE & LEATHER CO. 


717-719 Atlantic Ave. ton 
301-303 Monroe St., ‘chee 








Stock Dept. 5 6% 


Is at Your Service 


THE STETSON SHOE CO. (Ine.) 
South Weymouth, Mass. 








Men’s Welts 


IN STOCK 
DIAMOND SHOE CO. 


Factory Salesroom 
Acree Mark Brockton —-New York, N.Y. 
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Men’s, Women’s and Children’s Shoes 
and Rubbers 
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For Modern Footwear 
The Molded heel strap is 
strong and elastic 





WM. SUMNER SMITH 
Exclusive 
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Children’s Shoes 
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“ELAM”? 
Flexible First Step Turn Shoes 
For the Jobbing Trade Exclusively 





F.S. ELAM SHOE CO., Inc. 


Rochester, N. Y. 
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Tredlite Steppers 
for Boys and Girls 
GUARANTEED 
FOR 75 DAYS 
Write for Particulars 


Henry Kleine & Co. 
Chicago 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 














W-C.Goodder 


Manufacturer of 
Children’s Dlexible Durn Shoes 
For Jobbers i 
89 Allen St, Rochester, WV. >7% 
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SOFT SOLES 
A Wonderful Line for the 
Wholesaler 


ea son ae 
S fine of ladies’ Passe 
an yt he 
and 2 pieces. 

NU BABY SHOE CO., East Lynn, Mass. 








Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We do not sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








11-17 Hope St., Breckiya, N. Y. 


eG W. PFEUETER, Rep. 
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Rochester manufacturers to take space 
at the Convention of New York State 
Shoe Dealers’ Association, which will 
be held in Syracuse, July 13 and 14. 


SELLING THE CUSTOMER 


William Pidgeon, Jr., Concludes 
Talk at Rochester Business 
Institute 


The fifth of a series of talks to retail 
shoe salesmen was given by William 
Pidgeon, Jr., at the R. B. I., on Wednes- 
day. Mr. Pidgeon told how the cus- 
tomer should be assisted in making 
selections, on the basis of fit, style and 


New 


WEATHER RETARDS SALES 


New York Merchants Seriously 
Considering Sales 


Unless a speedy termination to the 
bad shopping weather that descended 
upon New York early in February ap- 
pears soon, many shoe merchants here 
assert that they will be compelled to 
make reductions in prices of new offer- 
ings to start their Spring stocks moving. 
The weather has been against the shoe 
men for about six weeks. Rubbers 
have been the popular ‘and necessary 
footwear equipment of all those forced 
to traverse the icy or muddy streets. 
“‘How can you expect people to think 
of new shoes,” said a prominent mer- 
chant, ““when most of them haven’t 
seen their shoes for more than a month? 
They are wearing their old shoes under 
their rubbers, and will continue to do 
so until the weather opens up.” 


Spring Displays Planned 


Weather to the contrary, the retail 
merchants are determined to force the 
Spring issue now, and Spring displays are 
being planned. The more optimistic 
merchants expect to do a large business 
the week preceding Easter. Some of the 
more conservative ones, however, say 
they have seen indications of the pub- 
lic’s balking at high prices. This is 
true particularly of men’s shoes. Even 
some of the well-advertised “‘reduction” 
sales are failing to draw more than 
average crowds. Anent the reduction 
sales, some merchants are complaining 
that the “reductions” offered by a few 
of their competitors represent only 
normal prices at present. This is in- 
dicative of the general dullness that pre- 
vails throughout the retail trade in all 
lines. Big advertisements and enticing 
offérings are necessary to keep the 
goods moving, accerding to merchants 
handling all varities of wearing apparel. 
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price. ‘Overcoming objections’ was 
another point emphasized in the lec- 
ture. ‘Types of Customers,” ‘Making 
and Closing a Sale,’’ “The Self-Made 
Sale,” “The Suggestive Sale,” ‘‘The 
Forced or Driven Sale,” were carefully 
explained by Mr. Pidgeon. Other 
points of the talk were ‘“‘Showing Up 
the Shoe.” ‘“Arousing Interest in 
Goods,” ““Turn-Over Customers,’’ “‘Sell- 
ing by Substitution,’ ‘“‘Handling Ad- 
justments.”” Miss Laura Shilling of 
Eastwood & Son Shoe Company will 
conduct the last talk of the series. Her 
subject will be “Shoe Store Systems and 
Policies.” 


York 


Going Slow on Fall Buying 


The retail merchants are prepared for 
a heavy Spring business so far as stocks 
are concerned. Deliveries have been 
better than many anticipated and it 
now appears probable that all Spring 
orders placed will be delivered by the 
factories. 

The retail merchants here are going 
slowly in purchasing Fall stocks. Some 
of them say they have placed a few 
orders for staples, but are holding back 
on the bulk of their business. 

Manufacturers report the same con- 
dition. Fall business, except in a few 
staples, is materializing slowly. The 
jobbers, because of the financial checks 
put upon them by the banks, are now 
ordering in as large quantities as they 
have been. ; 


VISIT OF BRITISH SHOE MAN 


Books Many Orders from New 
York Merchants 


Walter Crick, representative of a 
combine of 42 British shoe manufac- 
turers, invaded New York last week for 
the purpose of selling English-made 
shoes to American merchants. Mr. 
Crick is now in Boston, and has with 
him samples of the British shoe-making 
art, and from these samples booked 
several thousand pounds’ worth of sam- 
ple orders which retail merchants here 
will offer to their customers. In men’s 
shoes, Mr. Crick said that American 
merchants and manufacturers told him 
that his prices were about 50 cents a 
pair under those of American manu- 
facturers. The business booked in 
men’s shoes was quite satisfactory, 
according to Mr. Crick, but the women’s 
shoes were not favorably received by 
the American merchants. 

The combination represented by Mr. 
Crick was formed originally to distrib- 
ute shoes in the war-devastated regions 














March 20, 1920 





of Europe and the near East. The low 
rate of sterling exchange, and the fact 
that commodities form one of the prin- 
cipal media through which Britain 
hopes to clear up her unfavorable trade 
balance in this country, said Mr. Crick, 
prompted the British manufacturers to 
undertake a selling campaign here. 
Mr. Crick is offering nearly half a 
million pairs of men’s working shoes, 
which should retail at about $5.50. He 
also has better grades of men’s calfskin 
shoes which sbould retail here for 
$12.00 to $14.00. The stocks he is 
offering are worth approximately three 
and three-quarters millions, he said. 


FAIR PRICE LIST 


No Complaints Received, Says Com- 
missioner 


With the issuance of the weekly 
fair price list for dry goods, clothing and 
shoes, compiled from the newspaper 
advertisements for the first week in 
March, C. L. Law, acting commis- 
sioner, stated that no complaints about 
current prices had been received during 
the week by the committee. The ad- 
vertisements indicated clearance sales, 
said Mr. Law, and Spring business has 
not yet started in earnest. The prices 
quoted on shoes. were as ‘follows: 
Men’s, $8.45, $8.89, $9.00, $10.50, 
$10.75, $11.75; women’s, $4.20, $8.45, 
$8.50, $10.75; boys’, $5.40. 


BUFFALO BILL’S SHOEMAKER 


Dies in Yonkers, N. Y., from Heart 
Failure 


Pasquale C. Carri, for thirty years a 
boot and shoe maker in this city, and 
who was inspired to emigrate to America 
by Buffalo Bill, the plainsman and show- 
man, died at his home in Yonkers, 








LYNN STYLE FORECAST 


Easter Models Under Way—New 
Patterns for Fall 


Lynn factories are very busy on shoes 
for Easter. Nearly all of the shoes are 
low cuts. The ribbon ties are chief 
among them. The dressy shoes are of 
fine leathers, made over long, slim lasts, 
with high heels. The walking shoes, or 
street shoes, are of the brogue style, 
or are pumps, plain or with straps. 

“Dressmaking shoes’ are coming, 
according to the pattern makers. 
These artists are producing many pat- 
terns, presenting cross strap, inter- 
laced straps, instep and ankle straps 
and other fancy straps. Also, the new 
patterns present a variety of cut-out 
effects. 





Lynn 
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N. Y., on February 22, after an attack 
of heart failure. He was born in Palena, 
a city in the uplands of the Abruzzi, 
Italy, April 17, 1867. 

During Buffalo Bill’s first tour of 
Europe, he stopped at Naples for two 
weeks, where at that time Mr. Carri 
was a bootmaker. The showman had 
a complete outfit of riding boots and 
shoes made by Mr. Carri, and he was 
so pleased with the work that he urged 
the young man to emigrate to the 
United States, where his craftsmanship 
would be appreciated. Shortly after, 
in May, 1889, he sailed for the new 
world and settled in this city after a 
brief stay in New York and Brooklyn. 


AT HARRISBURG 


Gaines Gordon Company Made Ex- 
cellent Showing at Convention 


Gaines Gordon Company of this 
city was represented at the conven- 
tion of the Pennsylvania Shoe Re- 
tailers’ Association in Harrisburg by 
Mr. Gordon and other members of the 
staff. While unable to get a booth in 
the general display section, nevertheless 
they had a very excellent showing of 
their line in one of the rooms of the 
hotel, and while there saw many of 
their Pennsylvania customers and es- 
tablished many new connections. 


NEW YORK BRIEFS 


One Firm Increases Capital—An- 
other to Dissolve 


The Hurley Shoe Stores Company 
has increased its capital stock from 
$100,000 to $200,000. 

The Uneeda Shoe Manufacturing 
Company, 33 Moore Street, Brooklyn, 
has filed articles of voluntary dissolu- 
tion. 


Theo Ties Popular , 


Theo ties are selling as fast as they 
can be made. One concern has tripled 
its order for Theo ties since the first of 
the month. Low-cut shoes will be 
leaders for Summer, and will run into 
the Fall. Buttons are used on some of 
the strap patterns. Brogue oxfords 
continue good, and will sell in the Fall, 
particularly low-heel brogues of cal 
or side leather, both boarded and 
smooth grained. 

New boot patterns, prepared for 
Fall, show the regular eight and nine 
inch tops, mostly of leather and a few 
of fabric, many laced and a few but- 
toned. Gaiter effects are being tested. 
Walking boots, seven inches high, are 
among the offerings of the makers of 
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ATLANTIC PRINTING CO. 
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growing girls’ shoes. They are in the 
women’s sizes, and are called “‘Walking 
Boots for Women.” 


NEW HEEL FINISH 


Transparent Dressing Reveals the 
Grain of Solid Leather 


More solid leather heels are being 
used on women’s shoes, particularly 
the low-heel styles. In some Lynn 
shops they now put a new transparent 
finish on the heels. The finish reveals 
the grain of the leather of the heel, and 
improves the appearance of the shoes. 
The transparent finish is used chiefly 
on brown shoes. It cannot be used on 
black heels. 

Some soles of fine shoes now have a 
somewhat similar custom finish on their 
bottoms. This finish is made by buffing 


the grain of the leather with a very fine 


abrasive paper, and then treating it 
with “Big B’”’ natural stain. The com- 
pleted bottom shows the natural grain 
of the leather. Of course, the- method 
can be used only, on soles of clean- 
grained leather. The new finish is 
especially handsome on a Louis heel 
shoe. 
LYNN STYLE SHOW 


Easter Opening Is Held by Retail 
Store 


““Miss Lynn, the Lady of Shoes,” 
was the title of the Style Show at the 
Burrows & Sanborn store last week. 
It was an Easter opening. Miss Lynn 
wore some of the finest shoes from Lynn 
shops.. She was charming. She has a 
perfect No. 4B foot. 


BROAD-TREAD LASTS 


If Vamps Are Shorter, Shoes May 
Be Wider 


There’s new interest in broad-tread 
lasts. It comes from the talk of French- 
style lasts. The Lynn idea is that there 
must be room in the shoe for the foot, 
and that if the vamps are shortened, 
then the tread must be widened, to 
provide room for the foot. Of course, 
there is the every-day interest in the 
shoes made over combination lasts, 
which have an extra broad tread and a 
slim heel and toe. These are staple 
merchandise. 


HIKING SHOES 


Merchants Have Chance to Give 
Sales Tonic to Old Reliable Line 


“Sell hiking shoes in the Spring 
time” is the advice being given mer- 
chants. People like to ramble when the 
warm days come, and this creates an 
opportunity to sell hiking shoes, an 
ever-reliable commodity. 

It may be that a new cycle of walking 
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is coming. Dan O’Leary, who has 
walked 200,000 miles in his lifetime, is 
going to celebrate his 80th birthday, 
which comes in June, by walking 100 
miles. He will set out from his home 
at Springfield, Ill., and says that 
Governor Lowden has promised to 
walk with him for the first ten miles. 

“To live long—walk; to enjoy life— 
walk.”’ That’s O’Leary’s prescription. 
Let every merchant who has walking 
shoes to sell post that prescription in 
his window, and pass it along to his 
customers. 


ARE SIZES CHANGING? ~ 


Instances of the Demand for Room- 
ier Shoes and an Exception Thereto 


“Roomier shoes” is a live topic once 
more. The weather is responsible in 
part. Some merchants are going to 
buy roomier shoes for next Winter, be- 
cause roomier shoes are warmer. This 
is especially true of the merchants who 
have stores in the very cold sections of 
the country. They had customers call 
for roomier shoes during the severe 
Winter. Roomier shoes are wanted, 
also because of the fashion among men, 
women and children of wearing thicker 
woolen stockings. 

A prominent manufacturer of men’s 
shoes presented, at the New York con- 
ference in January, figures showing a 
steady increase in the practice among 
men of wearing woolen stockings. He 
presented figures to show why he would 
make more oxfords for next Fall and 
Winter, said oxfords to be worn over 
woolen stockings. 


Campaign Against Tight Shoes 


Among the many campaigns of these 
times is one against tight shoes. It 
may gain strength enough to become a 
reform movement, or it may fade away. 

However, doctors are advising women 
not to wear tight shoes. Especially 
do they give this advice to business 
women. They say that tight shoes re- 
tard the circulation, and tend to make 
the feet cold and to lower the vitality. 


The Case of Children’s Shoes 


Toe-room shoes, which are often called 
orthopedic shoes, are the common style 
in the children’s trade of today. It is 
worth while to recollect that during the 
early campaigns to popularize ortho- 
pedic shoes the argument was used 
that children who wore toe-room shoes 
became healthier and ‘brighter. 


Exception to Wide Toes 


A maker of fine shoes for women 
recently examined his orders for a 
period of years, and was surprised to 
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find that merchants in certain large 
cities were steadily narrowing down 
the widths of their shoes. They slowly 
but surely lessened their orders for C 
and D wide shoes, and increased their 
orders for A and B wide shoes. They 
have lately worked into AA and even 
AAA shoes. 

This manufacturer who is a student 
of social conditions, as well as of shoe 
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styles, explains that the increase in the 
demand for the narrow widths is due 
to the increased wealth of the people 
buying and wearing his shoes. He be- 
lieves that as people become wealthier, 
and have more leisure, their feet get 
slimmer, and, also, are clothed in silk 
and other fine hosiery. These factors, 
he says, add to the demand for slim 
shoes. 


Cleveland 


IMPORTANT MEETING 


Of the Shoe and Leather Club of 
Northern Ohio 


The Shoe and Leather Club of 
Northern Ohio, which has headquarters 
in the Hotel Cleveland, this city, met 
March 16 in the clubrooms. C. E. 
Petot and C. K. Chisholm, former presi- 
dent of the Ohio Valley Shoe Dealers’ 
Association, reviewed valuable data 
which was presented in the program at 
the annual meeting of that organiza- 
tion in Columbus. 

In addition, there was a general dis- 
cussion on Fall and Winter prices, with 
large buyers and men of long experience 
leading in the program. Everybody in 
the business just now is guessing which 
way the consumer’s fancy will turn 
when the Fall and Winter shoes are 
purchased, and the meeting gave the 
busy merchants an opportunity to hear 
the prophecies of men who have studied 
the situation closely. 


NEW STORE SUCCESSFUL 


Feltman & Curme Feature $5 and $6 
Shoes 


The Feltman & Curme Shoe Com- 
pany, which recently opened its first 
shoe store in Cleveland, at 427 Euclid 
Avenue, has enjoyed a run of business 
that has kept A. Elmquist, manager, 
busy running to the bank with deposits, 
and has brought a smile of contentment 
to the officers of the company. 

It is the first store of the kind where 
$5 and $6 shoes may be bought, and it 
is apparent that Cleveland takes to 
the novelty. Since the store opened 
and a pair of silk hose was given away 
with each pair of shoes bought, the sales- 
toom has been crowded with women 
and children. 


BIG RUBBER SEASON 


Coming to a Close—Bad Weather 
Retards Spring Business 


One of the largest seasons for rubbers 
in the history of Cleveland is just com- 
ing to a close. The demand for the rub- 
ber goods continues brisk to this day, 


but retail merchants have sensed a 
slight lessening of the demand. It is 
reported that sales of rubbers have in- 
terfered considerably with the move- 
ments of Spring shoes. 

Just when Clevelanders had taken 


the moth balls from their lighter gar- 


ments, and had their low shoes all 
ready for a promenade in the sunshine 
of a warm Spring day, Winter swooped 


down on the city last week and for - 


several days kept the thermometer 


down to near the zero mark. The, 


weather stopped several special sales 
of low shoes that had been planned, but 
despite the weather, the average Cleve- 
land shoe merchant has done quite well. 


EXCEPTIONS NOTED 


At Kirkpatrick-Beers Shoe Com- 
pany — 

The weather hasn’t held up the sale 
of the Kirkpatrick-Beers Shoe Com- 
pany, 1115 Euclid Avenue and 1947 
West 25th Street. Both stores are to 
be closed as soon as the stocks are 
closed out. First quality rubbers are 
being sold at 79 cents, lisle hosiery at 
59 cents and silk hosiery at $1.48 and 
$1.68 a pair. Prices range from $1.95 
to $8.95 for all sorts of shoes, and the 
volume of business has been so great 
in the past week that the salesmen 
could hardly wait on the customers. 


BAILEY’S STYLE SHOW 


New Styles in Women’s Footwear 
Attract Attention 


The week of March 8 to 15 was style 
show week at the Bailey Company, 
Ontario and Prospect Avenue, and the 
Shoe Department was fitted out in its 
best finery for the occasion. The new 
season has brought forth many new 
styles in woman’s footwear and the 
salesmen and window dressers had all 
on display. 

The dark cherry color calfskin ox- 
fords were recommended for most any 
color suit, and were said to be made 
over a neat, comfortable last, with 
stitched tips, lace style. The shoe had 
Goodyear welted oak soles and military 
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heels and it was sold at $7.45. There 
was quite a rush on this shoe. Women’s 
gun metal calf low shoes, also a patent 
coltskih, tan Russia calf and black 
vici kid leathers over the season’s 
newest style lasts, proved popular at 
$6.98. 

LOW CUTS 
Displayed—New Buckle Is Particu- 
larly Popular 

The Stone Shoe Company at 312 
Euclid Avenue has a big display of the 
new Spring low shoes, one of the largest 
in the city. There are black and brown 
kid with ooze quarters, also in black and 
brown satin at $8 to $15. A new buckle 
effect in black and brown buckskin at 
$15 is popular. A new button effect 
in black, fawn and gray buck with 
covered Louis heels at $15 has been 
one of the large sellers at this store. The 
new French last in black and brown 
satin and ooze patent and dull black 
kid at $12 has also proven a heavy 
seller. A tan Russia brown and black 
kid, white kid and canvas model at $6 
to $14, and a black and brown ooze calf 
at $10 are other models that are being 
pushed by this company. 


CORDOVAN BROGUE 


Featured—Narrow-Toed Brogue 
Pattern for Women 

The Pocock-Wolfram Company, at 
520 Euclid Avenue, is predicting that 
cordovan leather will be popular 
throughout the season. The company 
is featuring a $16 cordovan oxford, a 
brogue effect, but with the narrow toe 
which has proven so attractive to Cleve- 
land women. 


NEW MODEL WANTED 
Merchants Want Shoe for Both 
Dancing and Business 

Cleveland girls, as do their sisters in 
other cities, like to dance. And back 
of that desire is a chance for some shoe 
manufacturer to put a model on the 
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market which will establish a new sales- 
record, according to several merchants 
here. The desired shoe should be adapt- 
able for both dancing and ordinary 
wear. The shoe could be worn by the 
gir) behind the counter, the stenog- 
rapher, the cashier, etc., and then, 
after business cares were over, the shoes 
could be worn to a dance by the thou- 
sands of girls who cannot afford two 
pairs. 

SHOE FIRM DISCONTINUES 
Kirkpatrick-Beers Company of 
Cleveland Selling Out 

One of the best-known shoe firms in 
the city of Cleveland is to retire from 
business. It is the Kirkpatrick-Beers 
Company, the owner of two retail shoe 
stores in this city. One store is situated 
at 1309 Euclid Avenue, and the other 
is at 1947 W. 25th Street. 

Norris Kirkpatrick, who has been 
a traveling shoe salesman for the A. M. 
Legg Shoe Company of Pontiac, Mich., 
will continue on the road for the Legg 
Company, after his interests in the two 
stores are disposed of, while F. P. 
Beers, another member of the firm, 
announces that he has not made any 
business arrangements for the immedi- 
ate future. 

The company has placed its entire 
stock, worth approximately $40,000 
on the market, and has been advertising 
extensively. Both stores’ have beer 
well patronized, and the daily sales have 
been satisfactory to the proprietors. 
In the list of shoes on sale are women’s 
boots, oxfords and pumps, and the 
prices range from $2.95 to $8.75. 

The Kirkpatrick-Beers Company was 
organized three years ago, and started 
with a store at 1115 Euclid Avenue. 
That store was discontinued when the 
building was torn down, and then the 
present store at 1309 Euclid Avenue 
was started. The store at 1916 W. 25th 
Street has been in operation nearly 
three years. 


Chicago 


GOOD BUSINESS REPORTED 
But Public Is More Conservative 
Than in Other Years 


Business among the shoe trade dur- 
ing the past week has been considerably 
improved over the few weeks previous. 
The mild weather that is ushering in 
Spring has had a decidedly encouraging 
effect on the trade, evidenced by the 
comparatively large volume of. business 
recorded among the stores, not only in 
the down town section, but in the out- 
lying districts as well. 


The effect of high prices is beginning 
to make itself felt in the tendency 
toward more conservatism on the part of 
the buying public. The change so far 
is slight, and is viewed by leaders in 
the shoe trade with relief, for it is real- 
ized that in no other way than by such 
curtailment of buying can production 
catch up with requirements. 


Merchants Hold Back, Too 
Merchants are not displaying any 
aggressive eagerness in purchasing foot- 
wear for Fall but are buying freely from 








March 20, 1920 BOOT AND SHOE RECORDER 145 


THE TEST THAT TELLS THE STORY 


A shoe lining, like a chain, is no stronger than its weakest link. The weak 
link of ordinary shoe linings is the filling threads (those running from selvage ‘to 
selvage). > 


These photographs of actual tests show the breaking strength per square inch 
of the filling threads of ordinary shoe linings compared with “Red-Line-In:” 


“‘Red-Line-In” Shoe Lining 


The Shoe Travelers Are agen —Now Is the Time to 


Order Your Shoes Made with a Real Shoe Lining. 


FARNSWORTH-HOYT COMPANY 
BOSTON, MASS. 
















Stock 
No. 423 


In Stock 







Chocolate Elk cap toe blucher, unlined, 
single sole, Goodyear welt, made on Barker 
last, sizes 6 to 12, E width, $5.50 per pair. 
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BARKER BRAND means quality in work shoes 
—the kind of quality that builds trade and makes 
profits. 





Exceptional values distinguish the BARKER BRAND 
Line. The special described on this page is only one of 
a complete in-stock line of good value work shoes. 


If you cater to a work shoe trade that is keen for 
economy, you’ll be interested in the BARKER BRAND 
Line. ; 


HUNTINGTON SHOE & LEATHER CO. 


HUNTINGTON 


Manufacturers 


INDIANA 
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stock to cover their immediate needs 
as well as requirements for Summer. 
Trade sentiment seems to be that while 
the peak of prices probably has passed 
it will be many months before any ma- 
terial reduction is effected. 


The men’s stores report a very en- 
couraging increase in business. The 
spirit of Spring is bringing in many 
purchasers of low shoes. Brown cor- 
dovan and brown calf oxfords are most 
popular in demand. There is a little 
call for brogues which the merchants 
expect to be increased as the season 
advances. 


Women’s Styles for Spring 


With the opening of the Spring sea- 
son, the trade in the women’s stores has 
opened with a rush and tends to be a 
strong factor of success for the ensuing 
month. Black and brown oxfords with 
walking heels are uniform sellers of 
tremendous popularity. Pumps for 
street wear and colonials are beginning 
to show an improvement and a few of 
the merchants predict a large demand 
for these in a short while. The demand 
for spats and boot tops is holding up 
very favorably and is increasing in the 
lighter colors. 

The sale of French vamps is very 
poor and few of the merchants are 
stocked up with these. Those who have 
these in stock are rapidly getting rid 
of them by marked price reductions. 

Cut steel buckles are having a tremen- 
dously large call in all the stores, 
though this merchandise is very expen- 
sive, yet the high prices do not deter 
women from buying them. 


TRADE LICENSES URGED 


New Tax Intended to Make Up 
Prohibition Deficit 


Ordinances licensing 18 different 
lines of business in Chicago were turned 
in to the Chicago City Council last 
week by Alderman Cermak, chairman 
of the Council Judiciary and License 
Committee. If the ordinances go 
through, hardly a business in Chicago 
will escape paying a share of the 
deficit created by the death of the 
saloons, which turned $7,000,000 a 
year into the city treasury. One ordi- 
nance, incidentally, requires that the 
license for each business be posted in 
the window where it can be seen or, 
if it is an office above the street level, 
opposite the door where police inspec- 
tors may see at once that the fee had 
been paid. Among the group of in- 
dustries which are proposed for licens- 
ing are boot and shoe manufacturers, 
the fees for whieh will range from $25 
to $200. 
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Country Districts Buying Well 


Merchants are in the Chicago mar- 
ket in good number, and their reports 
of home conditions are uniformly cheer- 
ful. The buying power of the country 
district is still one of the strongest fac- 
tors of the business situation. 


Express Strike Nearing End 


The strike of insurgent expressmen 
in the Central West district is rapidly 
coming to a close as the sentiment of 
union officials of the expressmen’s 
organizations has been entirely opposed 
to the strike and they have even aided 
the officials of the express company to 
replace the strikers. It is believed that 
shippers will soon receive notice that 
the strike is over and that merchandise 
will be handled in regular order. 


FACTORY ADDITION 


J. P. Smith Shoe Company to In- 
crease Capacity 


We present herewith a photograph of 
the plant of the J. P. Smith Shoe Com- 
pany, showing the addition which this 
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of 2,000 pairs daily. With the addi- 
tion, the capacity will be increased to a 
total of 6,500 pairs daily. 


PRACTIPEDISTS’ INTERNA- 
TIONAL CONVENTION 


To Be Held the Last Weekin August 


The International Association of 
Practipedists, which was formed only a 
few months ago, by shoemen and women 
who have graduated from the American 
School of Practipedics after a course of 
home study in foot and leg anatomy, 
and in the mechanical correction of foot 
disabilities, has had such a remarkably 
rapid growth in membership that it 
has been decided to hold the first annual 
convention during the last week of the 
coming August. The city in which this 
convention will be held has not been 
definitely determined upon as yet, but 
all the details will be worked out and 
announced shortly, say the officials of 
the association. 


Plan of Organization 
Under the plan of organization of 
this body, members of all local and 


J. P. Smith Shoe Co. Factory at Chicago, Showing Addition, Giving 
Total Capacity of 6,500 Pairs Daily 


concern is building. This photograph 
has been withheld by the company until 
it knew definitely that it was going to 


_ have the addition finished in time to fill 


the many orders for shoes which the 
company has been receiving for the 
coming season. 

The floor space of the new wing is 
46,991 square feet.. The dimensions 
are 49 by 137 feet. The capacity of the 
main factory has allowed a production 


State or provincial associations must 
first be members of the parent or in- 
ternational organization. It has now 
several thousand of such members and 
is beginning the task of organizing 
and chartering the local and State 
bodies. 

Delegates will be elected by these 
contributory organizations to repre- 
sent them at the international con- 
vention, when new officers will be 
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Sales Rooms 
1369 Broadway 
New York City 
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The Regal Shoe Compe 
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268 Summer Street, 
Boston, Mass 
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Code Word “Hoffman” 
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Sales Rooms 


Russia Calf Tuxedo Foxed Oxford 
Stock Number 4471 
209 South State St., 
Chicago, III 
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Stock Number 6468 
Price $8.00 
Sales Rooms 
1369 Broadway 
New York City 


Black Kid two-eye Tie 
Code Word “Fairmont” 
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Sales Rooms 
209 South State St., 


Chicago, 


“Tie o’ the South” 
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Lunn & Sweet’s 
New Line 


— = got to act, if you want to get 
in on the new Betsy Jane line of Dress 
Shoes and Comfort Shoes. If you wait, others 
wont. Already Betsy Jane salesmen are 
in some territories. Others will go out, but 
dealers have long wanted precisely this line, 
and now they are wanting it in a hurry. 


We can tell you about it. We can cover 
you, if you write right now. But youve 
got to act. 


LUNN & SWEET. CO 
AUBURN MAINE 


~~ 
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elected and matters of great importance 
to all practipedists taken up. 

It is understood that plans are being 
formulated to make this convention in 
August an event of such magnitude and 
importance that it will draw a large 
attendance of members, aside from those 
who attend-as delegates. Numerous 
illustrated lectures and other events 
are being arranged for. 


Publicity Campaign 
At the present time, much interest is 
being evinced by all in the profession 
in the national publicity campaign 
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which the association is carrying on in 
the principal magazines of heavy na- 
tional circulation. Their full page ad 
to the public in the March Munsey’s 
Magazine is, it is now announced, to be 
followed by another page ad in Every- 
body’s Magazine for June. Another full 
page in the Metropolitan Magazine will 
follow that and still other ads will 
continue to be run until the public has 
been made fully aware of the purposes 
of the association and of the value to 
it of having its feet cared for and looked 
after by trained practipedists. 


Philadelphia 


BIG SALES 


Of High Shoes Held at Many Down 
Town Stores 


Many of the down town stores are 
continuing their sensational sales. High 
shoes are being sold for exceptionally 
low prices—in many instances being 
marked much lower than the cost of the 
shoes. These sales are taking place in 
the high grade stores as well as the 
medium grade and neighborhood stores. 


At Geuting’s 


Geuting’s stores introduced the sales 
two weeks ago when one thousand pairs 
of shoes costing $8.75 were offered the 
public at $6.75 per pair. Since then 
this store has repeated several times with 
more good values in both men’s and 
women’s shoes. At the Market Street 
Store a week ago today, a large con- 
signment of women’s shoes covering all 
sizes and widths were offered the public 
from 9 a.m. to 11 a.m. at $4.75 per pair. 
Before 9.30 o’clo¢k the store was filled 
and several hundred people were block- 
ing Market Street, making it necessary 
for traffic officers to keep a way cleared 
for traffic. 


At Other Stores 


Hallahan’s, the Walk-Over Stores, and 
many more of the notable shoe stores 
in the shopping district also offered 
similar bargains, and shoe trade has 
been very good since the first of the 
month. 

LOW SHOES 


Sales Increase in Both Men’s and 
Women’s Models 


The sales of low shoes to both men 
and women are increasing, and the 
different shades of tan are much pre- 
ferred to other leathers. Strap effects 
in slippers are growing more popular 
daily with the women, while the trend 
of men’s preferences is toward the 


broad-toe, perforated and wing tip 
low shoes. 
BIG GALE 


Several Shoe Store Windows on 
Outskirts Blown In 


During the height of the gale which 
accompanied the recent blizzard, several 
shoe store windows were blown in. 
In each instance, the store was located 
on the outskirts of the city proper, and 
the owners, after being notified, quickly 
boarded up their store fronts, prevent- 
ing further damage by the driving sleet 
and snow which accompanied the wind. 


STYLE QUESTIONNAIRE 


Prepared by George Geuting, Chair- 
man Men’s Style Committee 

George Geuting, Chairman of the 
Men’s Style Committee, is preparing 
a questionnaire to be sent to members 
of his committee and one hundred of 
the retail shoe merchants of the 
United States to learn their opinions of 
the style program as already laid out, 
and if they consider any changes neces- 
sary. 

Many of Philadelphia’s leading re- 
tail shoe merchants who left this city 
attended the State convention at 
Harrisburg. Reports from these men 
are that the convention was bigger 
and better than ever, the exhibit spaces 
more numerous and interesting, and 
the program particularly well laid out 
and worth while. 


OFFICIAL BULLETIN 


Free Distribution to Be Limited to 
Firm Members 


Secretary Commissioner Mirkil has 
announced that in the future the free 
distribution of the Official Bulletin and 
special bulletins will be limited to firm 
members of the National Association. 
As his reason for this, he states that for 
two years, in order to familiarize retail 
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shoe merchants everywhere with the 
advantages of National Association, 
the Bulletin has been mailed regularly 
each month to more than 5,000 af- 
filiated members. This has been a 
costly service for headquarters, and in 
fairness to the firm members of the 
N. S. R. A., whose larger amount of 
dues have paid for this service, it has 
become necessary to limit the free 
mailing list to firm members only. The 
high cost of printing forbids any other 
course, much as headquarters regrets 
the decision. : 


Individual Members 

Obviously members of State and local 
associations, affiliated with the National 
on the per capita basis of $1 a year, 
should become individual members of 
the National and participate upon an 
equal basis, with a vote on National 
affairs, in all forms of headquarter 
service. 

An Alternate 

As an alternate to firm membership 
and a free copy of the Bulletin head- 
quarters will take annual subscriptions 
on a basis of $1 per calendar year, 
payable in advance. This is a nominal 
charge, but if enough of the affiliated 
membership want the Bulletin on this 
basis, it will help considerably to reduce 
the cost per capita. 


ASSOCIATION NEWS 


Many New Members—All Merchants 
Enthuse Over Convention 

The ranks of the Pennsylvania Shoe 
Retailers’ Association are swelling rapid- 
ly, as a number of retail merchants have 
been enrolled during the past month. 
All retail merchants, not already 
members, are advised to get in line 
and join the association. 

Over one hundred Philadelphia re- 
tail shoe merchants attended the State 
Convention at Harrisburg, and all 
are loud in their praise of the finest and 
biggest convention ever staged by the 
association. 


THE RUBBER SITUATION 


A Scarcity on Account of Prolonged 
Bad Weather 

Rubber goods are becoming some- 
what of a scarcity among retail stocks as 
a result of the prolonged bad weather. 
In this line of merchandise virtually 
every merchant in the city reports a 
record breaking season and the demand 
is still very strong. 


PHILADELPHIA BRIEFS 


Regarding Messrs. Strumpf, Gar- | 
man, Cleres and Al Forster 
President Dave Strumpf has one of 

the handsomest window displays in 

















IN STOCK 


UNBRANDED 
or stamped MARION 


305X 


Brogue Last, Mahog- 
any Grain, A to D 
widths. Exceptional 
value at 


This high class 
Brogue—the hit 
at recent con- 
ventions 


MARION SAOE CO. 
Marion.Ind. 
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town. It is well worth walking up- 
town to see. 

He has received a brief note from 
his friend Meyer—‘“‘Speaking of cheap 
shoes, what we want is cheap ice; we 
have plenty of cheap skates.” 

Al Forster, the Manayunk retail 
merchant, predicts “big doings” in the 


BOOT AND SHOE RECORDER 


shoe game for the coming Spring and 
Summer. 

George Garman, “the biggest retail 
merchant in town,” is featuring men’s 
Fit-rite and Walk-rite shoes. ° 

Charles Cleres is another of the happy 
retail merchants who are finding busi- 
ness very good. 


Boston » 


OPTIMISTIC TONE 


Noted in Retail, Wholesale and 
Shoe Manufacturing Trade 


The good weather of the past week 
has had the effect of a tonic to the shoe 
industry. At the stores, many shoes for 
Spring have been purchased; at the 
wholesale houses, numerous orders have 
been received from the retail shoe 
merchants; while the shoe factories have 
already received orders from those sales- 
men who have but recently departed for 
their territories—and these orders have 
been accompanied by optimistic letters 
regarding the conditions of the sections 
visited. 

The tie-up on shipments which was 
the occasion of so much trouble to the 
retail shoe merchants during the period 
of two or three weeks ago has been 
overcome—goods are now being received 
at the stores on time. 

Fashion Week of March 8-13 stim- 
ulated business in the retail stores; in 
fact this seemed to be signal for Spring 
buying in earnest. A big Easter busi- 
ness is anticipated both on street and 
party shoes for men and women. 


AT FILENE’S 


Steady Seasonal Business in Low 
Cuts Is Noted 


The Spring season at the store of 
Wm. Filene’s Sons’ Co. has started 
with a big demand for slippers and 
pumps, built on sensible lasts. They 
have a large supply of French boots on 
hand but feel, like everyone else, that 
the demand for these will last only a 
short while and then work itself out, 
as they do not appeal to the average 
American woman. 


AT THAYER MecNEIL’S 


Slippers and -Pumps Are in Big 
Demand 


Some French slippers are featured in 
small quantities but the buying has 
been along regular lines, as in former 
seasons. This store has a splendid ex- 
hibition of sport shoes which is at- 
tracting very much attention and will 
no doubt have a big sale. 





AT HOVEY’S 


The Spring Trade Just Beginning 
to Come 


The trade from the suburbs, upon 
which C. F. Hovey Company’s shoe de- 
partment relies more or less, has not 
as yet begun to come in volume but 
this store anticipates a bigger business 
during the next few weeks. French 
boots are not at all in favor at this 
store. 

AT ESART’S 


Men’s Cordovan Brogues Selling 
Very Heavy 


Johnson & Murphy and Banister 
cordovan brogues are very popular at 
J. L. Esart Co., men’s shoe store, 46 
Boylston Street. The only trouble 
which it has is in not being able to 
supply the demand which has_ been 
unusually heavy this year. These 
brogues are particularly attractive and 
sell around $22.00, but the price doesn’t 
seem to lessen the sale of them in any 
way. 

AT SHEPARD’S 


Fair Weather Brings Out Suburban 
Buyers 


This week has been unusually good 
at the shoe department of Shepard- 
Norwell Co., and the fair weather, 
which will no doubt continue for the 
next few weeks, will bring in suburban 


buyers, upon whom they rely more or . 


less for their business. French boots 
are conspicuous by their absence. 


FOREIGN BUYERS 


Chandos Bridges, John H. Raven 
and Erico Rollier 


Chandos Bridges, Munt Bros. & Co., 
London importers of American sole and 
upper leather, and a partner of the 
firm, was at the Copley-Plaza Hotel 
the past week. Mr. Bridges is a fre- 
quent visitor and well known here. 

John H. Raven, sole and upper 
leather factor of Leicester, England, is 
at the Hotel Touraine. This is Mr. 
Raven’s second visit to the States. 

Erico Rollier, of Alberto Rollier & 
Co., leading leather merchnts of Milan, 
Italy, arrived in New York on the 


Baltic. He can be addressed at “‘Hide 
and Leather,” 207 Essex Street, Boston. 


BOSTON SHOE SALESMEN 


Planning to Hold Ball on Evening 
of April 5 


The Boston Shoe Salesmen’s Associa- 
tion will, on April 5, hold their after- 
Easter ball at Convention Hall, Gar- 
rison Street. Merchants throughout 
the city are very much interested in 
this: affair and are working with the 
salesmen to make it an unqualified 
success. 


ON WESTERN TRIP 


Cc. F. -Alles, Sales Manager for 
Standard Kid Manufacturing Com- 
pany 

C. F. Alles, sales manager for the 
Standard Kid Manufacturing Com- 
pany, left Boston on Monday morning 
for a week at the Wilmington factories 
of his company. From that point he 
will take a Western trip, returning to 
Boston early in April. 


AT TANNERS’ COUNCIL 


Interesting Articles on Hides, Skins 
and Side Leather 


The Foreign Trade Bureau of the Tan- 
ners’ Council is in receipt, by courtesy 
of the Bureau of Foreign and Domestic 
Commerce, of articles on the following 
subjects: ‘American Leather in the 
French Market,”’ “‘Market for American 
Leather in Bulgaria,” ‘‘Exportation of 
Hides and Skins from Burma.” In 
view of the fact that these articles are 
too long to be published in the weekly 
Letter the Tanners’ Council ask the 
Boston members interested in any or all 
of these to make written application fo 
them to this office, 10 High Street, from 
whence they will be very glad to furnish 
them. 


Pennsylvania Business 


* Change 
Replogle’s Big Shoe Store at Altoona 
Sold Out 


L. E. Nesselson, proprietor of the 
Replogle’s Big Shoe Store at Altoona, 
Pa., sold out his complete stock of shoes 
and rubbers to “The Shoe Market,” 
last week. Mr. Nesselson expects to 
enter in the wholesale shoes in Altoona. 

Previous to the purchase of the L. Z. 
Replogle & Co. store, Mr. Nesselson 
was connected with Nesselson Brothers, 
Johnstown, Pa., in the wholesale hat 
and cap business. Mr. Nesselson has 
had about 18 years’ experience selling 
shoes. With his reputation and ac- 
quaintance through the State, he looks 
forward to a successful business. 


153 








| 












eevee 


COSCO BSEE 


SSPOSESHESOCEOESSESEE SESE 


. 
. 
i\ 
. 
e 
+ 
e|| 
ol 
e 
oO 
e 
. 
7 
‘ 
e 





We are presenting the Fall line—our repre- 
sentatives are on the road. 


Back of this new presentation is the intensive 
study of style and craftsmanship that has 
identified the Lindner product with the best 
retail trade the country over. 


The Lindner line of welts and turns is made to 
meet the requirements of fashionable women 
in assured and new styles each season. Per- 
haps in no presentation is this condition more 
strongly accented than in thé new Fall 
samples. 
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Brockton 


SALESMEN ON ROAD 


With New Styles—Leathers Show 
Much Progress 


Salesmen for the leading factories are 
out with Fall samples. Some sizable 
orders are being placed either for future 
or immediate delivery. New styles 
have been added to the lines. Leathers 
show constant progress in the tanning 
industry. 

Years ago no one would have thought 
it possible to produce such attractive 
shades. It is now a regular practice to 
give retail merchants a choice of several 
kinds of leather, using the last for the 
shoes which appeals strongest to him 
from the many lasts shown. 


ERA OF EXPANSION 


Many Positions for Capable Opera- 
tives and Clerks 


The expansion of the shoe industry in 
this city is making many good places 
for capable shoe makers. Men for 
clerical positions are likewise sought. 
Brockton has always been a busy city, 
but there is every prospect of its adding 
much to its reputation in this respect 
astime advances. — 


MOTOR TRUCKS 


Meet Emergencies of Bad Weather 
—Sun Clearing Up Things 


Motor trucks have demonstrated 
their ability to meet emergencies dur- 
ing the stiff weather of the Winter now 


nearly closed. Without these auxil- 
iaries to industrial progress Brockton 
factories would have. been worse off 
than was the case. There were days 
when shipments were impossible, as the 
railroads were refusing freight, except 
perishable stuff. Motor trucks took 
loads clear through to Boston. 

Under the warm rays of the sun, high- 
ways and byways are rapidly being 
freed from the accumulations of snow, 
which so seriously prevented the speedy 
shipments which Brockton factories try 
to maintain. 


CATALOGUES READY 


Publicity Departments of Local 
Shoe Factories Busy 


The publicity departments of the 
local factories aré busy places these 
days. Attractive samples of the print- 
ing art are coming from the presses, all 
ready to mail to the thousands of mer- 
chants whose names are on file in the 
factory offices. 

It was expected that these catalogues 
of Spring and Summer stock styles 
would be out weeks ago, but printers 
have their troubles and cannot be 
blamed for the contingencies which in- 
variably arise at a most critical stage of 
a job. 

Many of the catalogues show shoes in 
actual colors and with their wealth of 
information about buying and _ ship- 
ping, they should be found most useful 
aids to buyers. 


Haverhill 


RETAIL MERCHANTS CAUTIOUS 


Little Volume Buying for Fall— 
Spring Stock Business Active 


Reports from many of the salesmen of 
Haverhill concerns, who have been in 
their territories long enough to feel 
the pulse of conditions, show that the 
average merchant is carrying over 
quite a few boots from last Fall. This 
surplus stock is due to several reasons; 
late shipments, unusual weather con- 
ditions and a growing tendency for 
oxfords and spats. 

It is reported that not a few mer- 
chants are laboring under the perhaps 
false illusion that prices for Fall will 
see a substantial decline and are holding 
off on the placement of the bulk of their 
business. This condition may lead 
to a late scrambling for Fall deliveries, 
which will result in disappointment to 
many who have put off, until the last 


minute, their buying and then expect 
quick shipments. 

On the other hand, Spring business 
from concerns carrying stock is very 
brisk and the last few days of warm 
weather make the Easter opening 
more auspicious than it was ten days 
ago. 


WEATHER—TRANSPORTATION 


The Conditions Are Improving— 
Everyone Is Optimistic 


Manufacturers, without exception, 
claim that the month of February was 
the worst month, from a production 
and shipping standpoint, that they ever 
witnessed. The freight and express 
embargoes necessitated by the com- 
plete tying up of the Boston & Maine 
Railroad and the impassable roads, 
which made shipping by truck far from 
feasible, together with the shortage of 
coal, all had their part in nearly crip- 


BOOT AND SHOE RECORDER 155 


pling the industry not only of shoes 
but of kindred materials situated in 
Haverhill and the vicinity. Conditions 
have improved very materially the past 
week and everybody has a new note of 
optimism that only warm days and 
fast disappearing snowbanks create. 


INCREASED PRODUCTION 


At Farber Shoe Company Factory, 
73 Wingate Street 
Farber Shoe Company, 73 Wingate 
Street, in this city is substantially 
increasing its production and is occupy- 
ing the space recently vacated by the 
Sumner Counter Company. The Far- 
ber Shoe Company has witnessed a 
phenomenal growth in its business the 
past few years and produces one of the 
most up-to-date lines of shoesin Haver- 
hill. Max Farber is a member of the 
Board of Directors of the Atlantic Shoe 
& Slipper Corporation of Boston, a 
wholesale house which handles women’s 
high grade in-stock specialties. 


NEW FACTORY 


To Be Occupied Soon by E. A. & M. 
C. Witherell 

This concern, manufacturer of wom- 
en’s fine turn shoes, is soon to occupy 
its new factory on Essex Street, which 
is fast being made ready for them. The 
United ‘Shoe Machinery Company has 
already started equipping its plant and 
this will be ready for operation within 
a few.weeks. The daily output of 


’ the new factory will be in the vicinity of 


a thousand pairs a day. Edward A. 
Witherell and his son, Morton C. 
Witherell, are the principal members of 
the new firm, both being prominent 
figures in the Haverhill shoe industry 
and formerly connected with Witherell 
& Dobbins. 


NEW BOUDOIR SLIPPERS 


Manufactured by the Hammond 
Shoe Company 

The Hammond Shoe Company of 
7 Fleet Street, this city, is making a 
specialty line of strictly high grade 
ballet slippers in women’s, misses’ and 
children’s sizes. These are made in all 
colors of leather and in brocades. They 
are built over a new patented last that 
has met with the favor of those mem- 
bers of the trade who have had an op- 
portunity to inspect it. 


IN FULL OPERATION 


Is Marlboro Factory of Cooper- 
Liberty-Thompson Co. 

The Marlboro factory of the Cooper- 
Liberty-Thompson Company has start- 
ed under capacity production. This 
concern will employ between 200 and 
300 hands. 
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Cineinnati 


PRICES SLIGHTLY HIGHER 


Feeling of Optimism Among Cin- 
cinnati Manufacturers 


Prices placed on the high-grade foot- 
wear of this market for next Fall de- 
livery are higher on the whole. This 
of course was anticipated. The medium 
grades show very little change and, in 
a few instances, slight reductions have 
been found in the cheaper grades. 

A feeling of optimism prevails among 
the local manufacturers and this is in a 
measure evidenced by the fact that 
many of them did not deem it neces- 
sary to have their traveling salesmen 
in their respective territories earlier 
than usual. Sales managers are already 
reporting the receipt of substantial 
orders for Fall. 


SHOE AND LEATHER CLUB 


Many Improvements Planned— 
Buffet Lunch a Feature 


The last meeting of the Shoe and 
Leather Club at the clubrooms was 
signalized by the presentation from the 
Board of Governors of a comprehensive 
program for general improvement in 
the operation of the club and also con- 
siderable remodeling of the clubrooms, 
chief among which was the addition of 
a buffet luncheon for the benefit of the 
members and their friends. President 
Charles L. Rupp appointed the various 
new committees for the current year. 
A record of these committees has not 
been given out as yet. Further action 
of the club at this meeting was the 
election of George T. Hipple to honorary 
membership. Mr. Hipple for years has 
been active in this market, and in spite 
of his age is still in touch with the shoe 
business through his association with 
the Smith Kasson Company. 


CHARLES Y. SHELDON DIES 


Active in Leather and Findings 


Business 


Many in the trade will read with pro- 
found sorrow of the death of Charles Y. 
Sheldon, which occurred last week at 
Los Angeles. Mr. Sheldon was active 
in the leather and findings business of 
this city for more than twenty years. 
A few months ago he went to Los 
Angeles for his health. He is survived 
by his wife: The body was taken to 
Chicago for burial. 


CINCINNATI BRIEFS 


News of Manufacturing Executives 
and Others 


After having been absent from his 
desk for a few days because of illness. 





Stanley Duttenhofer, advertising man- 
ager of the Val Duttenhofer Sons Com- 
pany, left last week for French Lick 
Springs, French Lick, Ind., for a short 
stay. 

John Duttenhofer, president of the 
same company, will leave for the East 
within a few days, for the purpose of 
studying conditions in that‘section of 
the country. 

E. K. Woodrow, sales manager of the 
Krohn-Fechheimer Company, is back 
at his desk after a few weeks of confine- 
ment to his bed with the influenza. 

F. X. Owens, president of the Manss 
Owens Shoe Company, left this week 
for New York and other points in the 
East. The Manss Owens sales force 
has been out since the first week in 
March, and thus far orders for Fall 
have come in in a gratifying manner. 


FIFTIETH ANNIVERSARY 


Of Pohl Shoe Company, 208 East 
Fifth Street 


Monday, March 1, marked the 
fiftieth anniversary of the oldest retail 
shoe store in Cincinnati, the Pohl Shoe 
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Company, 208 East Fifth Street. The 
picture shown is that of H. William 
Pohl, owner of the Pohl Shoe Company. 
Mr. Pohl is sixty-nine years of age and 
is now retired. In honor of his fiftieth 


business birthday, he gave an elaborate 
dinner to all of his employes last Mon- 
day evening. Mr. Pohl is also the 
owner of the Walk-Over shoe store on 








157 


Vine Street, it having been in existence 
for nineteen years. The Fifth Street 
store is now managed by A. Baumer, 
and the Vine Street store by Charles 
Hardebeck. 


Stock Department Moves 


A. J. Bates Company Changes 
Chicago Location 


Owing to increase in business, the 
A. J. Bates Company has moved its 
Chicago In-Stock Department from 328 





West Monroe Street to the building 
shown above, at 33 South Wells Street, 
in the center of Chicago’s shoe district. 
The entire building has been taken. 


To Increase Capital 


B. F. Goodrich Company Directors 
Propose $30,000,000 Note Issue 


Stockholders of the B. F. Goodrich 
Company have been called into a special 
meeting on March 10 to act on the 
recommendation of its directors to in- 
crease the company’s capital stock by 
the issuance of $30,000,000 of five-year 
7 per cent convertible gold notes, con- 
vertible into common stock at 80. 


Purchase of the company’s stock by 
its employes is recommended by the 
directors, and some of the new stock, 
will be placed at the disposal of th 
emp!oyes. 
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Fine Shoes for Men and Women 


STOCK NO. 400 


Lorraine Last, Dark Mahogany Calf Circular 
Oxford, Perforated Vamp and Lace Stay, 
Imitation Tip, Six Small Invisible 
Eyelets, 154 Inch Heel. 
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SIZES: 
AAA, 5-8%; AA, 4%-8 
A, 4-8; B, C and D, 3-8. 


Whitman & Keith Company @S Whitman 


Designers and Makers of Men’s and Women’s Fine Shoes SSPEC/AL-, 


Brockton, Mass. * igh Grade Shoe ~3) 


Chicago San Francisco 
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“STATE 0’ MAINE” 
SHEEPSKINS 


Mr. Retailer 


You can save the jobber’s profit 
Natural Color Maximum Strength by buying direct from us. 
Thoroughly tanned in pure hemlock bark. 
Selected in standard grades for weight and 


quality. 


Besse Osborn & Godel 


INCORPORATED 





Sheepskin Tanners 





51 South Street 
Boston, Mass., U. S. A. 








Black Boudoir $1.50 
Red Boudoir $1.65 
Less 2% 10 days—Net 30 


36 pair case lots only. Orders filled day 
received. Satisfaction guaranteed. 


THE CONSOLIDATED SLIPPER CO. 
HAVERHILL, MASS. 
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Satisfy the demands of women buyers 
who are particular about STYLE and 
QUALITY—vet are willing to pay only a 
MODERATE PRICE for their footwear. 


Feature M-C shoes for women. 


The ‘trade you acquire and keep will 
pleasantly surprise you by its steady— 
healthy—consistent growth. 


MITCHELL-CAUNT CO. 


Factories - LYNN, MASS. Boston Office - 72 LINCOLN ST. 
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It’s a Case of Love at First Sight 


when your customers see 
shoes made of 


ROVILLA KID 


Whether you cater to men, women or children—you 
must have shoes made of Novilla Kid to complete 
your stock, 


Shoes made of Novilla Kid do not scuff. They are dyed all-the- 
way-through—take and retain a wonderful polish. 


Novilla Kid is made from mature calf skins and young cow 
sides. It is tanned, colored and finished precisely like the finest 
glazed kid—but holds its shape better—stands harder and longer 
wear—and is just as stylish and comfortable. 


All the best known manufacturers 
make shoes from Novilla Kid in 
Turns, Welts and McKays. Be sure 
to see them before you buy again. 


Write us today for full 
particulars 


CASTLE KID CO. INC. 
Originators and Makers 
CAMDEN,N.J. 
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Dullness Continues 


Little Trading---Shoe Manufacturers Wait for New 
Orders Before Stocking Up---Tanners Slow 
in Purchase of Hides | 


Trading in upper leather continues 
quiet. Tanners are willing to shade 
prices to some extent on numerous 
grades of upper leather, but the season 
is very backward and reports from sales- 
men on the road are not sufficient yet 
to indicate what the season is going to 
be. The feeling of uncertainty which 
exists tends to hold up orders. Trans- 
portation has not yet resumed a normal 
state and deliveries of Spring and 
Summer goods are behind what they 
would be normally. The Eastern shoe 
factory centers are quiet, and many of 
them are reported to be operating on a 
hand-to-mouth basis for leather. Sales- 
men on the road have been more suc- 
cessful with the brogue shoe styles than 
others, and it is evident that there will 
be a strong demand for leathers going 
into all types of brogue footwear, both 
high and low cuts. 

Many factories are short of their usual 
supplies of leather, attributable more to 
the lack of transportation facilities than 
unwillingness to buy. When renewed 
buying sets in in earnest, leather values 
may stiffen, although some good bar- 
gains could be made at the present 
time. One factor which will impart 
some life to the leather situation is 
the rapid approach of many buyers 
from abroad, while leather is still going 
out of the country on old contracts. 
It is understood that these large sup- 
plies have been pretty well cut up in 
foreign countries, and during the next 
six months more leather will probably 
be contracted for in this country by 
foreign buyers. 


Upper Leather Situation 


Business in calfskin leather has been 
very quiet the past week, but there 
have been some inquiries as to prices by 





those who know they must stock up 
before long. The slump in the raw skin 
market has been the topic of much dis- 
cussion, although this is the normal 
time of the year for such a slump and 
the skins taken off are in the poorest 
condition. The finished leather is still 
maintaining a high level, although not 
up to that of a few months ago. - Best 
grades of colors for men’s shoes are 
quoted at from $1.20 per foot to $1.35. 
Lower selections run down to $1.00 or 
less. Black calfskin leather is quoted 
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at about 5c per foot less. The call for 
suede calfskin is better, with the top 
selections bringing up as high as $1.50 
and running down in price according 
to selection. Some concessions have 
been made in the West, it is understood, 
to force trading. 


Side Leather 


The same quietness has extended to 
side leather and prices range all the 
way from 40c up to 75c, with the best 
selections of colors and buck running 
up well over $1.00 per foot. White 
buck is quoted at $1.15 per foot for 
the best grades. The call is strong for 
elk which brings 45c to 60c per foot; 
glazed horse 65c to 70c in colors and 
50c to 65c for blacks. There is an 
active demand for horse butts. 


(Continued on page 165) 


CURRENT LEATHER AND HIDE MARKET QUOTATIONS 


Prices Under 1919 Are for the Corresponding Week with This Year 
Sole Leather 


Hemlock sole, heavy, No.1............. 
Hemlock sole, seconds, mid ............. 
Oakt sole, Wo. Dhends. ....0.... 0 60s 5e eee’ 
Oak sole, No. 1 backs, all weights......... 
SE EET 
NS RETA SEE, AE 
Offal, hemlock heads.................... 
Offal, hemlock bellies................... 
Offal, hemlock shoulders...................- 


Union offal, heads... . 


Oak offal, heads.......... 1 BOOS OIE. 


Chrome, S. A. dry hide, 7 4 to 10 iron sides.... 
Chrome, green hide, 6 to 8 iron sides...... 


1910 1919 1920 
Cents per pound 
Bry, 25@26 56@57 56@ 58 
se 23 @24 54@55 54@ 56 
...  45@— 85@92 1.05@1.20 
... 483@— 80@85 95@1.00 
...  $3@35 ~ 84@85 88@ 90 
ists 80@83 90@ 92 
vA 17@18 1I6@ — 
Ra? 23 @25 20@ 22 
38@40 36@ 37 
cates 24@25 21@. 22 
tees 27@28 25@ 27 
Cents per foot 
43@50 60@ 65 
bias —@50 —@ 60 


Upper leather quotations are not given, owing to the wide range of prices which 


depend on quality, grade and selection. 


Hides and Skins 


Heavy native steers... 
Heavy native cows.. 


Chicago City calfskins........ 


Peo PM roc BR oink Up eicb eres cts 


1911 1919 1920 
Cents per pound 
— @13 28@29 38 @39 
.... 12 @12% 25 @26 35 @38 
... 10 @10% 19@20 21 @27 
.... 15%@16 35@50 50 @70 
_. wo. oe 37@39 454 @46 
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Built to Bear the Brunt 
of Outdoor Work 


“U. S.” Bootees Set the Pace for Plus Business 


TWEAR is the foundation of all outdoor labor. Upon its service 
depends the comfort, health and efficiency of the worker. 


Dealers who know the demands placed on rubber footwear by this great class» 
realize more and more the appeal of the “U. S.” Bootee.e WHY? 


1. It has the lightweight comfort of a 3. It is a laced rubber shoe, yet abso- 
shoe, combined with the protection of a boot. lutely watertight. 


2. It fits smoothly over socks like a 4. Its sole consists of heavy layers of the 
leather shoe, and gives perfect freedom of ~ best rubber and every point of strain is 
movement. reinforced. 


These selling points coupled with our coast-to-coast 
advertising mean real results. 


United States Rubber Company 
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er Footwear 


The Market Situation - Prices and 
Style Information - Trade Notes 
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Increasing Demand 


Rubber Footwear of All Kinds Approaching Record 
Production---All Storm Stocks Reduced 


More favorable weather conditions 
have affected the trade within the last 
ffew days. Much of the snow and ice 
have been washed away, at least in the 
large cities, and factories are able to 
operate on better schedule. Provided 
enough help can be secured, it bids fair 
to be the largest rubber year in history. 
‘The feature of the year just closed was 
the great demand for crude rubber, es- 
pecially since June, and the prospects 
are that this will be kept up through 
1920 and for some years to come. 
‘There is a largely increased call for 
rubber outside of the boot and shoe 
trade. The total new supply of rubber 
of all kinds for 1919 was about 334,- 
000 tons and the stocks of plantation 
rubber held in addition are large. The 
supply of Central Americans and other 
wild rubbers has been small by com- 
parison. 

The rubber mill settlements used to 
be composed of a sort of cheap tene- 
ments, with poor living conditions and 
unwholesome factory buildings. Today 
the working conditions have been so 
improved that mill life is an entirely 
different proposition. Factories are 
laid out, equipped with the most modern 
and sanitary appliances to insure health, 
and naturally efficiency follows. Much 
money has been expended in providing 
hospitals and recreation rooms and 
grounds, as well equipped as many 
modern clubhouses. 

The sanitary arrangements are such 
that the average person is fully as well 
off at this employment as at home. 
Everything has been done to make the 
conditions of the help agreeable as 
well as profitable. What more can 


reasonable men or women expect and . 


ask for while engaged in earning their 
livelihood? 

There is reason to suppose that there 
will be the largest demand in history 


for rubber footwear of all descriptions 
this year. To begin with, the stores are 
cleaned out of supplies. Because of the 
terribly severe Winter stocks are de- 
pleted most everywhere. This also 
applies to wholesalers’ and manu- 
facturers’ warehouses. Then again 
there is what might be termed a new 
departure in rubber footwear for all 
kinds of athletic purposes and out-of- 
door and indoor sports. This in itself 
would have insured a much. larger 
rubber business. 

The up-to-date retail shoe store or 
department will be likely to feature this 
class of footwear much more than in the 
past. Formerly the rubber business 
end of the store was, in a way, kept 
out of sight, but hereafter the wide- 
awake merchant will be looking to the 
needs of his customers as regards storm 
and athletic footwear. This all means 
a bigger demand upon already busy 
factories. Another feature of the situa- 
tion is that the price of rubber goods is 
easily within the scope of the pocket- 
book of the masses, which is important 
in these days of high costs. 


CRUDE RUBBER 


Quiet Market, with Not Much In- 
terest in Buying 


The market has continued rather 
quiet on plantation rubber. During 
the early part of the week there was 
some activity, but the rising sterling 
exchange gave a strength to the tone 
and prices. Manufacturers and mer- 
chants do not show much disposition to 
buy and the business transacted was 
mostly in small lots. The speculative 
influence seemed to be dormant. The 
market closed steady at 47c for ribbed 
smoked sheets for spot and near by; 
4834c for April; 4914c for April-May; 
50%c for July-September and 5lc for 
the last half of the year’s arrival. 
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Paras remain quiet and prices held at 
quotations below. There is small de- 
mand for centrals. 

First latex pale crepe 

Smoked sheets............... 


Upriver fine para 
Upriver coarse. .............. 
Island coarse...,.....9....... 


Scrap Rubber 


Prices were weakened somewhat 
with reclaimers out of the market. 
There has been trouble over deliveries, 
owing to freight tie-ups, and the rail- 
roads have accepted little but carload 
lots. It is expected that there will be a 
large collection of shoes and rubbers 
this Spring, which will have some in- 
fluence on prices which are quoted as 
follows: 

Boots and shoes 
Arctics, trimmed 
Arctics, untrimmed 


TROTKH 


Hood Rubber Products Company, 
Inc. 


The Hood Rubber Company, Water- 
town, Mass., which has formerly sold 
its products, both footwear and tires, 
direct to manufacturers, merchants and 
jobbers and through subsidiary selling 
companies, has organized a new corpora- 
tion, the Hood Rubber Products Com- 
pany, Inc., under the laws of Massa- 
chusetts, with a capital of $1,000,000 
preferred and $500,000 common stock, 
to take over the sale and distribution of 
its products. To the new company will 
be transferred all the business and 
assets of the former _ subsidiaries, 
namely: Hood Tire Company, Inc., 
Watertown, Mass.; Pilgrim Rubber 
Footwear Company; Boston, Mass.; 
Pioneer Rubber Shoe Company, Min- 
neapolis, Minn.; Dearborn Rubber 
Company, Chicago, Ill; Iowa Rubber 
Shoe Company, Davenport, Iowa; 
Southwest Rubber Footwear Company, 
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Kansas City,’Mo.;" Capital City Rub- 
ber Company, Columbus, O.; Grand 
Rapids Shoe & Rubber Company, 
Grand] Rapids, Mich. 

The Hood Rubber Company retains 
all the common stock of the new com- 
pany, and until February 3, 1920, 
offered the preferred stock first to its 
own stockholders. The directors of the 
Hood Rubber Products Company, Inc., 
include the directors of the Hood Rub- 
ber Company, and the officers are: 
President, Frederic C. Hood; vice- 
presidents, Francis S. Dane and Edward 
I. Aldrich; treasurer, Erle A. Bishop; 
assistant treasurers, Francis S. Dane 
and Thomas H. Burton; _ general 
manager, William W. Duncan. The 
sales for 1918 and 1919 amounted to 
$25,000,000 each year, and a substantial 
increase on this sum is expected in 1920. 





THE LEATHER MARKET 
(Concluded from page 161) 


Outlook for Glazed Kid 


One of the largest manufacturers of 
glazed kid, whose leather is extensively 
advertised in the trade magazines as 
well as those reaching the general pub- 
lic, had the following to say as regards 
the outlook for the glazed kid market: 

“The demand for glazed kid is still 
slow, for the present, although there 
seems to be a stronger feeling during 
the past two weeks than existed during 
the month of February. 

“The good grades are in better de- 
mand, but it is probable that there will 
be a return to the medium grades by 
many of the shoe manufacturers who 
heretofore have been using high-grade 
leather. This is due to the prevailing 
impression that there will be a greater 
demand on the part of consumers this 
Fall for medium-grade shoes. 

‘Raw skins at primary points are 
still very high, in spite of the lack of 
interest on the part of buyers. Im- 
mediate spot supplies of raw skins are 
being quoted at less than at primary 
points. However, the supply of these 
is limited, and it looks as if it will take 
but very little buying to absorb this 
floating supply now available. 

“In view of the fact that there are 
very few skins at primary points, and 
that there can be no considerable ac- 
cumulations there, even with little 
business for five or six months, it is not 
unreasonable to expect a firmer market 
just as soon as the available supply in 
this country is exhausted. This sur- 
plus supply should not last, at the most, 
over four to six weeks. 

“The advance in foreign exchange, 
the feeling that the money tension 
should be somewhat easier after this 
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month, together with the improvement 
in the transportation situation, also 
should contribute to this strong tend- 
ency.” 

Patent Leather 


The demand for patent leather con- 
tinues fair, with stock being delivered 
on back orders. Business in this line 
has been held up by labor difficulties 
at the patent leather plants. New 
business is quiet with prices somewhat 
easier. Patent sides are still selling at 
$1.00 to $1.15 per foot for No. 1 leather, 
No. 2 at 95c per foot, No. 3 at 90c and 
No. 4 at 85c. Cheaper grades can be 


. purchased for less money. 


Sheepskin 


The sheepskin market has been 
quiet, in keeping with others. Prices 
have been shaded to some extent to en- 
courage buying. Best grades of ooze 
are quoted at 38c a foot, with medium 
selections 30c to 35c. 


165 ° 


Sole Leather 


The sole leather situation is practi- 
cally unchanged from our last report. 


- Prices of hemlock sole leather are on 


about the same plane as a year ago. 
Oak sole is higher. No. 1 bends are 
still being quoted at $1.10 to $1.20 as 
compared with 85c to 92c per pound a 
year ago. No. 1 backs are quoted at 
95c to $1.00 per pound as against 80c 
to 85c a year ago this week. No. 1 
heavy hemlock is quoted at 56c to 58c 
per pound, as against 56c to 57c this 
week a year ago. Union sole is now 
quoted at 88c to 90c per pound for 
steer hide leather as against 84c to 85c 
the corresponding week last year. 

The sole leather market shows much 
less influence of depression than the 
other branches, although the usual 
large contracts for the season’s supplies 
are slow in placing. There has been 
much difficulty in getting supplies from 
the tanneries owing to the severe 
Winter. 





| MILLER & DAINE STORE. 


* The largest modern buliding in Nebrosko 
occupied exclusively by © depart ment store 





Store of Miller & Paine, Lincoln, Neb., with Which Murray C. French 
Is Connected 


Lincoln Shoe Club 


Recently Organized at Lincoln, 
Neb.—Enthusiastic Meeting Held 


The newly-organized Lincoln Shoe 
Club held an enthusiastic meeting on 
March 10, sixteen being present. There 
was plenty of argument on Fall buying, 
stage lasts, factory retail stores, fair 
price committees and income taxes. 

The retail merchants of Havelock, 
University Place and College View, 
suburbs of Lincoln, were invited to 
join this Club. 

The real discussion of the evening 
was prompted by = recent notice in the 
papers that Indianapolis had succeeded 
in passing an ordinance designed to 


stop out-of-town retail merchants from 
setting up in business for a few days at 
a local hotel and taking as much 
“home-grown” money out of town as 
possible. 

Dues were fixed at $2 per year; all 
dinners and dances to be paid for in- 
dividually but not out of the Club’s 
treasury. 


Change in Position 


Fred T. Thayer, who for the past 
three years has been manager of the 
Newark Shoe Stores at New Haven, 
Conn., has joined the forces of the 
Walk-Over Shoe Shop on Chapel 
Street, New Haven. 
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John kelly's 


| is the prudent buyers‘ 
| yendezvous' for «te th 

in exclusive patterns 
and. the very highest 
degree o 
correctness in artistic 
footwear. 
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Most righth- called 
Those Better Shoes’ 


John Kelly. Inc. 


Koches ter. a gt 


New York City: Roam 105 | Soeten, Building~ 
Church and "Dude se Sts r John C Halliwell 
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A PEDO-PEPTOMIST 


La Coste Evans Is ‘**Foot Fitter’’ 
Ambassador to S. Carolina 


La Coste Evans is exclusive “Foot 
Fitter’”” Ambassador to the. people of 
the Palmetto State. 

Mr. Evans is a ‘‘Pedo-Peptomist,” 
born at charming Cheraw, South Caro- 
lina — a seller and fitter of shoes for 33 
years. Mr. Evans writes: “I have 
been with the Edmonds Shoe Company 











LA COSTE EVANS 


of ‘Quality First Town” only two weeks 
and their leading salesmen all have the 
‘“‘dry grins and shivers” when they think 
of the Evans’ weekly quota dozens 
being chalked up on the sales manager’s 
blackboard. 

“Shoely’—“The Foot Fitter Route.” 


ROSTER OF SALESMEN 


Of Val Duttenhofer Sons Company 
and Territories 

John A. Hack, Ohio and Michigan; 

J. E. Pitts, part of California, Oregon, 

Washington, Colorado (Boulder and 


Traveling, Shoe Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 
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Denver), Montana (Butte and Mis- 
soula); Utah (Ogden and Salt Lake 
City); C. P. Osler, Chicago, Illinois, 
Northern Indiana, Northern [Illinois 
and Milwaukee, Wisconsin; Edward 
Kohlman, New Orleans, Louisiana; 
E. M. Daniels, Kansas, Missouri, 
Chicago, Illinois; C. W. Emmerich, 
Texas; J. L. Frederick, Northwestern 
Ohio, Western Pennsylvania; W. H. 
Thompson, Iowa and part of Nebraska; 
James Straub, all of Delaware, Mary- 
land and West Virginia, Eastern Penn- 
sylvania, Marietta, Ohio; E. H. Rand, 
all of Iowa, Nebraska and Wyoming, 
part of Colorado, Montana, Idaho, 
Oregon, Utah and Washington; J. G. 
Ridout, all of Virginia, North and South 
Carolina; C. C. Robinson, all of Ken- 
tucky and Tennessee, Northern Missis- 
sippi and part of Arkansas; Charles L. 
Smith, Cleveland, Ohio, Detroit, Michi- 
gan, Pittsburgh, and Philadelphia, and 
Columbus, Ohio; W. T. Shipley, Ala- 
bama, Georgia and Florida; J. A. 
Cameron, Los Angeles, California, and 
Arizona; Jesse MacDonald, Cincinnati, 
Ohio, and Covington, Kentucky; E. E. 
Evans, all of Michigan and part of 
Illinois and a few towns in Indiana; I. 
Kohlman, all of Louisiana, and Southern 
Mississippi; Michael Murray, St. Louis, 
Missouri; A. M. Figenbaum, Minnesota 
and North and South Dakota; Charles 
Mulvihill, Ohio. 


LINDNER MEN 


Charles Cook and the Messrs. Wat- 
son in Their Territories 


Charles E. Cook of the Lindner Shoe 
Company, who covers the Coast from 
Los Angeles, has his samples for the 
Fall and has gone out. He covers all 
of the West from Denver, but has added 
Texas and Oklahoma as new territory 
to his line. 

F. C. and W. W. Watson are cover- 
ing the South and started on Sunday. 
This is the first trip that W. W. Watson 
has made. They are enthusiastic about 
the line to which three new lasts have 
been added: one a very good brogue; 
one a half low heel and the other an 18-8 
34-inch vamp dress model. 


Etro 


ON THE ROAD 


Carl L. Davis to Travel for Holters 
Company 


The Walk-Over Store in New Orleans 
loses the services of one of its most 
valued employes when Carl L. Davis, 
formerly manager of its Women’s De- 
partment, leaves to engage with the 
Holters Company of Cincinnati, Ohio. 

Mr. Davis was very popular. The 
boys presented him with a gold pencil 


CARL L. DAVIS 


To travel Nebraska, Missouri and 
Kansas for the Holters Company 


with which to write his orders. He will 
cover Missouri, Kansas and Nebraska. 


OUT OF HARRISBURG 


Gray, Sirine, and Weinstein for 
Kuhn, Pavord, Wilks Shoe 
Company 


E. A. Gray, formerly of Gray & 
Strauss, Philadelphia, is taking out on 
the road the line of misses’ and chil- 
dren’s shoes of Kuhn, Pavord, Wilks 
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ALIVE to the SITUATION. 
INCREASED PRODUCTION is generally con- 
ceded to be the ONLY SOLUTION of 

the H. C. L. PROBLEM. 
WE WANT THE WOMEN of AMERICA to be WELL 
SUPPLIED with PLANT PROCESS SHOES; 


in a word, WE WANT TO GIVE THEM 
WHAT they want WHEN they want it. 


A CONSIDERABLE ADDITION is now being 
erected to OUR FACTORY in MANCHESTER, 
which will give us LARGELY INCREASED 
FACILITIES. 


A MORE STRICT UNIFORMITY of PRODUCT, and a 
STILL BETTER SERVICE to OUR CUSTOMERS 
the coming season is HEREBY ASSURED. 


MANCHESTER, NEW HAMPSHIRE 
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Shoe Company of Harrisburg, and will 
present this line in Pennsylvania and 
Southern Jersey, making his head- 
quarters in Philadelphia. 

A. H. Sirine, who covers the trade for 
the concern in New York, Baltimore, 
and Washington, attended the conven- 
tion of the Pennsylvania Shoe Retailers’ 
Association at Harrisburg, and was in 
charge of the display that the house 
made there. He is now leaving with 
the new Fall sample line for his territory. 

Harry E. Weinstein is also an addi- 
tion to the sales force of this concern 
and is about to show the Fall samples 
to his trade in New England, especially 
Connecticut and Massachusetts, opera- 
ting from his headquarters in Hartford. 


Now with Merchants’ Shoe Com- 
pany 

William A. Brown, until recently 

women’s shoe buyer for Bottey’s Boot 

Shop of Hartford, Conn., is now travel- 
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W. A. BROWN 


ing Western Connecticut and New 
York State for the Merchants’ Shoe 
Company, Ltd., of Boston. Mr. Brown 
reports that business is excéptionally 
good. 


MARSHALL MEN ON ROAD 


Showing Over One Hundred Fall 
Styles in Men’s Welts 


Marshall men have been making 
ready for the “get away” that will 
mean their appearance before long 
among the retail trade in many parts 
of the country. 

B. M. Brewer will cover New York 
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City, Baltimore, Washington and large 
cities of West Virginia and Pennsyl- 
vania. 

Charles O. Miller will see that busi- 
ness in New England and the larger 
towns on the New York Central from 
Albany to Chicago and in the states of 
Wisconsin, [Illinois and Indiana is 
served. 

Charles Wirt is out to see the trade 
in Michigan, the towns of Northern 
Ohio and West Virginia, including parts 
of New York State. 

David D. Doran will look after the 
trade in the towns.of Pennsylvania and 
West Virginia. 

W. T. Jackson and C. S. Jackson will 
show the Marshall line in Texas, Okla- 
homa and Louisiana. 

It is a colorful line made so by the 
addition of new shades of leather 
recently introduced by ’ enterprising 
tanners. All of the most demanded 
lasts have a place in the line. The 
varied patterns emphasize the constant 
progress made in getting up something 
new. 

The C. S. Marshall Company is one 
of the long-established factories of 
Brockton making fine Goodyear welts 
for men. With the new addition to the 
present large plant, the management 
is in a better position than ever to give 
service to its expanding list of cus- 
tomers. 


CINCINNATI MEN OUT 


Sales Conferences and Meetings Are 
Held 

With the middle of March, virtually 
all the traveling salesmen of the Cin- 
cinnati manufacturing plants took to 
the road with their new lines of Fall 
and Winter samples. Some of the 
representatives of this market have 
been out since the middle of February, 
but most of them for various reasons 
have waited and made their getaway 
about the usual time. The first two 
weeks of March were taken up with a 
series of sales conferences and meetings. 


CINCINNATI TRAVELERS 


Add Eleven More Members—List 
of New Associates 


The addition of eleven more members 
characterized the final meeting of the 
Cincinnati Association of National 
Shoe Travelers held at the Sinton re- 
cently. Those new ones were: H..C. 
Mayer of Julian & Kokenge Co.; Louis 
Runkel of Dan Cohen Shoe Company; 
Charles Weil of Dan Cohen Shoe Com- 
pany; Myron Wolf, W. B. Waddey, F. 
P. Parker, Leon Klarsfeld, and Albert 
E. Gerhardt, all with the Sam B. Wolf 
Shoe Manufacturing Company; Louis 
Holthaus of Scheifele Shoe Company; 
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Lester E. Jacobi of the Sachs Shoe 
Manufacturing Company, and James 
Bird of the Huntington Shoe Leather 
Company. 


100 Per Cent Strong 


Special mention was made at this 
meeting that both the Sam B. Wolf 
Shoe Company and that of the P. Sul- 
livan Company are 100 per cent strong 
in the Association since every man on 
their sales forces is a member of the 
Cincinnati Association of National 
Shoe Travelers. 


COVERS PENNSYLVANIA 


F. P. Parker with Sam B. Wolf Shoe 
Company 


Frederick P. Parker, having for- 
merly represented both the J. M. Her- 
man Shoe Company and the C. E. 
Wethey Company has become associated 
with the Sam B. Wolf Shoe Manufac- 








FREDERICK P. PARKER 


turing Company. Mr. Parker will 
cover the State of Pennsylvania with 


the Wolf line this season. 


PITTSBURGH BANQUET 


Being Promoted by President 
Whalen of Pennsylvania 
Association 

President John J. Whalen of the 
Pennsylvania Shoe Travelers’ Associa- 
tion has urged members through the 
semi-annual banquet committee to plan 
their itineraries so that they will be able 
to attend the banquet which takes 
place in Pittsburgh on April 10. 

The leading guest of the occasion is 
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“Sweetie” 
Turn Tie 


An “E & M Shoe of Quality’”’ 


Made of mat cab, with half inch 
satin ribbon, on 73 last, carrying 
17-8 full Louis heel. Also made in 


Patent Calf, Black and Brown 
Satin. 





EMERY & MARSHALL CO. 


HAVERHILL, MASS. 





WARREN H. TUCKER CHARLES L. MARKS J. B. LAUGHLIN LARRIE H. SASS 
In New England Eastern City Trade an Throughout the MiddleWest On the Pacific Coast 


d 
Southern Territory with 
Office at 183 Essex St., Boston op Vouk 


1008 Marbridge Building 
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to be President Waldo M. Oakman of 
the national association. President 
Whalen is a Brockton man, selling for 
Condon Bros. Company, and President 
Oakman travels for the Pels Shoe Com- 
pany of this city. 

The banquet committee is Albert 
Doyle of Wall, Doyle & Daly of Brock- 
ton, Chester L. Taber of the George E. 
Keith Company, Capt. W. A. Damer, 
Thomas Mullen, John H. Gilles, George 
E. Hanley, C. F. Pitts, Charles Brand- 
man, Ralph Clark and Charles Auer. 


ROCHESTER TRAVELERS 


Hold Meeting in Conjunction with 
Merchants and Manufacturers 


Although it was an unofficial gather- 
ing of shoe salesmen, retail merchants 
and manufacturers who gathered in 
the clubrooms of. the Rochester Asso- 
ciation of Traveling Shoe Salesmen for 
luncheon on Tuesday, a wealth of “‘shoe 
talk” was uncovered. Salesmen sought 
the retail merchants’ viewpoint and 
manufacturers listened to both with 
considerable interest. 


Boom Syracuse Convention 


Harry Phelan and “‘Bill’’ Pidgeon, Jr., 
pointed out the advantages offered to 
shoe manufacturers at the footwear ex- 
hibition which will be held in connec- 
tion with the convention of New York 
State Retail Shoe Dealers at Syracuse 
in July. They urged Rochester shoe 
manufacturers to display their lines at 
that gathering of shoe men. The trav- 
eling salesman’s viewpoint was given 
by Clark B. Rowley and A. C. Edson, 
representatives of Sherwood Shoe Co. 
and Joy, Clark and Nier, respectively, 
who were of the opinion that conven- 
tions were good places to meet the 
trade as well as create a great amount 
of good will for the manufacturer. 


A CONVENTION EXHIBITOR 


Maurice L. Lindeman Shows Gaiters 
at Harrisburg 


Maurice L. Lindeman, who recently 
was made sales manager for the Simon 
Halperin Company, had a wonderful 
display of Fall overgaiters and did a fine 
business at the Pennsylvania Shoe Re- 
tailers’ Association Convention. 


FOR PENNINGTON-CROWELL 


M. B. Holmes and Martin J. Mc- 
Donough Are Hustlers 


Weare presenting the photographs of 
M.B. Holmes and Martin J. McDonough 
who are big boosters for the Penning- 
ton-Crowell Shoe Co., Manchester, 
N. H. 

M. B. Holmes travels New York 
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State; he is well known to the trade in 
this territory, which he has covered 
for the past ten years. 
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M. B. HOLMES 


Martin J. McDonough joined the 
salesforce of the Pennington-Crowell 
Co. after a year’s service as sergeant 
in the Tank Corps of the A. E. F. 
Previous to his good work overseas, 


MARTIN J. McDONOUGH 


he worked for three years in the heel, 
welt and sole departments of the W. H. 
McElwain Co.’s factory, for three 
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years as buyer and manager for Mc- 
Donough’s Shoe Store, Manchester, 
N. H., and for four years as buyer for 
the Shepard-Norwell Co., Boston. 


BEACON SALESMEN 


A List of Hustlers and Territory 
Covered 

G. L. Baker, 134 Highland Avenue, 
Buffalo, N. ¥.—New York; A. E. Bart- 
lett, 138 June Street, Worcester, Mass. 
—New England; W. O. Dabney, 809 
East High Street, Charlottesville, Va.— 
Virginia; W. A. Damer, 256 West 44th 
Street, New York City—Pennsylvania; 
J. A. Edmonds, 253 Delmar Avenue, 
Lexington, Ky.—Kentucky; Max M. 
Falke, 2829 Shawhan Avenue, Brook- 
line, Pittsburgh, Penn —Pennsylvania; 
E. E. George, 420 Market Street, San 
Francisco, Calif.—California; J. B. 
Glasser, Grunewald Hotel, New Or- 
leans, La.—Louisiana; J. H. Glidden, 
122 Florence Street, Melrose, Mass.— 
Missouri; A. S. Goodman, Hotel Hill- 
man, Birmingham, Ala.—Alabama; 
Lou S. Hall, Statler Hotel, Cleveland, 
Ohio—Ohio; R. A. Hearne, 1925 6th 
Avenue, Ft. Worth, Tex.—Texas; W. A. 
Heim, 1153 E. Long Street, Columbus, 
Ohio—Ohio; J. N. Hudgens, P. O. Box 
No. 138, Laurens, S. C.—South Caro- 
lina; E. B. Hughes, 924 West 22d 
Street, Oklahoma City, Okla.—Okla- 
homa; Robt. Kenngott, Jr., 154 Ward 
Street, Milwaukee, Wis.—Wisconsin; 
M. Ladenson, Richard Sizoo, 18 So. 
Wells Street, Chicago, Ill.—Chicago; 
A. Maples, 1710 Fairmount Avenue, Ft. 
Worth, Tex.—Texas; A. R. Martin, 211 
West Mason Street, Jackson, Mich.— 
Michigan; J. H. Miles, 3750 Carrolton 
Avenue, Indianapolis, Ind.—Illinois; 
Theodore Miller, 82 Pratt Street, Buf- 
falo, N. Y.—New York; I. F. Oberfield, 
3 No. 4th Street, Philadelphia, Pa.— 
Pennsylvania; A. E. Oldaker, 127 
Duane Street, New York City—New 
Jersey; O. W. Pittman, P. O. Box No. 88, 
Gulfport, Miss.—Mississippi; Louis 
Plessner, 71414 West 6th Street, Little 
Rock, Ark.—Arkansas; Jno. D. Reaves, 
P.O. Box No. 1122, Atlanta, Ga.—Georg- 
ia; B. B. Roach, 516 Ridge Bldg., Kansas 
City, Mo.—Kansas; H. I. Rosenblum, 
P. O. Box No. 2469, Havana, Cuba— 
Cuba; A. R. Shaw, 618 Charles Bldg., 
Denver, Colo.—Colorado, Washington, 
New Mexico; J. P. Shipman, 1420 
Broadway, Alameda, Calif.—Utah, 
Montana; B. H. Simons, 127 Duane 
Street, New York City—New York; 
Slater Bros., 172 So. West Temple 
Street, Salt Lake City—Utah; J. C. 
Spicer, 614 Linwood Avenue, Buffalo, 
N. Y.—North Carolina; August Strohm, 
1240 Murray Avenue, Milwaukee, Wis. 
—Nebraska and South Dakota; John 
A. Szolowicz, 1801 3d Avenue, So., 
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orrect Dodge- 


FOR ALL OCCASIONS 


IN STOCK 


No. X297 
No. X251 
No. X252 


We Are Closing Out Several of Our Numbers 


Stock No. X251—Patent Leather Opera. 
21-8 inch Full Louis Wood Covered 
Heel. Close-out Price... ..........+- $6.00 


Stock No. X252—Same in Dull Calf. 
Cheap PUles 65 6 iis add f0ccsa't ae $6.00 


Stock No. X287—Patent ~ me he ane 
1 1-2 inch Baby Louis Heel. 











Stock No. X289—Patent Leather Plaza, 
2 1-8 inch Full Louis Wood Covered Heel. 
CAOGO GO TIES 0858 04 co.cc sstncces $6.00 
Stock No. X290—Patent Leather Plaza, 
1 1-2 inch Baby Louis Wood Covered Heel. 
GMI Cin vccendcsscenses $6.00 


Stock No. X297—Peters’ White Reignskin 
Opera, 2 1-8 inch Full Louis Wood Covered 
Es Sra: ctgeh eprnices- a tpuiee bee $5.75 
Stock No. X298—Peters’ White Reignskin 
Opera, 1 1-2 inch Baby Louis Heel. 
| AER rere tay Aer er $5.75 


Stock No. X301—Patent Leather ra, 
1 3-4 inch Wood Covered Pedestrian eel: 
























Stock No. X300—Same Style in Dull Cott. 
ee ee eee ee rT eye ee $6. 


Stock No. X292—Black Satin Side Seam 
oo 2 1-8 inch Full Louis Wood Covered 
pel. (ONE... cdcuss cshapevoeses $6.00 


No. X301 


New Spring Styles 


Stock No. X304—Black Satin Theo Instep Tie, 2 1-8 inch Full LouisWood 
Covered Heel, 3 1-2 inch Vamp, Made on new Beautiful Quarter Toe Last 


Ready Apri let. Prine ...\..'. .peeuereme aes.» . fe. 0. se Cote cc een $6.85 
Stock No. X296—Same in Peters’ White Reignskin. Ready April Ist. Price. . . $6.25 


Stock No. X309—Same in Gottschalk White Calf. Ready April 16. Price. .$8.75 


Nathan D. Dodge Shoe Co. 
Newburyport, Mass. 
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Minneapolis, Minn.— Minneapolis and 
North Dakota; L. C. Turner, Eatonton, 
Ga.—Georgia; Leo R. Wallace, 2223 
Courtland Drive, Des Moines, Ia.— 
Iowa; H. O. Warren, 26 West 27th 
Street, Indianapolis, Ind.—Indiana. 


Now with United Shoe 


W. M. Bosworth, who has been a 
retail salesman in a number of the high- 
class retail stores of St. Louis, has 
joined the traveling forces of the 
United Shoe Manufacturing Company, 
a subsidiary of the Brown Shoe Com- 
pany, Inc., for the production of 
specialty lines, and will cover parts of 
Indiana and Illinois. He resigned from 
the Hanan store to take his new position 
and previous to that was connected 
with the Swope Shoe Company. 


On Road for Leo Gordon 


Leo Miller, formerly of San Diego, 
Calif., has associated himself with the 
Leo Gordon Shoe Company in the 
capacity of salesman. He will cover 
Arizona, Eastern California and Colo- 
rado. Mr. Miller was in the house a 
few days before leaving for his territory. 
Leo Gordon is in New York on a buying 
trip. 

Shoe Specialty Sales Force 


The Shoe Specialty Manufacturing 
Company of St. Louis announces the 
following representatives and_ their 
territories: 

E. L. Winey, Pacific Coast; F. L. 
Wells, Kansas, Oklahoma, and Arkan- 
sas; George Michel, Southwest; Ford 
Salinger, Southeast; C. H. Stemmons, 
Illinois, Iowa, Wisconsin and Minne- 
sota; T. H. Goddard, Michigan, In- 
diana and Kentucky; J. F. Anschutz, 
Ohio and Eastern New York; H. Clay 
Ogden, Pennsylvania and the East. 


Represents Central Shoe Company 


George D. Haslett, who represents 
the Central Shoe Company in Oregon 
and Washington, took West with him 
this season, L. R. Haslett, a brother 
from Vermont, who will be his assistant 
in the Northwestern States mentioned. 
Both men spent considerable time at 
headquarters, following their stay at 
the Boston conventian in January, to 
familiarize the new man with the line 
before starting out on the road. 


Friedman Shelby Men Ill 


The Friedman Shelby branch of the 
International Shoe Company report 
that their salesmen arrived in their 
territories March first. A number of 
their men were taken ill, all of whom 
have recovered with the exception of 
E. H. Chenoweth at Frankfort, Indiana, 
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who is seriously ill with influenza 
pneumonia and will not be out for 
several weeks; and R. B. Grant travel- 
ing the northern section of Missouri is 
ill at his home in St. Louis with influenza. 

M. C. Blake is a late addition to the 
selling force of Samuels Shoe Company. 
He will cover Nebraska and Iowa. 


Boyd-Welsh Men Out 


Boyd-Welsh Shoe Company has all 
its men in their territories. New mod- 
els have been added to the regular line 
of novelties and staples. The new ad- 
dition of the factory has been promised 
completion by May 1. J. T. Welsh is 
in Chicago on business and from there 
will take his regular eastern trip to 
Cleveland, Pittsburgh, Philadelphia 
and New York, with some newly de- 
veloped models. J. C. Boyd attended 
the Ohio Valley Convention at Co- 
lumbus, Ohio. Mr. Boyd reports per- 
sonal calls at the factory by a number 
of representative shoe buyers during 
the past thirty days. He says it is evi- 
dent that the average merchant now 
finds himself in a position where he 
must order better grades of women’s 
footwear or lose his customers. 


AN ARROWSMITH ANECDOTE 


Related by Salesman Russell Now in 
Missouri 

Salesman Russell who is traveling at 
present in Missouri reports an amusing 
incident: 

“Recently I called on an old-fashioned 
merchant in a little store off the main 
street and féund him in the back of the 
store with his feet propped up on the 
stove. After introducing myself and 
my line, he looked over one of the sup- 
ports and said, ‘See here, young man, 
you can’t tell me any human being 
ever needs them things. A lot of you 
city fellers come down here and try 
to run these skin games on us but by 
golly, I don’t bite.’ 

“T told him I was sorry that I was 
obliged to catch a train in thirty min- 
utes else I would give him a much needed 
course in Orthopedics and that I 
noticed the live merchants on the 
main street who handled our goods 
rode to work in their cars. 

“*He came back at me with, ‘Yes! they 
probably wear your supports, can’l 
walk and have to ride.’” 


ADDS PACIFIC COAST 


A. V. Rooney with M. N. Arnold 
Shoe Company 
A. V. Rooney of the selling staff of 
the M. N. Arnold Shoe Company of 
North Abington has added the Pacific 
Coast to his territory for the coming 
season. 
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PURITAN SALES FORCE 


Now in Territories—List of Men 
Presented 


The Puritan Shoe Company, which 
has been in business for two years and 
has been selling its output exclusively 
to the jobbing trade, is to launch out and 
sell to the retail trade this season. It 
has a small corps of well-known sales- 
men who are at present leaving for their 
territories with sample lines. They in- 
clude the following, with their terri- 
tories: T. M. Bernstein, New York 
City; P’ J. McNally, Kansas, Iowa and 
Nebraska; Wallace Gay, Southern 
States; B. N. Mooney, New York 
State and Pennsylvania; O. F. Emery, 
New England. 


HULTGREN PACKS UP 


Expects to Keep Dugan & Hudson 
Factory Hustling 


Another member of the Rochester 
Association of Traveling Shoe Salesmen 
is speeding West, anxious to meet his 
trade and show new.samples. Clayton 
Hultgren, who, by virtue of his height, 
six feet four, is the “biggest’’ road repre- 
sentative traveling out of Rochester, 
will spread Dugan & Hudson’s line of 
women’s and growing girls’ line of fine 
welts and the Iron Clad line for chil- 
dren. He will cover Wisconsin, Min- 
nesota, ‘North and South Dakota, 
Montana, Wyoming, Utah, Idaho, 
Nebraska and Colorado. Dugan Hud- 
son Company plan to operate an In- 
Stock Department. 


SEMI-ANNUAL CONFERENCE 


Of W..L. Douglas Shoe Company 
Travelers 


The semi-annual conference of the 
large corps of salesmen of the W. L. 
Douglas Shoe Company was held this 
week at the administration building of 
the factory. Members of the firm and 
heads of departments of the corporation 
were in conference with the salesmen 
during the days of the meeting and there 
were addresses by different heads and 
discussion of subjects of trade interest. 
The sorting and packing of sample lines 
ready for the road took place. All the 
salesmen leave for selling territories 
early next week. 


Death of Mrs. McDermott 


Josephine Patricia McDermott of 
The Bon Marche, Seattle 


The Bon Marche, Seattle, Wash., an- 
nounces with deep sorrow the death of 
Mrs. Josephine Patricia McDermott, 
which occurred on Saturday, February 
7. In her death the store has lost ‘a 
valuable worker. 
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THE TIP OF 


—PERFECTION— 


This is what you will say of our 


NEW RIBBONS 


Satin Ribbons 


Satin Tubular Ribbon 


Gros Grain Ribbons 


Pattern 1200—Finest quality Scustthing difeccak) 


all silk Gros Grain. , Fine Quality Double Faced 
a4.: ; ine Quality Double Fac 
No. 4—5% inch for small eye - Satin. (Makes an attractive 


lettie. Black, White, To- lace.) Black, White, Seal, 
bacco, Seal Brown, Light and ' Mahogany. 

Dark Gray, Beaver, Pink, In No. 7—1% inch only— 
Blue. $3.00 


In 10 yd. Pieces In 10 yd. Pieces 


Pattern 950 High 
Grade All Silk Gros 


Grain 


No. 7—114 inch— 


Black, White, Seal, - 


Mahogany, Chestnut 
Brown. 


n 10 yd. Pieces 


For 
One and 
Two 


Pattern 750 Double 
Faced Satin Ribbon 
High Grade Double 
Faced Satin. Black, 
White, Seal, Mahog- 


any, Silver, Gold. 
No. 3—%_ inch 
$1.88 


In 10 yd. Pieces 


Eyelet ‘Ties 


CHANDLER’S SHOE 
NOVELTIES 


Cc. A. BROWNING CO. 


30 Franklin St. 


BOSTON, MASS. 
(Sole Ageuts) 
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FOR MISSES AND INFANTS 
IN STOCK 


PAT. COLT MARY JANE TURN 
‘4-8 spring heel. 
-*1-5 no heel 
Same in Gun Metal, Black Vici 
and White Nu buck. 


HAVANA BROWN KID WELT . ds > 
oe fe Ray © BLACK VICI KID WELT 
e, Cast one BUTTON AND LACE 
Sis Ty . B, C and D Widths 
4 — ' 6-8 Reg cut 
ll V2 Pony cut i 814-11 Reg cut 
Same in Tan Calf. 11 4-2 Pony cut ; 
Same in Gun Metal and White 


Nubuck. 


TAN VICI TURN WEDGE HEEL 


4-8 tip and extension 


1%-4 no heel 


HYGRADE SHOE WORKS 
108-110 Duane Street NEW YORK 
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The Four Popular Styles Of “Comfys’’ 


The styles of Comfy felt slippers shown here are the ones that have been in 
the greatest demand during the past few months. 


This demand shows that “‘Comfys” are no longer a short season seller. And 

onary dealer, during rainy Spring weather, should take advantage of this 
added profit. Why not make profits on 
Comfys all year round—the demand will 
give it to you? 


We are able to give you immediate delivery 
on these staple styles—if your order is 
placed at once. 


You will get some real money-making ideas 
from our booklet, ‘How to Make a Profit 
in Your Shoe Store.” 
new slant on shoe selling. Whether you are 
a Daniel Green dealer or not, we shall be 


It will give you a 


glad to send a copy on request. 


DANIEL GREEN FELT SHOE COMPANY 
Dolgeville, N. Y. 


NEW YORK OFFICE 
116 East 13th Street 
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OHNSON BROS. 
SHOES FOR FALL 























OUR NEW 114 WALKING LAST 
THAT CARRIES AN 8-8 HEEL 





ade fa the Pine Tree State ” 























A COMPLETE RANGE OF STYLES, LASTS AND LEATHERS THAT WILL SATISFY THE MOST 
DISCRIMINATING BUYER. OXFORDS AND BOOTS WITH HIGH AND LOW HEELS—AND THREE 
BRAND NEW LASTS— INTRODUCING THE SHORT VAMP STAGE AND THE MODIFIED FRENCH 
COMPLETE 1S THE WORD THAT DESCRIBES THE LINE THAT THE SALESMEN ARE NOW 


SHOWING, 
PRICED FOR VOLUME 


OHNSON BROS. SHOE MFG.CO. 


H ALLOWELL, MAINE 

































































Copyright 1920, by The Goodyear Tire & Rubber Co. 
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Shoe Comfort and Saving | 
for the Entire Family 





You can supply every member of the household 
with sensible, serviceable, smart-styled shoes 
with Nedlin Soles. 


Father will appreciate their economy and take ~ 
a special satisfaction in the Goodyear Guarantee 
that stands behind them. Mother will smile 
at the thought of dry-shod feet in Springtime 
damp. The children will be delighted with the 
comfort that Nedlin Soles impart to growing feet. . 


And all of them will tell you later on that they 
never had shoes wear so long, feel so good, and 
guard their health so well as these shoes with com- 
fortable, waterproof, long-wearing Nedlin Soles. 


Your window will be especially attractive with a 
display of models from the 500 styles that repre- 
sentative manufacturers are offering today in 
fairly-priced, better shoes with Nedlin Soles. 


THE GoopYEAR TIRE & RUBBER COMPANY 
Offices Throughout the World 


Goodyear Wingfoot Heelsare the guaranteed walking mates of guaranteed 
Nedlin Soles. They’re so good that more than eighty per cent of 
all shoes made in this country with branded heels are fitted with them. 


COMFORTABLE 
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Tan Calf Oxford—Victory Last—5 to 1I—AA-D. Ready—and plenty of them. 
Price $8.85 
Send for Spring and Summer stock style catalogue 


The PRESTON B. KEITH SHOE COMPANY 


BROCKTON (Campello Station), Mass. 


New York Office, 299 Broadway, Room 415 Boston Office, 207 Essex Street 
































HIGH GRADE LEATHER 


Retailer: 


You can increase your profits with little additional 
overhead by putting in a stock of “The Dayton” 


Cushion Insoles. 
Their comfort and health-giving properties are un- 
excelled. 


—- <= — == 
x ——8— = = 
—__— a a: a i a i: a: -—— ~"s 9 525e ‘== os i om 
— ee a a = -—— = er 6525252 Oe 
ee ee ee ee ee — —_ 
_— —— _—— ——— -— 
-—— = | a foc -—— — 1$7925256252525r . 
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Write for a trial order. 


The Dayton Felt Products Company 


« - DAYTON, OHIO 
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Your Catalog for Spring 
is Ready 


INTER is giving place to Spring, and 
WV already its first style manifestations 
are apparent. The streets are bright 
with vari-colored hats and the next 
feminine thought is for footwear. 


In our Spring Catalog, which is 
just off the press, are shown shoes for 
all tastes. They are the result of a 
trained appreciation of style requirements, 
a thorough knowledge of the market and a 
financial equipment that enables us to buy 
economically. 


You will find our shoes to be high grade, 
smart in appearance and priced fairly. 








Send for the catalog. It is interesting and 
you can make it a source of profit to you. 




















KATZMAN-ADLER SHOE CO. 


Women's Novelty Footwear 
211 ESSEX STREET, BOSTON, MASS. 
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é~ Real 
Brogues 








WORCESTER 


(2) Special lasts 
(2) Special leathers 


R d N Scotch Grain 
e a ad O Ww Cherry Cordovan 


Se A ‘Real’? order 
‘al * will follow your 
I; trial order 


It’s a swift 
seller 


Fi 


=a a 
YEO 
> 


qes 
SERS 


30 32= 
er 
Prtese 


a. seats 
| 
th 


Full line of 
Young men’s 
shoes on new 
lasts. Ask to 
see samples. 





35=< 


FREDERICK S. PECK 
WORCESTER, MASS. 
Boston Salesroom: 207 Essex Street 


SSOS Si iiliiiil 


=> 


HOES 


DAZE 3 








3620—Black ‘Kid, Full Louis. 
3621—Brown Kid, Full Louis. 
3622—Patent, Full Louis. 
The above are imt, turn. 
Price $6.50 
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HOTEL 


“KSSEX” 


SK any man in the shoe and 
A leather trade where to 
stop when in Boston and 
ou'll get the tip to stop here. 
ew are the “boys” that have 
never entered the Essex and en- 
joyed its facilities for the prompt 
transaction of business. The up- 
to-dateness of its appointments 
and its unsurpassed location make 
it the first choice of those whose 
time must be made to count. 


The Essex Hotel Co. 


McCARTHY BROS., Proprietors 
ATLANTIC AVE., ESSEX AND EAST STS. 


Boston, Mass. 


OSSIAN 
=O6SiC 








3501—Dull Mat Turn, Full Louis. 
3500—Patent Turn, Full Louis. 


Price $7.25 


“She 
ne -Roth Shoe 


Footwear Spectatios 
1251 Wost Sixth Street 
Cleveland Ohio 





OUT 


——— 
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| J | 400 Rooms—300 Baths—$1.50 a Day and Up 
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RAPID SELLER 
Carried In Stock 


B 500 A $7.75 


Women’s Patent Turn Pump, Bor- 
deaux Last, 214 inch Wood Covered 
Full Louis Heel with Aluminum Plate. 
AA, 4% to 8 
A,4 to8 
B,4 to8 
C,4 to7™% 


Terms: Net 30 Days 





Buy this style for the following reasons: 
1. The STYLE AND GRACEFUL LINES of this pump will induce a 


woman to “‘try them on.”’ 


2. The PERFECT FITTING QUALITIES will please her and clinch 


the sale. 


3. The QUALITY OF MATERIALS AND WORKMANSHIP 


will bring her back to your store when she is in need of another pair. 


4. The unusual combination—STYLE, FIT AND WORKMANSHIP 


—will persuade her to recommend them to her friends. 


The direct result is a quick sale, more business, greater profits and an 
added prestige for your store. 





Did You Get Our New Catalogue ? 


UTZ & DUNN CO. 


ROCHESTER « NEW YORK 


BRANCH OFFICES 


Denver New York City Los Angeles 


218 Charles Bldg. Bush Terminal Sales Bldg. 718 Story Bldg. 
TIGERZ& McNUTT 130 West 42d St. G, C. McATEE 


S. A. McCOMBER 
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Stock Style No. 130 


Nl 


Cherry Calf Brogan Oxford 
Very Stylish Shoe 
Aristocrat Last 


$9.25 


This shoe is one of the “Just Wright”’ big sellers. It ought to be 
on your shelves now. As the sun works higher, demand for it will 
grow stronger. Why not place trial order to-day? 


F 
lI 


tn 


In Stock, AA-D, 5 to 11. 


E. T. WRIGHT & CO., Ine. 


ROCKLAND, MASS. 


ENN 


BOS' NEW YORK PHILADELPHIA CHICAGO DETROIT SAN FRANCISCO 
183 on en Marbridge Building 1215 Market Street Republic Building Washington Arcade Pacific Building 


I 


hut 


Send All Orders to the Factory 
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ELLING shoe trees means more to 
you than the direct profit—more 
because by their use the shoes you 

sell will serve better. 


Suggest the purchase of trees when 
making the shoe sale. Tell the cus- 
tomer that trees will keep the shoes in 
shape, lengthen their life of usefulness 
and add to their comfort. 


The after service rendered by trees 
means a satisfied customer—one who 
will naturally remember your helpful 
interest—and one who will come again. 


I haven't mentioned Miller Trees, for 

I hardly thought it necessary, as the 

majority of trees sold are Miller's 

Men’siPack Flat Ventilated Model 250 because they fit, — SS adjust 
and have the ventilating feature. 


Let me send you catalog and price list. 


APIS 






































Shoe Tree Division 
O. A. Miller Treeing Machine Co. 


Brockton, Mass. 
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DON’T TURN AWAY YOUR CUSTOMERS SUFFERING FROM BUNIONS 


yo 


ince of 
riser bun on foot root fitted, withe 
ecTo FISCHER BUNION PROTECTOR 


The Fischer Manufacturing Co. 


or ENLARGED JOINTS 


Carry an assortment of FISCHER 
BUNION PROTECTORS, afford- 
ing your customers comfort and 
style while wearing their regular 
size shoes. 

It yields you a good margin of 
profit, besides being a valuable 
aid in moving your stock. 

Ask your findings Jobber or write 
us direct. 


ISCHE 


ON PROTE NG 


Buy 


Milwaukee, Wisconsin 











We've 
Got 
"Em 


BOOTS 
Stock No. 64025 $6.00 
5320 7.00 
510 7.75 


Stock 
it) 


“ “ 


oe 


ee “ 


BROCKTON, 


Brogues! 


OXFORDS 


6052 7.50 
(Genuine Calfskin) 


Try a Sample Dozen NOW! 





LOCKING THE GARAGE 
AFTER THE CAR IS STOLEN 


is none the less inconsistent than putting on 
insurance after a fire has worked havoc with 
stock. Our special policy for shoe dealers has 
been fine protection to many. Ask us about it. 


Fitchburg Mutual Fire Insurance Co. 
Fitehburg, Mass. 


The city of 14! diversified industries 
99% of which are locally owned 


MASS. 


Everybody 
Wants 
"Em 











Trade-marks in Foreign 


Countries 


Do you Importance of Protecting Foreign 
Trade in J ayy Fae the pum Seen (lenteles ond 
ra ae cone nell 


exclusive trade-mark sights 


No. 4075 $5.75 
* 6020 6.75 
410 7.25 


“ 


“ 





Made and Distributed 


Detroit 








184 Lincoln St., Boston, 


Eearvaae 


A. Freedman & Sons | nik sper attempt 


by 


pete 


k Depart- 





ecorder segues end Trade-Mar 


Mass. 


Brockton 


























From an Old Inventory 


Schedules of 1894 Reveal Interest- 
ing Facts on Shoe Prices 


L. F. Stevens, a shoe traveler of 
34 Chauncy Street, Boston, has written 
us that recently he ran across an in- 
teresting old inventory, dated 1894, 
from which he gives the following ex- 
tracts: 

**36 Ladies’ Kid Lace Shoes, 57c. 


two large merchants in Mobile who are 
still in business. They were then 
among the large dealers, and I think that 
today either of them would drive any 
one from their stores if he showed to 
them any women’s lace boots to retail 
under $10. One large merchant in 
New Orleans, to whom I sold a great 
many boys’ shoes at 85c net, and who 
sold them at $1, gave a present with 
each psir, He is still in business and 


**36 Misses’ Kid Lace shoes, sizes 11 
to 2, 55c. 

“72 Little Gents’ Lace, sizes 10 to 13, 
60c,”’ etc. 

These prices were all subject to a 
6 per cent cash discount, bringing the 
women’s shoes down to about 54c net 
cost. 


Forty Years in South 


“72 Ladies’ Button, 57c. 
“72 Lace, spring heel, 57c. 
“72 Ladies’ Button, square toe, 57c. 


Mr. Stevens recalls the fact that he 
sold these goods at 60c and that they 
retailed down in Mobile and New Or- 
leans at 75c. He writes: “I used to sell 


has made a young fortune and I am 
selling him lots of goods today. This is 
my fortieth year selling shoes in the 
South.” 
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Syracuse 


REGARDING STATE CONVEN- 
TION 


New Ideas Adopted for Syracuse 
Meeting, July 13-14 


Despite the illness of President E. N. 
Park of the New York State Retail Shoe 
Dealers’ Association, preparations for 
the convention here this Summer are 
going ahead rapidly. President A. B. 
McCormack of the Syracuse Club re- 
turned from the Ohio Valley convention, 
and brought with him many new ideas. 
As a result, the model of booth to be 
used at the Style Show in connection 
with the convention has been accepted. 
This booth will have room for display 
of 36 pairs, which local retail merchants 
feel will give every concern entered a 
chance to display a good part of its 
samples. Living models are to be se- 
cured from New York City. The booths 
will be arranged in such a way that 
every delegate to the convention will 
have to pass through the Style Show in 
order to reach the convention hall 
proper. The display room is being sold 
fast. 


UTICA PLANS ASSOCIATION 


Syracuse Men to Help in Organiza- 
tion Work 


Within a short time, a delegation of 
local merchants will go to Utica to per- 
fect the organization of a retail shoe 
merchants’ association there. Presi- 
dent McCormack of the Syracuse Club 
is determined to organize every city 
up State. Auburn was recently or- 
ganized; after Utica it is planned to 
organize an association at Portland. 

All members of the newly-formed 
Auburn association will be the guests 
of the Syracuse association at the 
monthly banquet to be held March 26. 
This meeting was postponed from 
March 8. 


SYRACUSE BRIEFS 


Convention News and Other Live 
Shoe .News 


George Murphit has been appointed 
a member of the committee to secure 
models for the State convention. 

Local shoe merchants are working 
hard to. have the Common Council 
adopt the daylight-saving ordinance and 
are circulating petitions. 

The early closing plan effective in this 
city since last Summer has not affected 
trade, local shoe men find. There are 
three shoe stores here which have been 
keeping open after six o’clock Saturday 
evenings, and not one of them has been 
able to make it pay. 


PURE SHOE LAW 


Protested Formally by Retail Shoe 
Merchants of City 


Protests against the proposed pure 
shoe law, now before the Legislature, 
were voiced at the recent meeting of the 
Syracuse merchants. The secretary 
was instructed to protest formally to 
local legislators and ask them to vote 
against the measure. 


NOT PROFITEERING 


Retail Shoe Merchants Have Not 
Violated Lever Act 


Syracuse shoe merchants are not 
profiteering. This is the verdict of the 
heads of the “flying squadron” of the 
Department of Justice who have been 
busy here for three weeks running down 
profiteers, unfair competition and other 
alleged violations of the Lever Food 
Control Act. W. C. Phillips, head of 
the agents, gave the retail shoe mer- 
chants a clean bill of health before he 
left. 

STYLE NOTES 


Theo Ties Popular, Also Brogues in 
Cordovan Leather 


Gould, Lee & Webster is the first 
local firm to show Theo ties. Manager 
Fred Shafer predicts they will be all 
the rage this Summer. They are being 
shown in black and brown suede and 
satin. 

Brogues are selling fast, both in black 
and brown and in cordovan leather, at 
$8.50 a pair; the latter are attracting 
much attention. All low shoes are 
meeting with a good response on the 
part of the public. 


Shoe Stock Sold 


S. Kaufman, Fayette, Mo., Trans- 
fers Business to Medcalf & Price 
Shoe Company 


S. Kaufman of Fayette, Mo., has 
sold his shoe store to Medcalf & Price 
Shoe Company. E. B. Medcalf of this 
concern comes from Winfield, and V. M. 
Price was originally with the Robert- 
son Shoe Store of Kansas City, Mo. 





Every Shoe Store Needs 
a pair of 
“MANCHESTER” 
(Trade Mark Reg. U.S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The 7 nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


**Manchester” 
Trade Mark Reg. U.S. 
Pat. Off. 


nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that ena- 
bles you to cut the 
tacks close to the 
insole. 

Be sure and specify 
“MANCHESTER” 


curved jaw when or- 


come. 
Write us direct if 
your dealer cannot 
supply you. 

Price, $4.50 


Frank W. Whitcher Co. 


Patentees and Manufacturers 
Chicago Branch 
Boston, Mass. 323-325 ‘W. Lake St 











a ts = 
Trade Mark 
Reg. U. S. 
Pat. Off. 

° HEEL and 
COUNTER 
SUPPORT 


Without With A H to 
Weak 


Prevents the Counters of Boots and 
Shoes from Running Over. Easily Ape 
lied No Repair ent sho 


be without them. 
The New Improved 


“E,W. 
SHOE STRETCHER 








Milbradt Rolling 
Step Ladders 


made 
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in 
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BE 
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2410 No. 10th St. 
ST. LOUIS, MO. 











No matter what policy you may pursue 
im selling to the shoe trade, nevertheless, 
you meed the “BOOT AND SHOE 
RECORDER” all the time. 




















CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


“Recorder” rates for space less than one-eighth pe WANTED—Three cents per word for each insertion. 
eon oe ent 7 times 13 times 26 times 52 times aareonents five conta bor word force insertion, | Minimo 
1 ro ..$4.00 $3.00 $2.75 $2.50 $2.00 PT 7S esedey D3. Wine ocvertinge Seo enpwore 
Zinch.... 8.00 6.00 5.25 4.75 4.00 tisement for address. | When adycrtisors desire replics forwarded direst 
3inch....12.00 9.00 7.75 7.00 6.00 pt fF a 
4inch....15.00 12.00 10.00 9.00 8.00 postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 














SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


GALESMAN to handle a high-grade line of turns 
and welts at attractive prices. Splendid op- 
Biot and Sh for a good live wire. ‘Address B751, care 

Shoe Recorder, 207 South St., Boston, 














Salesman Wanted Salesman Wanted 
Ss ETS —Macaslaead salesman for Southern 


Good experienced shoe Good, experienced shoe — aa 
pa ll in Pitts- salesman living in New York lines of womeu's and children's shoes. Estab Teed 


heer or Brooklyn, to sell ourline | S22." Dqpomiltng‘hddros B30 care 
bur .. Or ey 7 — of In-Stock men’s shoes in 7 =— 

our line of In-Stoc New York City, Brooklyn | CBs, RURSENIATIVE. ta tata 
men’s shoes in Pa. Com- and New Jersey. Must de- ces: commniatiod baste? sang have Al references 
tyr" e e pe a care Boot and Shoe Recorder, 207 

mission. vote whole time. Commis- South St., Boston, Mass. 
A sion. Fiske Shoe & Leather ANT ED- —A retail salesman for exclusive shoe 
Fiske Shoe & Leather Co. Co., 717 Atlantic Avenue, expesie, Kanes. Prefer single man. Stato 
717 Atlantic Ave. Boston, Mass. yy “Address B748, care, | Boot and Shoe 

Boston, Mass. pecnenen a 207 Saath St., Boston, M 
































LES = Geor TED—Salesmen with established trade in . ennsyl- 
SIRE . , eee hae *iilinois, Iowa, Michigan and Texas, to carry vania, fe = 15,000. ~~ job for right man 
4 to to 8 turns. Must be be hustlers and cover their a line of men’s medium-grade welts, carried in to grow into handling store if satisfactory. 
tharen Shoes carried in stock . stock in all widths, on a strictly commission base . age, salary expected, ieee, nationality, church. 
aes Shoe Go. 19 ety. St., Chicago, Ill. Give full iculars with reference in first letter . Don’ t answer unless = ean business. Ad 
Address, The Collier Shoe Company, Cincinnati, O. } se 53, « — Boot and Shoe Recsedte, 207 South St., 
oston, Mass. 


ALESMEN Y hich grade West a shoe 
BUSINESS OPPORTUNITY BUSINESS OPPORTUNITY ee ee aes 
Pennsylvania, Iowa, South ota and Nebraska, 
Oklahoma and Arkansas. Only live shoe salesmen 
with an established business will be considered. 
Address B744, care Boot and Shoe Recorder, 189 
W. Madison St., Chicago, III. 


ws NTED—Salesman to sell work shoe having 
an entirely new feature in the work-shoe line. 
One sample y represents your entire line. Very 
high-grade shoe, excellent line. Give previous 
experience and terri covered. Address B739, 
care Boot and Shoe Recorder, 189 W. Madison 
St., € Chicago, Ill. 
ws NTED—Salesman on a commission basis, 
with an established trade, to carry as aside 
line our infants,’ children’s and misses’ fine turn 
shoes and sandals, in Western Pennsylvania, Ohio, 
Indiana, Michigan, New York and New England 
and Southern States. Only hustlers with non- 
conflicting lines need apply. Address Lock Box 
186, Orwigsburg, Pa. 


QVERGAITER salesmen wanted for various 
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Shoe Buyers=Attention! 


Take Advantage of 
This Opportunity 








To Buy English-Made Footwear 





Fred W. Midgley (Director E. C. Midgley 
& Sons, Limited, Leeds, England) will 
personally visit all the shoe buying cen- 
ters in the United States, with samples of 
High Grade British Footwear. 











The present rate of exchange being very 
much in favor of the American buyer, you 
can purchase English-Made Boots and 
Shoes at a much lower price than actual- 
manufacturing cost in America. 





ALESMEN: Shoes—An unusual coger 
tunity offered 

tail shoe salesmen to connect with a large 

specialty manufacturer as traveling sales- 

men. Excellent 

Rapid 

de ee sd of experience. 

and Shoe Recorder, 207 South St., 

Boston, Mass. 


LINE WANTED 


WAN TED—To communicate with a manufac- 
turer that has opening in Massachu- 
setts. With high-grade line of ladies’ or gents’ 
welts or McKays; on a commission basis. Am ex- 
fenod retail shoe salesman and can furnish 
aye Address B746, cares ie best and. 
Shoe ) Lm eg 207 South St., Boston, Mass. 

















Address all letters of inquiry to B752 


Boot and Shoe Recorder, 207 South Street © 
Boston, Mass. 
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MISCELLANEOUS 


MISCELLANEOUS 





Toe eS eS oe ee _ 
Ltr yy Fee display. Light, steamhea 
anpereotene, ddress K282, care Boot and Shoe 
Recorder, 1 Thbene Se, New York. 








FOR SALE 


Sie store for saleJin tcwn of 75,000 in New 
Jersey, av over $40,000 yearly, at a 

crifice; reason for sale, Le ey of partners. 
Aaddross J. 8. iS. Kulkin, 1932 ur Ave., Bronx, 








Pe SALE—Given & Roxy, Elgin, Illinois, 4 
for sale large boot, shoe, clothing and gent’s 

business, with or without ding. 
to expand and add other lines. Dandy 


opening. Ii] health reason for 








WANTED TO PURCHASE 
OVERSTOCKED? 


Turn Your Dead Stock Into 


READY CASH 


For Entire Stocks of Shoes 
Clothing and Furnishings 


DAVE LEVY & BROS. 














123 North Street Rochester, N. Y. 
TO Tre MTs TTT TTT ° 


AD 


We Buy for Cash 


Manufacturers Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Close-outs. 


NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from a. a 
Send us particu! of what you 
have for sale. 

Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
459 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 
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A BANK ACCOUNT? 
IN CANADA 


Hz ADVANTAGES OF A CANADIAN BANKING 
Account have never been more clearly demon- 
strated than at present. Many American firms and 


companies are 


for the opening of such 


accounts for the deposit of their Canadian cheques 
and the disbursement of payments which they 


require to make in Canada. 


Companies intending to establish in Canada will find the 
information at their disposal in our files of special value. 


BANK OF MONTREAL 


HEAD OFFICE » MONTREAL 


ESTABLISHED OVER 100 YEARS 
NEW YORK AGENCY: 64 WALL STREET 


R. Y. HESDEN, 


W. A. BOG, W. T. OLIVER, Agents 


CHICAGO SPOKANE SAN FRANCISCO 
LONDON, Eng. PARIS, France MEXICO 


Branch Offices in all important cities and towns throughout 
Canada and Newfoundland 


Total Assets over 


Five Hundred Million Dollars 





WANTED TO PURCHASE 











mie Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or wholesale. 
Short term leases taken off your 


hands. 
Wire or Phone us 
Correspondence Confidential 
tablished 1890 
GLAUBERG & CO. 
387 Broadway, New York, N. Y. 
Phone Canal 4119 


We also purchase Geiine. 
hats, furnishing goods, etc 


We buy and pay highest cash price 
———_ Snckanste checks of Nah pn 


“ta no object. 
pe ves our eppsiaihy- 


Brecon PURCHASING SYNDICATE 
FRANK WALKER, Pro; 
610 Broadway, 


Phone, Stagg 1757 











CASH PAID 


Max Kalter Mercantile Co. 


591 Broadway, lew York City 
Phone Spring 5160-Siel'Sie2 

















WANTED FOR EXPORT 


Se Numbers 
YOUR Surplus Stocks 
En ae 
FOR CASH 


NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 











DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will value for your entire or surplus 


Leases ha a short term to run taken 
over. 25 years. 


I, OLENICK 








413 Broadway, New York Tel. 9531 Canal 





Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 


Boot and ShoeRecorder 


OFFICES IN 


BROCKTON OFFICE: 224 Moraine St., Geo. W. 

CHICAGO OFFICE: 109 West Madison St. Tele- 
fe one Main B. C. Bowen pnngee. 

st LOUIS OFFICE. 1627 Lomet St S 


Bowen, M 
NEW /YORK OFFICE: Room 102, Graham Bldg., 
27 Duane a, H. Walter Scott, Manager. 


aera LPIA h OFFICE: 929 Chestnut St. H. * 


HAVERHILL Orric E: Chamber of Commerce 
ag Lp noo National Bank Bldg. Geo. 


CINCINNATE ‘Orrick: 501 First National Bank 
tide. .t Cc. wen, Manager. Telephone 


ROCHESTER OFFICE: 609 Powers Bldg. 
iter L. Seward yy New York Rep- 
emcee dh Telephone Stone 6314. 
MILWAUKEE OFFICE “DC. Be, Bow Manager. 
Poe Office: 2 Rue des Italiens. L. Hubbard, 
London Ofice: John C. Pansies, Maphow. Mapn- 
Ae oot mos 430 Lit. Collins St., Melbourne. 
G. Jervis Manton, Manager. 

Copsincete Office: William A, uum Manager. 


ARGE ENTI TINA ‘Gane a M. en we 
Balcarce 150, Buenos Aires. 
Gerente, 





CUBA: Havana, ay 572, Pedro V. 


Montane 
SPAIN: Gerente, Leoncio de Miguel, Librero- 
Eaieor, 3 20 Fuencarral, Madrid. 





a 








BOOT AN D 


S 
THE RECORDER CREED: |e» egy oa ore Shoes Sold Right; 
ie oa oe ae ee of ¥. Ay = aa 
which depends the progress of the entire allied Sedenstriap Racorder™ lata help pate I their production 
Annual Subscription in United States, $3.50! per copy, 25 cents. 
Member of the Associated Business Papers, Inc. Member of the Root 


by the Boot and Shoe Recorder Publishing Co. 


+ a 


be prot. 


Cable Address BOOTRECO 


This is t 
help solve it; for this is the 
Canadian, $6.00. 
Newspaper Ass'n. Member of Audit Bureau of Cireulations 
Each issue copyr i Entered at the Post Office, Boston, Mass., as second-class matter 
issUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


C 


»*: gold for the right 
the grea’ 


Lap ee mallee Ba 


F oreign, $10.00. 











INDEX TO “ WHERE TO BUY ’’ 





BOOTS AND SHOES 


Abbott Shoe Co., No. Readi 
Alden, C. H., Co., Abington, 
ier Shoe Co., Brooklyn, N. Y.. 
i, & eg, Eas ynn, 7 ase. 


Atkinson-Blumenfeld Co., 

Ault- Williamson Shoe Co., Auburn, Me 

Baker Shoe Co., The, Haverhill, Mass 

Barnett Shoe Co., Boston 

Barry, T. D., Co., Brockton, Mass 

Bartiett-Somers Company, Lynn, Mass. . 

Bates Co., A. J., Webster, Mass 

Beals-Pratt me Mfg. ‘Co., Milwaukee and 
vatesteme, 

Berry, A. H "Shoe: ams ” pers Me 

Bluestein Bros. bg 

Blum Shoe Mfg. Co., Dansville, | & & 

Brauer Bros. Shoe , St. Louis, Mo.... 

Brown Shoe Co., St. Louis, Mo 

B. & P. Footwear Co., Inc., The, Oswego, ge 

Burdett Shoe Co., Lynn, Mass 

—— Rubber 0., Cambridge, Mass. . 

arter, 2 W., , Nashville, Tenn., and 


yo 
Chenoweth &Co., , Boston 
Civilian Shoe Co., Haschit Mass 
Collins & oan, Haverhill, Mass 
Consolidated Co., Haverhill, Mass. . 
Converse heb hoe Co., Malden, Mass. . 


Creighton, A. M. 
Crossett, Lewis A. i. 
peas 


, Lynn, M 
o. Abington, Mass.. 


Eaton, Charles A., Co., SS MM 
., Philadelphia, Pa. 


Eigner 

Elam, F. S., Shoe ~ Roshester, N. Y.. 
& Marshall Co., Haverhill, Mass. 

Fair- ay Shes Co, Newburyport, epee 

Fisher, A., & Son , Lynn, Mass 

| nee Shoe & Leather Co., Boston... 


ger, W. C., Rochester, N. Y when 
Green, D Daniel, ‘elt Shoe Co., Dolgeville, N. Y 


oe Lynn, M 
Gre Te Mh Min C iladel 
Hagerstown Shoe & & Legging Co 


Md 
Hammond Shoe Co,, Vi Haverhill, Mass. . 
Hamton Shoe Co., Chicago 
Harney Shoe Co., y J., Lynn, Mass 
Hartman Shoe Co., Haverhill, Mass 
Heilbrunn & Sons, J Le Rochester, N 
Hennessey, Maxwell & Hennessey, Lynn, 


Mass 
Herrick Shoe Co., G. W., Lynn, Mass 
> money » Company, iladelphia 

olters Co., The, Cincinnati, O 
Hopkin & Elis C,. Haverhill, Mass 
Howard & Foster Co , Brockton, Mass 100 
Hoyt, F. M., Shoe Co., Manchester, N. H...128, 129 
Huntington Shoo ¢ oy 5, Hontin ‘ton, rv 146 
Hygrade Shoe W yn and 

ork City 
Johnson Bros. Shoe Co., Hallowell, Me. . 
Johnston & Murphy Newark k, N 
Katz, Samuel J., & Co., Boston 
Katzman-Adler Shoe Co., Bosto 
Keith, P. B., Shoe Co., Rockies. a. 
Kelly, John,’ Inc., Rochester, N. Y... 
Kiely & Co., T. id. Lynn, Mass 
Kleine. Henry. & Co., Chicago, Ill 
Knox Shoe Co., Milford, M 
Kreider x 8., Co., The 
Krohn-Fechheimer Co., Cincinnati, O.. 

| Grosse Boot & Shoo Mfg. Co., La Cro 


La¥ Woden, Lynn, Mass 
bande Ruin Shoe Co., New York City. . 


Lion ce Co., iy ‘ 
Lund-Mauldin Co., "St. Louis, Mo. 
Lunn & Sweet Co., Auburn Me. 
Marion Shoe Co., Marion, Ind. 


Marston & frobey & Co., Danvers, Mass kK 
Mayer, F., Boo hoe Co., Milwaukee, Wis. 
Merchants Shoe Co., Boston 

Mitchell-Caunt Co., Lynn, Mass 
Moore-Shafer Shoe Co., Brockport, N. Y.. 
Nettleton Co., A. E., Syracuse, 
Neweomb-Anderson hoe 


Nu Baby Shoe Co., Lynn, M 
Oriental Boudoir Co., hg Haverhill, Mass. . 
Palan, A., Shoe Co., 


n-Crowell Shoe Co 

me et Shoe Co., Haverhill, Mass. . 
Phillips-Cram C Haverhill, a 
Plant Bros. & Co., Manchester, N N. 
Posner, Dr. A., Shoes, Inc., New You City... 
Puritan Shoe Mfg. Co., Brockton, M 
Reece Shoe Co., Columbus, 
ag Shoe Co., Bos 

Rice & Hutchins, Inc., Boston 
Richards & qos Co., Rand 
Riemer, A. hoe Co., Milwad ee, Wis. 
Rindge-falmbach- Logie Co., Grand Rapids, 


ich 
mF. Shoe Co., L., Bosto 
Scientific Shoe Co., Ne ew York City 
Smith, R. P., & Sons, Chicago 
Smith, Wm. Sumner, Coiree, Tl 
Stacy-Adams Co., Brockton, Mass 
Standard Felt Co., West Alhambra, Cal 
Stetson acd @. The, So. Weymouth, Mass.. 
Stone, K. M = Co., New York City. 112 
Thompson B to Brockton, Mass.10,11,138 
Timson Bros., Inc., ‘Boston 136 
Tougas Shoe Co. , Bosto: 
Truitt Bros., Inc., oe AE N.Y. 
United States Rubber Co., New York City. . 
Lt egg Bros. Shoe Co., Stoughton, Mass 
Utz & Dunn Co., Rochester, N 
Watson Shoe Co., Lynn, Mass 
Welch, Moss & Feehan Co., Haverhill, Mass.. 
Westcott-Whitmore Co., The, Syracuse, N. “i 
Weyenberg Shoe Mfg. = Milwaukee, Wis... 
Whitman & Keith Co., Brockton, Mass. . 
Whitney Roth Shoe _ Cleveland, 0. 
Wright, E. T., Co., Inc., Rockland, Mass 


LEATHER AND OTHER MATERIALS 
a oy pcntioa Companies, Inc., Wil- 


mington, De' 
Baker & Kimball, Inc., Oe. « 
Beebe, Lucius, Co., Bosto 
Beggs & Cobb, Inc.., — 
Co., Inc., Boston. 
Casko Shoe Fabrics Corp., Philad ia 
Castle ry. Com Camden, N. 
Creese & cok Co:, 0°, Danversport, Mass 
mate = ie 


Gallen A:F., & Sons, Siteesben, Wis. ., 
Hecht Co., F. ator York ony 

Holbrook Co., W. H., Bosto: 
Hub Gore, Dosw on and Led York 
Jones Co., F. E., 
Keystone Leather — Philadelphia 
Kistler, Lesh & Co. , Bosto 
Lawrence, A. C., Leather Co., Boston 
Levor, G., &Co., Inc., Gloversville, N Y. 
Monarch Leather Co., Chi icago. 
New Castle Leather Co., ay & York. 
Northwestern Leather Co., 38. 
Pfister & Vogel Leather Co., Petiewukee, sense 
Plymouth Rubber Co., Canton, Mass. . : 
Rueping, Fred, Leather Co., 

Wis Uvidbdhela ctw s cbs dbo deoeedeceseé 1 24, 125 
Snyder, H.S. & M. W., Boston 23 
Standard Kid Mfg. Co., Boston............. 3,141 
Thomas, Lake & Whiton Co., Boston... ... . 
Vaughan, Geo. C., Peabody, Mass 99 


FINDINGS AND SHOE STUSs SUPPLIES 


Counter Flexity Machine Co., Lynn, Mass Pe 
Deytea E fey ae tree Co., Co., Dayton, ages uss 


Published Weekly in the interest of the Retai 
Shoe Merchant, by the 
BOOT AND SHOE RECORDER PUB. CO. 
(Incorporated under Massachusetts Laws) 


CAPITAL $150,000 
OFFICERS OF THE CORPORATION 
PHILLIPS, 


t 
EVERIT B. TUNE. Tress Trees. and Gen'l Mgr. 
GEORGE W. R. HILL, ist Vice-President 
H. WAL’ SCOTT Vice-President 

ARTHUR D. ANDERSON. 
SWAIN, CARPENTER & NAY, Counsel 
101 Tremont Street 





ARTHUR _D. ANDERSON, Editor 
WALTER C. bb hig 
LOGAN 
HELEN M. HANEY 
Associate Editors 





PUBLISHERS’ NOTICE 
SUBSCRIPTION—The io cubersintion 
Boot and Shoe 


ricer yast dette 





rose Siebert 
foreign countries except the above 1 $10.00 
wm incl ns Postage: ofan 
Vance. 
ADVERTISING RATES Cond of Advertising 
Rates on application. For rates for 
Wants, for Sales, ¢ etc., see Want Page. 





Fischer Mfg. Co., Milwaukee, Wis. 
Flexible Arch Support Co., New York City. . 94 
Goodyear Tire Rubber ro Akron, O. 1178, 2.1% 


Co., Lansing, 
vibredt Me Co., St. Louis, Mo 
iller, O. ‘Treeing Machine Co., Brockton, 


ass 
National Cash Register Co., Dayton, O 
Taylor, Frank P 
United States Rubber Co., New York City., 
Front 


Vanity Novelty Works Brooklyn, N. Y 
Whitcher, Frank W., Co., Boston 
Win-Deco Display Service, 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, C. 


MISCELLANEOUS 

Atlantic Printi 
Boot and Shoe 
Eoveaee National Bank, Boston. . 

Brooklyn Syndicate Brooklyn... 
Calderwood & Preg, oad 
D’Avesne ag Bureau, Boston. 
Edwards, T. 


Mass 
Glauber; 
Grover, 

olzm 


Hileman Bro Co. 
ae 

















AASCeAPAN CLeANAAr ce AoW 
_ > =~ an A al ant = seo 


